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Even with a greatly Increased Production 


we have been unable to accumulate a surplus output of 


Stand Made 


Championship Tennis Balls 


Dealers therefore are urged to anticipate their summer requirements 
as far in advance as possible that they may secure the advantages 
derived from early definite orders. 





Scale up your supply in proportion to the 
biggest season ever enjoyed by these most 
resilient Tennis Balls in the world. 


Pennsylvania Rubber Company 


Jeannette, Pa. 


Direct factory branches and service agencies 
throughout the United States and Canada 














Table of Contents, Page 41 Index to Advertisers, Page 85 
Situation and Help Wanted and Business Opportunities, Pages 104-105 











HARDWARE AGE June 15, 1916 








1847 ROGERS BROS 


“Silver Plate that Wears”’ 
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The ‘Continental’ Pattern 


is proving one of the most popular patterns ever made in 1847 ROGERS BROS. 


It harmonizes pertectly with present-day furnishings and is a departure from 
Write for Circular 1245-8 describing our advertising and display helps. 





H E A Continental 
5 Silver Plate that Wears. 


anything hitherto made in silver plated ware. 


INTERNATIONAL SILVER CO... Successor to Meriden Britannia Co., MERIDEN. CONN. 
NEW YORK CHICAGO SAN FRANCISCO 
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Brake Lining, to be 100% 
perfect, should be brake lin- 
ing all through. Not merely 
on the outside, but clear 
through. Then, it is still 
brake lining as long as any 
of it remains. Dependable 
to the last. A safeguard to 
the motorist. 

Break open a strip of ordi- 
nary brake lining. Now cut 
open some Thermoid. You 
can't break it. It is com- 
pressed. It clings together 
too firmly. Its every atom is 
tenacious. It must be cut. 

See the looseness of the 
inside of ordinary woven 
brake lining. Note that it is 
stringy, straggling. That, 
when the outside is worn off, 
its braking power is gone. 

Thermoid is constructed 
of long fibre Canadian as- 
bestos. This is first rein- 
forced with solid brass wire 
interwoven. At a glance, 
this process would seem to 
make it woven solid. Yet 
this process is outdone. 

Under giant rolls the in- 





New York 
Chicago 


Philadelphia 
Pittsburgh 





herimoas 


HYDRAULIC COMPRESsE 
Brake Lining -100% 


terwoven asbestos and brass 
cloth is permeated—impreg- 
nated—with a waterproof, 
oilproof friction-compound. 
These heavy rolls force this 
special compound clear 
through every pore of the 
asbestos body. 

Then it is folded and 
stitched to the proper width 
and thickness, compressed 
and cured on special hy- 
draulic presses for one hour 
at 320° Fahr. under 2000 
pounds pressure. Pressure 
that would crush ordinary 
brake lining. The result is 
Thermoid—a _ single, solid 
substance. Compressed and 
welded into one solid mass 
—inseparably one. 

This hydraulic compres- 
sion is the reason Thermoid 
is brake lining all through. 
It explains why its density is 
fixed—unvarying. Why it 
cannot be burned out nor de- 
stroyed by any heat gener- 
ated in service. Why it can- 
not be affected by oil, water, 


hermoid Rubber Compa 


TRENTON, N. J. 


St. Louis 


Detroit 
Indianapolis 





gasoline, dirt. Why its 
wearing life is greater. 

Thermoid contains 50% 
more in actual material, size 
for size, than ordinary 
woven brake lining — be- 
cause of the hydraulic com- 
pression — because that 
much more material is com- 
pressed, forced, into every 
square inch of it. A com- 
parative test of weight will 
show you that. 

Sixty per cent more labor 
is required to make this 
100% perfect lining. It 
means seven operations—as 
against three. 

We could do away with 
the extra material—the extra 
labor—the four extra oper- 
ations—and still offer you as 
good brake lining as the or- 
dinary. Such a product we 
probably could sell cheaper. 

But it wouldn’t be Ther- 
moid. It wouldn't be as safe. 

Our Guarantee: Ther- 
moid will make good—or 
we will. 





San Francisco 
Boston 


Makers of Nassau Tires and Thermoid Radiator Hose and Garden Beee 
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Walworth Stllson 
Wrench Stand 


The silent salesman. Lithographed in colors. 
An Up to Date Always on the job and attractive. It will display 


Sales man f or one each of the following sizes in Stillson Wrenches: 
= H d D 6”, 8”, 10”, 14”, 18”. Furnished free with an order 
= araware ieal- for two 6” wrenches, three 8”, three 10”, three 14” 
= ers Wh O B e. and one 18” wrench. The Genuine Walworth Still- 


son Wrenches with forty-seven years of true service 


lieve in Dis play. behind them will sell themselves. 
























Sizes 6”, 8”, 10°, 14” and 18” made with wood or 
steel handles; 24”, 36°, 48” furnished with steel 
handles only. Sizes 6” to 24” packed six of a size in 
neat wooden boxes. Will handle squares, hexagons, 
octagons as well as rounds from %” to 5° in 
diameter. 


Every Genuine Walworth “Stillson” is made of 
the best tool steel tested and closely inspected. 
Imitated but not equalled. The standard for forty- 
seven years. Your jobber handles them. 


Walworth Mfg. Company 


Makers of Stillson Wrenches Since 1868 






AAA 


CHICAGO BRANCH: 


NEW YORK BRANCH: 
11-17 So. Des Plaines Street 


19-21 Cliff Street 
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Coes Quality From 
Head to Handle— 


Without slighting any of our other 
types of wrenches we can say that the 


Coes Steel Handle Model is the Ulti- 


mate in wrench construction. 


It has been tested against imita-. 


tions which were represented to be 
‘just as good.’’ And it has made 
good our claim of 30% greater 
strength; lived up to the Coes name 
and fame, in its entirety. 


Coes Wrench Co. 


This all-steel wrench is the original 
railroad wrench. A splendid tool 
for emergency gangs and individual 
mechanics. Water can't rot it. Heat 
and cold won't weaken it. Acids and 
oil cannot cause it to deteriorate, 
however severe the usage. 


Sell the Coes Steel Handle and 
guarantee it as strongly as you have 
a mind to. 


Worcester, Mass. 


AGENTS 
J. C. McCarty & Co., 29 Murray Street, New York 


John H. Graham, 113 Chambers Street, New York 
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Good Selling Tools That 
are Indispensable in Lay- 


ing Out Work 


That is why there is a constant demand for tools like those 
shown on this page. There is very little machine work and 
few tool jobs that do not call for the use of one or more of 
these tools in laying out various stages of the work. Being 
used so often the chief requirements of a careful mechanic in 
buying such tools are handy and serviceable design and the 
ability to stand hard service. Brown & Sharpe tools meet the 
exacting demands in these respects. 


B. & S. Tool Makers’ Dividers are made with a hardened ful- 
crum stud. The spring is unusally stiff and so made as to 
prevent side deflection. They are strong and well made and 


finished with the care that characterizes all 


Brown & Sharpe Tools 


The Firm Joint Hermaphrodite Calipers are handy, well made and 
dependable, the adjustable point being a feature adding totheir handi- 
ness and economy. The B. & S. Automatic Centre Punch forms a 
handy and efficient substitute for the ordinary centre punch and 
hammer. The knurled handle gives a firm grip and the spring 
actuated striking mechanism, being loceted within the handle, enables 
the punch to be used where an ordinary centre punch could not be 
used to advantage. 


The Tool Makers Clamps are designed for strength and rigidity. A 
distinctive B. & S. feature is the spring attachment which prevents 
the loose jaw from dropping or slipping. A handy tool for drilling 
and fitting small pieces is the B. & S. Tool Makers’ Vise. Drop forged 
and case hardened it is well adapted to hard usage and is con- 
venient to handle. B. &.S. Scribers are made 
with finely tempered tool steel points which are 


threaded into the knurled holder and readily 


renewed when worn. 


A stock of these handy tools will mean ready 
and continuous sales. Another point: Have you 
a good supply of our No. 26 catalogues? 


Brown & Sharpe Mfg. Co. 


Providence, R. I., U.S. A. 
In addition to the large stock at our works a full line of our tools is carried 
at*our Store, 626-630 Washington Boulevard, Chicago, Illinois. 
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OU can make two sales where only one was possible 

before, if you will add linoleum to your line of house fur- 
nishings. Whenacustomer makes a purchase at your store 
of a stove, an ice box or some kitchen utensils, how simple 
and logical it would be to suggest 


Armstrong's (A) Linoleum 


Linoleum is universally recognized as a household necessity. Every 
woman wants it in her kitchen, if not in the bathroom, hall or dining- 
room. In many instances, linoleum is being used as a floor covering 
for the living-room and bedroom. In fact, there is no limit to its sales 
possibilities. 


Pocket Size Pattern Book Selling Helps 


Even though you do not handle Armstrong’s The selling helps listed on the coupon will 
Linoleum at present, why not send for the free also be sent to any hardware merchant inter- 
pocket size pattern book, which shows the ested in linoleum. Just clip, paste on a postal 
complete line of 330 patterns in color, and card addressed to us, and the books marked 
judge for yourself as to tne merits and possi- will be sent, without placing you under any 
bilities of the Armstrong Line? obligation whatever. 


NO OBLIGATION 


Armstrong Cork Company, 
Lancaster, Pa. 


Armstrong 
Cork Company 


Linoleum Department 


helps marked “‘X. 


[] Armstrong’s Linoleum Pattern Book No. 93. 
[] Armstrong’s Linoleum Selling Helps—55 new ideas. 
[] Told in the Store—a live book for live salesmen, 


ins infor- 





[1 How to Lay and Care for Linoleum 
mation for linoleum customers. 


Lancaster, Pa. 


George B. Swayne, Selling Agent ES iced Bela VR OOO 5 HOE ME aE TIE 
212 Fifth Avenue, New York 
Heyworth Building, Chicago Sig iisvaceuned cucd cxkatonueneen State 


TO USE THIS COUPON PLACES YOU UNTER 


Please send me, without charge, the linoleum selling 


(Paste this on the back of a postal card addressed to us) 


ee Tn 
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SELL 
HACK 
SAWS 
THAT 
WONT 
BREAK 














They wear as long and cut-as fast as All Hard Blades, but are at the same time 
practically NONBREAKABLE. Youcan sell more of them than the ordinary 
. blade because one sale brings on another. They pay a liberal profit. 


This is an actual photograph of an Atkins NONBREAKABLE 
Hack Saw Blade. It was afterwards straightened and used for 
the full life of the blade. Show your customers this test and 
you will lose no sale of Hack Saw Blades. 





ALL HARD BLADES 


Atkins All Hard Blades cut more material in less time because the teeth are milled of equal 
length. They are absolutely straight on the toothed edge. The set is accurate and 


ample. Atkins Hack Saw Blades will not run snakey. Plenty of attractive printed mat- 
ter furnished to all dealers upon request. You should sell this profitable line in your 
territory. 





Hack Saw Frames 


Send for Atkins special book “H. T.”’ on Hack Saw 
Blades and Frames. We make a splendid line of 
different pattern frames as well as Metal Cutting 
Saws of all kinds. 


Our Complete Book 


Write to the nearest address below and ask for our 
complete 248 page book on Saws for all purposes. If 
you are a Hardware Dealer, ask for information 
about our advertising service. 


E. C. ATKINS & CO., Inc. 


THE SILVER STEEL SAW PEOPLE : 
Home Office and Factory—Indianapolis, Ind. 


Canadian Factory—Hamilton, Ont. 


Machine Knife Factory—Lancaster, N. Y. 


Branches carrying complete stocks in the following cities. Address 


E. C. ATKINS & CO. 


New York City 
Portland, Ore. 


Minneapolis 
New Orleans 


Atlanta 
Memphis 


San Francisco 
Seattle Sydney, N. S. W. 


Paris, France 
Chicago 


Vancouver, B. C. 
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Accuracy of this Line 
Is Beyond Question 


When a customer asks for a certain 
tool and you sell him one of the Union 
products, you have made a regular 
customer of him. The next time he 
will ask for a Union tool. 


He 
ry 











These tools are made in an accurate manner, 
for we realize the necessity of having them 
correct and lasting. Each tool is thoroughly 
inspected by expert mechanics. 


Because of the care exercised in manufac- 
turing and inspecting the Union line, we guar- 
antee every tool to give satisfaction for the 
purpose for which it is intended. 


We will show you how the addition of this 
line will be of big benefit to you. 


We make calipers, dividers, tap wrenches, 
nail sets, center punches, tempered steel 
rules, combination squares, hack saw framee, 
key seat rule blocks, thread gauges, thick- 
ness gauges, a complete line of tool holders, 
screw machine products, etc., etc. 


General Sales Agents, 
rpless, Dunn & Co., 
74-76 Murray St., New York 
34 N. Clinton St., Chicago 





Tht me 
CALIPER COMPANY 
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Behind DISSTON Quality 


1. Seventy-six years’ continuous production. Over three- 
quarters of a century's study and experience—thorough 
knowledge of the requirements of the field and means of 
meeting them. 


2. By long odds the largest saw-manufacturing plant in the 
world—refinement of process and equipment impractical 
with a smaller volume of production. 


3. Our own steel plant in which all steel used in DISSTON 
products is made—absolute control of quality and uni- 


formity of results. 


4. World-wide distribution with representatives in intimate 
touch with service conditions—constant observation of 
DISSTON TOOLS in actual use; immediate knowledge of 


changing requirements. 





5. A reputation that to three generations has represented the 
highest development of the tool-maker’s art—constant and 
rigid test and inspection, research and experiment to insure 
the pre-eminence of DISSTON QUALITY which is the great- 
est asset of the business. 





DISSTON QUALITY as a DEALER ASSET 


1. Probably more DISSTON hand saws are sold than other 
makes combined—easy sales, reduced selling cost, quick 
turnover. 


2. Assured customer satisfaction—increased confidence, in- 
creased sales to pleased purchaser, increased word of mouth 
advertising. 


3. Increased prestige—the dealer’s reputation for handling 
quality goods is a salesbuilder just as is the manufacturer’s 
for making them. 


4. When a certain make of hand-saw is called for, the chances 
favor its being DISSTON—a customer accepts a substituted 
article unwillingly, loses confidence and eventually takes his 
trade where he can get what he asks for, if substitution is 


persisted in. 
* 5. Your average purchaser is not a skilled mechanic and needs 
% quality tools—and his success with the right equipment will 
&. *., encourage him to more ambitious efforts and the purchase 
Sy *. of additional tools. 
&. * 
%, M% 
%® % 
B eo-™, 
y, os % “~» 
e ey % %& “S-9GET YOUR SALES-HELP BOOKLET 
Ty ; & % *., 
4 . % » 
Sy 5 ies % My 
oY ® % ~ = 
.. %*2% Henry Disston ¢& Sons, Inc. 
Ry ee * . ‘ 
oo *s, Philadelphia, U. S. A. 
® 
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Cyclops Nail Puller 


Retails for $1.00 








‘‘ Look at the Eagle Beak Jaws”’ 


A FEW SELLING POINTS: 


No springs to break. 

Will not turn in the hand. 

Unobstructed view of nail. Union Hardware Company 
Jaws hardened and tempered. 
Jaws grip beneath nail head. 
Oblique delivery of ram blows. 
Handle prevents bruised hands. 
Will not roll off inclined surfaces. 3 

Length 18 in. Weight 434 Ibs. ea. New York Office: 99 Chambers Street 


Manufactured by 


Torrington, Conn., U. S. A. 
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HONOR—QUALITY 
STRENGTH—SERVICE 


| ILL of these have been found 


in NICHOLSON FILES for 
more than half a century. 
For their keen cutting qualities, 


long life and general dependability 
they are unequalled. 


Through sheer merit Nicholson 
Files have become the standard 
and are demanded by careful file 
users and buyers. 


Their shape and cut, quality and 
temper of steel are guaranteed. 


Have you seen our catalog and 
booklet “File Filosophy’’>? They 
are both decidedly interesting. 


NICHOLSON FILE CO. 


PROVIDENCE, R. I., U. S. A. 
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TRIMO 
Pipe 
Wrench 


TRIMO TOOLS 


Nut with Nut Guards 


iy sure to ask 

for the ‘Trimo 
Wrenches, both Pipe 
and Monkey. They 
are equipped with 
Nut Guards that 
prevent the acci- 
dental turning of 
the adjusting nut in 
close quarters, and 
with Steel Frames in 
the principal size that 
will not break. 


Send for Catalog 
No. 133 


TRIMONT 
MFG. CQO. 


55-71 Amory Street . 
Roxbury, Mass. 
U.S. A. 
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FROM 





THE LARGEST TO THE SMALLEST, 


from the highest grade to the least expensive, every requirement of 


your trade can be met by 





For those who want the best, 
strongest and safest 


you can supply the Sargent Cylinder Pad- 
locks, which are made in various sizes both 
plain case and ornamental. The outer case 
of these Padlocks is heavy, tough bronze 
that fully protects the inner working parts; 


the shackles are bronze and steel; the pin-. 


tumblers provide extra security by making 
inoperative all keys except the right one. 

You can guarantee Sargent Cylinder Pad- 
locks in every respect. 


PADLOCKS 


For -those who do not need the 
strength and security 


of the Sargent Cylinder Padlocks we have a 
great variety from which to select. They 
vary in size, style, finish and price, but each 
type contains improvements and features 
that make them particularly good sellers. 


For detailed description with full infor- 
mation regarding these goods see pages 


1020 to 1065 of the Sargent Catalogue. 





NEW YORK 




















SARGENT & COMPANY 


Makers of Quality Padlocks, Locks and Hardware 
NEW HAVEN, CONN. 





BOSTON 
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Cortland 
New York 


Wickwire 
Brothers 





Inc. 


There's more than one reason for the popularity and selling strength of Wickwire product, but 
all of them can be traced back to the idea of giving the best value and highest quality possible. 

We mine our own ores, operate our own blast furnaces, open hearth mills, rod and wire mills, 
etc. In short, we control every step in the manufacture, and therefore can regulate the quality from 
the beginning to the end. Nothing but the best is allowed to pass. Ask your jobber for prices. 
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BRAND . 


Trellises and 
Trellis Arch 





Sold Through Hardware Dealers 


Year by year we have been telling prop- 
erty owners the advantages of Excelsior 
Rust Proof Wire Trellises, Arches, Flower 
Bed Guards, Tree Guards and Fences. We 
have shown them that they are the only 
fences made entirely of large smooth wires 
unweakened by bends, wraps or twists, with 
the wires held tight at every joint by our 
patent steel clamp, and that the fabrics are 
rust proof because galvanized after making. 


All these facts have been spread broadcast 
by our national advertising campaign. 


This spring the Excelsior Rust Proof 
Fencing will sell better than ever before. In 
all our advertising to the property owner we 
advise him to ask his hardware dealer for 
the Excelsior Brand. Supposing the people 
in your town ask you? Can you serve them? 
If you haven’t stocked up already write your 
jobber. In case he cannot supply you, write 
us his name and your requirements. 


Wright Wire Company 


Worcester 


Boston 
Chicago 


New York 


Mass. 


Philadelphia 
San Francisco 
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ASTEFUL and dignified in design, 

extremely practical in construction, hav- 
ing re-pressed beads and die-cut nail holes 
which make erection simple and inexpensive, 
Corco Metal Ceilings have been the choice of 
many hardware merchants and justly so, as 
you can learn by your own experience. Write 
for portfolio of designs. ge 


CORCo 
“EILING? 








“ITEIOCKS 
Metal Shingles 


Applied to the Best 
Advantage to Any Style of Roof 





The different designs of our metal shin- 
gles are adapted to the various styles of 
building construction. 


In the combination of appearance and 
durability, lightning and fireproof qual- 
ities, metal shingles are superior to wood, 
asphalt or other composition shingles. 


"“TITElOeKs Metal Shingles will not, like 
slate, crack, chip or crumble in frost and 


fire. 


Made from all grades 8 to 40 lb. Coated Copper 
Bearing and Charcoal Terne Plates, painted. Terne 
Plate galvanized after formed. Tight Coated Galvan- 
ized Sheets. 14 and 16 oz. Cold Rolled Copper. 


Group of Style B Shingles, Showing Method of Laying. | SAMPLES ON REQUEST. 


MILWAUKEE CORRUGATING COMPANY 


Branch at Kansas City, Mo. MILWAUKEE, WIS. 
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PROVIDENCE, R. I. 
Western Depot: 69 East Lake Street, Chicago, Illinois. 








SCREWS 2 
WOOD SCREWS STOVE BOLTS 
TIRE BOLTS : RIVETS BURRS 
Largest Stock and Greatest Assortment 
American Screw Co. 
Bite 
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Weare manufacturers— 
that is our business. Quality 
is our aim. Wecarry in stock 
a full line Iron, Brass and Bronze 
Screws. Try our make. Be convinced 
that Bridgeport Screws are the best. 


Write for price lists and discounts. 


NN. 


Bridgeport Screw | Company 
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ACK of every Bishop’s ‘““Greyhound” Bishop’s 


Saw is over 20 years of specialized 
experience in High-Grade Saw making. 66 9 
IN every saw that bears the ““Greyhound”’ G h d 
trade-mark is the toughest kind of pure, rey oul 
evenly tempered, refined steel. 


OUT of every Bishop’s ‘““Greyhound”’ Saw 
your customer is sure to get absolute satisfac- 
tion. The hang of the blade will please him, 
as well as the rapid, easy-cutting quality. 


AFTER 30 days’ trial if any customer says 
the ““Greyhound”’ Saw fails to cut faster and 
easier than any saw he ever used—refund his 
money. We'll do the same by you. 


Made in both Straight and Skew back. 













LIST PRICES 
Length Dozen 
et hééen sens taeda $28.00 
a 6s tends aban 30.00 
ee ese ae we ee how ae 32.00 
ere 34.00 
Ne Sab eee era 36.00 
nt: a ie baa oh 4 eS 40.00 
PP Detvhee nk nw as 44.00 


Packed one in a box. Send for New Cata- 
log and Trade-prices. 


Geo. H. Bishop & Co. 


Lawrenceburg, Ind. 




















Simpson Quick Acting Vise 


Here’s a vise possessing all the strength of the old-fash- 
ioned vise combined with a quick adjusting feature that in- 
sures speedy work wherever the vise is used. . 

To set this vise the front jaw is lifted, slid to approximate 
adjustment, then dropped back in place and gripped tight by 
a single turn of the screw. It’s very simple, speedy and 
strong. There is no intricate mechanism involved. | 

“Simpson” Vises are made of the best vise steel, with check 
or smooth faced tempered jaws. They are dependable in 
every respect—fully guaranteed against defects and breakage 
under ordinary use and conditions. : 

Our Catalog No. 31 will aid you in selecting a suitable 
stock. 


Athol Machine Co., Athol, Mass. 











“YANKEE” VISE No. 1993 
with Detachable SWIVEL BASE 
Quickly detached from swivel base by the turn of a set screw, and nolan 


accurately machined all over can be used in any position as a jig for 
work on drill press, shaper, etc. 
Holds work rigid on any 
angle with use of the 
special grooved block. 








The swivel base is easily and firmly locked and released in any position 
by a short movement of lever at the side. 

An entirely new feature in vises, quickly appreciated by Tool Makers, 
Machinists, Electricians, Amateurs, and all users of high grade labor-saving 
tools. Your jobber will supply you. 


NORTH BROS. MFG. CO., PHILADELPHIA, PA. 
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Stanley Adjustable Try and Mitre Square No. 21 


One of the handiest tools in a Carpenter’s Kit. Especially useful for doing 
short work about windows, doors, etc., or in putting on butts or locks. 

The Blade is adjustable, and as it can be reversed, provides any size of try or 
mitre squaré within the capacity of the tool. In reversing, it is not necessary to 
remove the blade from the some, consequently the tool is always assembled 
and ready for use. 


The locking device is such as to insure the blade being firmly and accurately secured 
at any point desired. The edges of the Blade are machined, graduated in 8ths, 16ths and 
32nds of inches, and the tool is square inside and out. 


It is also an excellent depth and marking gauge. 
Both Handle and Blade are nickel plated. Made in three sizes—6—9Q—1I2-inch blades. 


The low cost of these Squares will surprise you and prove very attractive to your 
customers. 


STANLEY RuLeE & LEVEL Ca. 
New Britain, Conn. U.S.A. 










































TH E strongest adjustable Little Cient 
tap wrench on earth.” 


To adjust, turn one handle. Adjustable Tap 
Wrench 


Made of drop forged steel with jaws of hardened 
tool steel. Its strength, rigidity, simplicity of design 
and rich mottle finish have made it a favorite. 





Dealers have found that it pays to carry a well- 
established line. Quality goods bring repeat orders. 
Write for full particulars about the famous Little 
Giant Line of taps, dies and reamers. 


Greenfield Tap and Die Corporation 


Wells Brothers Company Division 
Wiley & Russell Mfg. Company Division 
A. J. Smart Mfg. Company Division 


GREENFIELD, MASS, 
New York, 28 Warren St. Chicago, 18 So. Clinton St. Philadelphia, 
38 on, 149 een 


No. 6th St. Detroit, 55, 57, 59 Wayne St. Londo 
Victoria St. In Canada, Wells Brothers Company of Canada, Limited. ° 
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Have You Seen This ‘‘Real Solid’ 


New Oval Casserol? 


It is making a decided hit with the frame, 10x5'%4 inches. Capacity 
trade this summer. Something new 3 pints. Stamped seamless, will last 


in design, but the same old “Real a lifetime. 
Solid” quality Aluminum—99.93 7% Write today for trade prices. De- 
pure from bottom to cover. lays are costly. We promise you an 


A beautiful dish. Has nickel plated = attractive, worth-while profit. 


The Buckeye Aluminum Co. Wooster, Ohio 














a ee tw aia 































nn SN A III me a 


bhi diaghemn serigeraes Lee es ores 


ean rey oO a - - 
tate nil ay ata ht Cal amil _—- ccamamerhanacats 
Pa bree ead m5 = ealb ARV ERE ob 1a eal a te A Ca ae Ae Red bs? Hie ige 2x 


















































22 HARDWARE AGE June 15, 1916 
This is the Barrow and Shovel Consider the low price at which 
Set that is going to make sales this set can be retailed, with a good 
history. profit added, and you will see the 
Scout Wheelbarrow and Shovel 
$3.75 Per doz. Packed 1 doz. reason. ; 
Now is the time to 
order, now before the 
LENGTH 2% FEET 
aS ees season is too far ad- 
SHIPPING WEIGHT PER DOZ 6 LBS 
_<e vanced. 
Se eas Mail us your order to-day. 
LENGTH 30% INCHES 
oe 
BOX 14x13 - The Geo. H. 
SHIPPING WEIGHT PER DOZ 28 LBS. 
Bowman Co. 
Attractively finished body, enameled bright red, wheel and foot blue : 
Cleveland Ohio 
Wri Sets Straight i 4 e 
gg toe ste mom The Oscillator 
= Vacuum Washer 
A Demonstration 
: Means a Sale 
. : ee \ Se ge paar preg, : " € No woman wh oO dr eads wash- 
- — day as a day of drudgery can 
b listen to an explanation of 
. | | —— : ; the workings of the 
‘ : — without buying one. 
- = One sold creates the strongest 
eS kind of mouthto mouth adver- 
t = tising because it gives its users 
‘ 100% satisfaction. 
We make Hand, Electric and En- 
gine Power Washers complete 
with 3 Tub folding bench. Sold 
: _/satety on 30 days’ trial and positively 
“ F y» Wringer guaranteed. 
C —— on 
eee % Write for prices and our exclusive 
“Ask the woman who uses one”’ agency proposition. 
KIEL MANUFACTURING COMPANY, Albert Lea, Minn. 

















June 15, 1916 





HARDWARE AGE 












BUTCHER TRAYS 


Enameled in White and White 


No. 15—154g x 105 x %” 

“ 17—174% x 114, x 4” 

“ 19-19 x12%x %*%” 

“ 25—25% x 19% x 1%” 

*“* 250—Same size as +25, with Cor- 
rugated Bottom. 


Note the new #25 and +250 sizes, which have heretofore been largely 











NEW YORK 





furnished by the Importers. 


THE VOLLRATH CoO. 


Sheboygan, Wis. 


CHICAGO 








Display One in 





your window 


Voss Bros. Mfg. Co. 


Davenport, 





lowa 





Show these critical women customers of 
yours what the Voss Platform Washer looks 
like. Invite them into your store and make 
them see the conveniences and exclusive fea- 
tures this Washer offers. They will be quick 
to see and appreciate what it will do. 


By our system the washing travels straight 
from one end of the machine to the other 
and the wringer goes with it, or from wash tub 
to clothes basket without a lost motion or an 
extra step. 


Please remember that every machine is 
guaranteed against defective workmanship 
and material. If you want prices and infor- 
mation ask for them—but do it today. . 
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**He is the rich man who can avail him- 
self of other men’s faculties. He is 
the richest man who knows how to 
draw a benefit from the labors of the 


greatest number of 


Waldo Emerson. 








men.’’—Ralph 


Sell LUDLOW- 
SAYLOR Fly Traps 


Avail yourself of — 
(1) Our advertising. 


(2) The free publicity which Fly Traps receive 
from the campaigns waged by the Health Depart- 
ments and newspapers for the extermination of 


the fly. 
The Health Commissioner in YOUR TOWN is 


working to clean out the flies, co-operating with the 
newspapers. 





We have furnished him with all kinds of campaign literature 
to make his work light, and to be sure that it gets results. 


Call up your local Health Commissioner on the ‘phone. 
Find out what he intends to do. Then display and advertise 
Fly Traps in connection with his campaign. 


His work will move your stock. His campaign will adver- 


tise LUDLOW-SAYLOR “PERFECT” FLY TRAPS. 
If your Jobber cannot furnish LUDLOW-SAYLOR “Perfect” 


Traps, order direct from us—but be sure to get the 
“Perfect” Trap. 


The Ludlow-Saylor Wire Co. 


St. Louis, Mo. 


Branch Offices: 20 E. Jackson Blvd., Chicago; Mills Bldg., Ei Paso, Tex. 
Felt Bidg., Salt Lake City, Utah 

















Large Capacity 


UNLOADERS 


—Wood, Steel or 
Cable Track— 
for Forks or Slings 


FORKS 
SLINGS 
HOOKS 
TRACKS 
PULLEYS 
BRACKETS 
FIXTURES 


HAY RACK 
BRACKETS 


GATE 
HANGERS 


SHOW 








SAFETY 


The familiar Myers “‘Mark of Satis- 
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“| “STAYON” 


and 


TUBULAR 
DOOR 
HANGERS 








SIGN 


faction” is all the guarantee you need and 


—your customers buy it and you abide 


by it. 


It hastens the sale and clinches it for 
good —eliminates complaints and 
absolutely and perma- 


comebacks 
nently. 


There's 100% satisfaction in every 
Myers product. But you can’t see it 
or ‘feel’ it until you sell the goods. 

Why not write—to-day—for the 
Myers proposition? Do that. 


This is Hay Making and Building 


TRACKS 


with Patented 
Adjustable and 
Stayon Features 
and Steel Roller 
Bearings 


for Doors on 





Time—but not too late to supply your 
trade with Myers Hay Tools and Door 
Hangers if you write at once. 


F. E. MYERS & BRO., Ashland, 0. 
Ashland Pump and Hay Tool Works 














LOOK ° 
for the Name MYERS on Pumps 
for Every Purpose 





Barns, Sheds, Garages, 
Factories, Warehouses 
and other 
Similar Buildings 


STORE 
LADDERS 
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“VICTOR” 


Coat and Hat Hooks 


ARE GOOD HOOKS 


T if jo 


eet, m 








Try the “Victor."’ Packed one dozen in 
a box. Your sales will increase. 
Bright Wire Goods. 

Brass Screw and Cup Hooks. 
Hicks Belt Hooks. 


E. Jenckes Manufacturing Co 
WORCESTER, MASSACHUSETTS 


SELLING AGENTS: 


JOHN H. GRAHAM & CO. 
113 Chambers Street New York City 





Special 


We make special Steel Gem Casters for hard- 
wood floors, with feltoid, leather, vulcanized fibre 
wheels, etc. 

T hey are all built of steel. In strength, quality 
— workmanship equal to highest Schenck stand- 
ar 

Smallest caster carries 1,000 pounds on smooth 
floor, which it will not scratch. 

Write for our colored catalog. 


M. B. SCHENCK CO. 


MERIDEN, CONN. 














BRIGHT WIRE AND 
BRASS WIRE GOODS 


SCREW EYES 
SCREW HOOKS 
GATE HOOKS AND EYES 














+s GROSS, 2s INCH. 











No. 40 
Bright Wire 


GATE HOOKS AND EYES 


MADE IN U. S. A. 





MORGAN SPRING COMPANY, 


WORCESTER, MASS. 








A COMPLETE LINE, 
PROMPT SHIPMENTS. 
WRITE FOR PRICES. 














Hammer 
Clamps and Oilers 


















The Hammer Screw 
Clamp built like an 
I-beam, solid, quick- 
adjusting. The Ham- 
mer Iron Oiler — ex- 
tra strong, big mouth, 
reinforced spring 
bottom. 


We also make Mal- 
leable Iron Adjust- 
able Clamps, Engine 
Torches, Hand and 
Hanging Lamps, and 
Malleable Iron Cast- 
ings. Get prices. 


HAMMER & CO. 


Branford, 
Conn., 
U. S. A. 
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Tips For Hardwood And Marble Floors 


Stetson’s Combination Cushion Chair Tips are made from 





Elastic Tip Co. 


selected sole leather re-inforced with metal bushing. The chair 
is able to move about freely without noise or scratching the floor. 
The felt washer acts as a cushion. This line is only one of our 
big sellers. Write for catalog. 


370 Atlantic Ave., Boston, Mass. 











Size of cut 1 Inch to 4 


Parker’s 


National Side Mill 


An easily attached, out of the way, 
Coftee Mill. Made with detachable 
receptacle for the ground coffee 
and a conveniently adjusted thumb 
screw in front. 


All iron construction—very dur- 
able. A quick, steady selling Mill 
the whole year ’round. 


Send for Parker’s Special Cata- 
log of Coffee, Drug and Spice Mills. 


The Chas. Parker Company 
New York Salesrooms Factories 
Meriden, Conn. 


32 Warren St. 


SAND PAPER 


IN REAMS AND ROLLS 
















FLINT PAPER 
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Getting the 
Right Line 


HERE are a num- 
ber of salesmen 
who wish to carry 

a side line—but what 
line, that is the all- 
important question. A 
small advertisement in 
the Opportunity Ex- 
change Department 
paves the way to get in 
touch with many firms 
who require such men. 
The cost is small com- 
pared with results. 





50 words, $1.00 
That’s all. 


Opportunity Exchange 
HARDWARE AGE 

















GARNET PAPER AND EMERY PAPER 





EMERY CLOTH 
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Everything Wears Out— 


Guarantee Wringers 
Outwear Everything 


Lovell Manufacturing Co. 
ERIE, PA., U. S. A. 


THE LARGEST MANUFACTURERS OF CLOTHES WRINGERS IN THE WORLD 
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ATLAS 
10-Cent Fly Swatter 


“Swat the Fly’ crusades are spreading. The 
coming season will see the greatest demand for Fly 
Swatters ever known. Be prepared. Stock Atlas 
Fly Swatters. We make two 
styles—one to retail for 5 cts., 
the other for 10 cts. Both are 
made of the best wire cloth 
with a copper finished handle. 





The_ 10-ct. Swatter shown 
has an extra long handle— 
10 ins. It is very neatly and 
securely bound with soft green 
felt—cannot mar the finest fur- 
niture. Especially adapted for 
parlor or drawing room use. 
We have made it extra strong 
and flexible—will outlast any 
now on the market. 


“R. Murphy” 
Shoe Knives 


Ask any shoe-cutter or cobbler in your 
town if he knows the “R. Murphy” 
Knives. If he isn’t using them already 
the chances are that he knows them but 
doesn’t know where he can buy them. 
Why not supply them? 

‘R. Murphy” Knives made from the 
best tool steel are hardened and tempered 
so they are exactly suited for their work. 
All our knives are guaranteed. Complete 
details 1n our catalog. 


Robert Murphy’s Sons Co. 


Ayer, Established 1850 Mass. 





The 5-ct. Swatter, the best 
ever made to sell at a Nickel, 
has a triangular fold permit- 
ting insertion of your ad if 
desired—a clever idea. 


Now is the time to place 
stock orders. We'll gladly 
quote Prices and Terms. 


Atlas Mfg. Co. 


‘| New Haven, Conn. 
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A Sale Every Few Minutes 


This selling record is possible if Dealers will point out the 
many good features and a few sane reasons WHY their cus- 
tomers should use an 


EAGLE MOP WRINGER 


and Bucket Combined, for washing and mopping their Goors. 

With its use, mopping is “oo in a healthy standing sition. 
Does away with wr nging a dirty, filthy mop by Hot 
Soapy Lye water can be used, — hands never come in contact 
with the water. Floors quickly made immaculate with very 
little effort. 

Show your customers an EAGLE MOP WRINGER—explain 
to them what a labor-saving device it is—its Sanitary features, 
and a Sale IS POSSIBLE every few minutes. The Pail is 
wy Bie ay ot p groe ee — never a: a 

ndor ousatds of users an e same num 
Made in three sizes, 10, 14and 22Qts. Dealers. . , 


The Eagle Woodenware Mfg. Co., “Snic”’ 


SOLE MANUFACTURERS 
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A “Wonder” 
In Name and Value 


The “Wonder” Steel Tape retails at 
a low price with a liberal profit to 
the dealer. It is a quick seller anda 
“self - advertiser.” Steel case, with 
black leathery finish—% inch simpli- 
fied-reading ribbon — direct acting 
push button. In lengths 25, 50, 75 
and 100 feet. Guaranteed accurate. 


Send for Circular ‘‘H-1’’ 


Eugene Dietzgen Co. 


Manufacturers 
Measuring Tapes Surveying Instruments 
Drawing Materials 


Chicago New York San Francisco New Orleans 
Toronto Pittsburgh Philadelphia 































—the pass-word that lets 
you in on a lot of quick- 
sale business that will 
keep on rolling your 
way, once it’s started. 


Fernald Quick-Shifts are rest- 
less on a shelf. They hustle off— 
over your counter——to show buggy 
owners how shafts and pole can 

be interchanged instantly with- 
out tools, and how shaft rattle 
is cured. Get these quick-mov- 
ing Quick-Shifts on your shelves! 


Fernald Manufacturing Co., 








Cary s Universal 
Box Strapping 


es In Many Widths and Gauges 
Always Carried in Stock for Prompt Shipment 


The only strapping on 
the market guaran- 
teed to run true to 
width and gauge. It 
is made from an extra 
soft annealed steel of 
great tensile strength, 
and nails can be 
driven thro’ it with 
greatest ease. Each 
reel contains 300 feet 
equipped with patent 
metal reel frame; 20 
reels packed in a case. 





We also manufacture Flat and Twisted Wire 
Box Straps, Box Corner Fasteners, Clasps, 
Seals, Corrugated Joint Fasteners, Hinges and 
Hasps, and Cary’s EVERLASTING FLEX- 
IBLE STEEL MATS. 


SEND FOR PRICES AND LITERATURE 


CARY MANUFACTURING CO. 


Manhattan Bridge Plaza BROOKLYN, N. Y. 








ELWELTRA 


Trace Chains 


They Sell on Quality 


That’s why they’re the largest 


selling trace chains in the world 
SOLD BY YOUR JOBBER 


Made by 


STANDARD CHAIN COMPANY 


. PITTSBURGH, PA. 
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Nationalizing the 
Sandpaper Demand 


It wasn’t an easy task. 

We had to teach people to consider sandpaper 
in a class with any trade marked, widely-adver- 
tised commodity. And this educational work 
has cost us lots of time and money. 

Sandpaper always used to be a buy-as-you- 
need-it-never-mind-what-kind sort of proposi- 
tion. 

But not now. Today every consistent user 
of sandpaper knows that he can get the same 
standard sandpaper quality whenever and 
wherever he buys it. 


He asks for U. S. SANDPAPER. 


United States Sandpaper Co. 


Williamsport, Pa. 

















HELLER’S 


PIVOT DOOR 


CABINETS 





LAY ALWAYS IN . 





pIsP 


SEND FOR CATALOG No. 24 


showing the largest assortment of 
Hardware, Shelving, Fixtures, etc., in 


the United States. 
W. C. HELLER & CO. 


MONTPELIER - - - OHIO 














The Pigeon Holes 
of My Mind 


A neat little co / Pi Memo 
Book that tucks away in ty vest 
pocket, and carries all the small 
details that I might otherwise 
forget. It’s so compact 
that I never know it’s 
there till I need it; so 
handsome I’m proud to 
take it out in any com- 
pany, and so altogether useful 
that I wouldn’t be without it. 

I can take out full sheets and 
put in fresh ones in a second 
so I’m not carrying around a 
lot of dead matter, and the 
little index makes it simple to 
locate the item I want. 

I have another one a bit 
larger that slips into my coat- 
pocket; in fact, you can get — almost any size you want; 
and if you are sure they’re —— you can count on 
their lasting for years. 

Down at the office we use Ledgers, Post Bind- 
ers, Price Books and a host of other loose leaf devices, as 
well as stock forms designed for nearly every business need. 







36 ]-Piza Books and Forms 





All first class stationers sell i 
Send for Catalog 722 
Irving-Pitt Manufacturing Company 


Largest Loose Leaf Manufacturers in the World 


Kansas City, Missouri 4 
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Rubber - Wheeled 
Casters, Good Stock 


Clark’s Rubber Wheeled Casters come in 
types galore for every caster purpose. 
Swivel Stem Casters for use on plat- 
form trucks, boxes, baskets, etc. Made 
in two weights. 
Stationary Plate Casters for mounting 
trucks and factory baskets. 
Anti-Friction Swivel Socket Casters 
for use on table legs. Provided with 
hardened Steel balls; extra heavily con- 
structed; round or square sockets. 
Write for catalog ACr12, illustrating 
and describing complete line. 


The Geo. P. Clark Company 
Windsor Locks Conn. 
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Berger’s “‘Clasetk’’ Steel Ceilings in Haberdashery. 


Reasons Why You Should Sell 
BLRGLER'S, “d 





Beauty—Hundreds of beautiful designs—each giving an at- 
tractive, decorative, embossed finish. 
iat are fire-retardant and cannot crack, chip or fall 


own. 
Adaptability—They are suitable for any interior—store, 
home, church, theatre, garage, office, etc. 

Ease of Application—They are quickly and easily erected, 
due to our improved bead and button construction, which elimi- 
nates tamping and calking. This saves you 25% to 40% on 
every job. 
Perfect Construction—They are reproductions of _ skil- 
fully clay-moulded originals, stamped on special machines. 
Each unit is rigidly inspected and guaranteed against defects. 
Reasonable in Cost—Their first cost, which is moderate, 
is the only one as they last as long as the building itself. 
Profitable—Each installation means a good proat for you, 
and at the same time is a perpetual recommendation for future 
business and profits. 


With these good points in mind, write 
for detaile and Catalog D. H. A. 
THE BERGER MFG. CO., 


Branches :—Boston New York 
St. Louis Minneapolis 


Canton, Ohio 


Philadelphia Chicago 
San Francisco 


Export Dept.:—Berger Bldg., New York City, U. 8S. A. 
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“ALBA” “STAR” 


Defy Competition 
ON SASH CORD 


Our prices enable you to 
do so and each sale 
makes such a favorable 
impression on the pur- 
chaser that our Sash 
Cords are trade winners 
of the highest order. 

Our “ALBA” and 
“STAR” brands of sash 
cord are not cheaply 
made—they are -eally 
“better than need be.” 
The exceptionally low 
prices at which they sell 
is the result of years of 
manufacturing experi- 
ence and careful shop 
economy. Get interested 
NOW and write for 
prices. 3 











ESTES MILLS 


FALL RIVER 
MASS. 
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Prepared 





























Our stock of “Perfect” screening 














has not been limited by short- 














age of raw materials. 




















It has not been reduced by foreign 














shipments. 




















Our output has not been curtailed 














by a limited or discontented 














labor supply. 























We are prepared— 











prepared to supply our regular 








trade as usual. 

















prepared to handle any require- 











ments promptly. 

















prepared, as always, to supply 











the best possible goods and 











service—whether on _  cut-piece 

















orders or in car load lots—on 





the first order or on contract 




















specifications. 






































Ludlow-Saylor Wire Co. 
MO. 


ST. LOUIS - ~ 




















BRANCH OFFICES: 











20 East Jackson Blvd., Chicago 




















Mills Bldg., El Paso, Texas 











Felt Bidg., Salt Lake City, Utah 
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sell better because they are buzlt 
better—for the better class trade. 


Write for Catalog No. 18 
Sturges & Burn Mfg. Co. 


Established 1865 Chicago, Ill. 
New York Office: 
1650 Hudson Terminal: Bidg: 
50 Church Street 
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American Brand 
QUALITY SERVICE 


Screen Wire Cloth 





Better 


Lasts Longer— Looks 
also 
Copper, Bronze, 
Galvanoid Enameled, Painted, 
Bright Galvanized 


All Meshes and Widths 


American Wire Fabrics Co. 
Chicago, III. 


FACTORIES: 


Clinton, lowa Mt. Wolf, Pa. Niles, Mich. 





















Pumps and 
Water 
Systems 







Are fully described in our new 360-page Pump Catalogue No. 25, 
which contains descriptive details of more than a thousand styles 
and sizesof Deming pumps, cylinders, and complete water systems. 
Every dealer will find our magnificent new Catalogue valuable as a 
reference book and a business getter. Send to-day for your copy. 


THE DEMING COMPANY, SALEM, OHIO 


Hand and Power Pumps for all uses. 
General Agencies 
Chicago: Henion & Hubbell Pittsburgh: Harris Pump & Supply Co. 
Buffalo: Root, Neal & Co. 
New York: Ralph B. Carter Co. 
Agencies in all Principal Cities 





Cut of System No. 2012 




































Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a bet- 
ter line. More sales mean 
bigger profits—you give 
more and get more when 








Made a little different— 
a little better than others, 
cost no more, sell easier and 
oftener. Our catalog shows 
a long line of profit makers 
—pumps of special design 
construction and _  adapta- 
bility. 








[HAYES PUMP & PLANTER CO. 


GALVA , ILL. 
































A hardware firm in your city to sell 
a new style fireplace damper 


_ Some dealers sell as many as 150 dome dampers 
in a season. That means an equal number of clean- 
out doors, ash-trap-doors, etc. It runs into volume, 
the profit is good and it is a nice, clean-cut business. 


GET READY FOR THE SPRING DEMAND 
by sending for our Catalog No. 1550. 


showing dome dampers, ash-trap doors, clean-out 
doors, cast chimney thimbles, also andirons, fire 





baskets, fire sets, fire screens, etc. Ws 
¢ * 
WE ALSO MAKE Ys 
Waffle Irons Gasoline Engines f °° 
Sink Brackets House Numbers a_i 
Saw Vises Watches oe” < of 
Harness Hooks Chest Handles - ae 4 
Wind Millis Foot Scrapers ” GP, Ege 
Ensilage Cutters Feed Milis oF S . 
i, Se, et 
> 2 2 
er ah o 
Stover Mfg.Co. 2° * 
710 East Street i a ee . 


FREEPORT, ILL. 7% 
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K & E Metallic and Linen Tapes 


are now provided with a feature that greatly simplifies the removal 

of worn tapes and the insertion of refills into the tape cases. i 

new method appeals especially to dealers because our m 

refills (with the special new loop, as illustrated) fit both our new 

= and our old-style cases, which are not fitted with the new 
ongue. 


For full particulars, write for circular H 1348 
KEUFFEL & ESSER CO. 


NEW YORK, 127 Fulton Street Genera) Office and Factories, HOBOKEN, &. J 


CHICAGO ST. LOUIS SAN FRANCISCO MONTREAL 
516-20 S. Dearborn St. 813 Locust St. 48-50 Second St. 5 Netre Dame St. W. 


DRAWING MATERIALS, MATHEMATICAL AND SURVEYING INSTRUMENTS, MEASURING TAPES 





























ONLY 


DOUBLE ACTING 
SPRING BUTT HINGES 


have the weight-sup- 
porting bearings cor- 
rectly located to 
liberate the action of 
the springs, reducing 
breakage and increas- 
ing spring power, 
preventing unequal 
wear of the barrels, 
and giving practically 
unlimited durability. 





Bommer Floor Surface Spring Hinge 
Has Release and Holdback Features and 


Ball Bearing and Alignment Device 


Suitable for either double-acting or single-acting doors 


The most durable hinge of its type; holds the door 
open when swung to 90 degrees. The spring-action 
f can be entirely released so door will swing free, 
without spring-action, by inserting a wire nail 
(when the door is open) into a hole provided in 
peerererrmmrmnnrnnnnnne—wwmmmm the side plates. 
spring-action can be 
restored by withdraw- 


ing the nail. 





No.18 Type 


BOMMER BROTHERS, Mfrs., Brooklyn, N.Y. 


KwickKrerkK \) 
Iai ai) / A 
Grass Hook > n a; 
Assortment ut 
— pea “. ») 
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“By-Gum-Agram” <2 . 









FREE with ¢—> 
each box, SH } 
who can sell 

as many / 
GRASS 
HOOKS as 
five slow 
clerks can. 


Beat the 
_PRICEMAKER 
by ordering now 


your . 
Little Giant <a \\ 
Grass Hooks, ) . 
Brooks’ Corn 

Hooks and 


Earle’s Corn 
Knives for 
present need. 


HORATIO S. EARLE 
Sales Manager 


te | | NORTH WAYNE TOOL CO. 
HALLOWELL, MAINE 


Sales Office: 1408-9 Ford Building 
DETROIT, MICH. 











Established 1863 
PITTSBURGH, PA. 


Wagon Hardware 
— Nuts — Rivets — Bolts 
— Washers — Crowbars — Wedges — 


Forgings — Picks — Mattocks and Grub Hoes 
—Telephone and Telegraph Pole Line Hardware 
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CAC 


SPRING HINGES 
DISTINCTION 


The Chicago “Relax” Spring Hinge has distinctive features which impress 
your customers and create the demand. 


The spring action release allows the door to be placed open at any desired 
position and automatically re-engages when the door is closed. 


Chicago Spring Butt Company, Koon 
CHICAGO NEW YORK @® 


Send fers Catalogue H-32 





























McKINNEY 


Anti-Friction 


BUTTS 


Adding to the 
charm and beauty 
of the doors they 
swing, these butts 
can be depended 
upon to render a 
life-time of satis- 
factory service. 
The leading archi- 
tects of the coun- 
try specify McKin- 





No. 300 No. 100-B 


Order While the 
Prices Are Low 





: No. 2742 ney Anti-Friction 
There's no telling what Katz Screen Door Butts for use in all kinds of buildings. 
Hinges may sell for next year. Prices are , The ~~ metal te es oye 
: . . riction and eliminate creaking and bind- 
liable to spring up to the clouds without ing. Equipped with patented Non-Rising 
warning. Pins. These butts are made of the best 
grade wrought steel in any finish desired. 
Today’s the day to act! Order your stock to-day. 

Lawson Mfg. Company | way McKinney Mfg. Co. 

CHICAGO ILLINOIS — Pittsburgh 

















INSIST and DEMAND— 
Get Strips “ALLEN” Tanned 


ee —— = nm nm ss f@npBgepBneems = = = =alUmelmUmUMelCUM ell MA gl . 
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IT GUARANTEES THE QUALITY 
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THREE SIZES 





“ENTERPRISE” 


Food Choppers 
Are Money Makers 






Chops 2% Ibs. of meat 
per — Weight, 


ne. aos 
With the “En- 
7 terprise’” Line you 
Obops 3 Ibs. of meat can_ successfully 


per minute. Weight, : 
—_ meet all competi- 


tion, please your customers and make a 
good profit for yourself. It’s the Line 
that keeps moving — quick turnover 
stock means better business for you. 
Notice the wide utility of the 


Four Knives 


(1) For Chopping . 


(3) For Goepping 
Hash, Hog’s Head 
Cheese, Chicken 
and Lobster for 
Salads, Tripe, 
Vegetables of all 
kinds for Soups, 


Coarse etc. 





Bread and Crack 


Fine ers for Crumbs, ete. 


2) For Chopping 
crap Meat f 
Poultry, Scra 


or &(4) For making 
pple = Butter from Nuts 
Codfish, Corn for sy of an oily nature 
Fritters, etc. 





Nut Butter Cutter 


Medium 


These knives fit the face perfectly—foods are 
chopped with that shear or draw cut, not forced 
through in shreds and lumps. Your customers 
need “Enterprise” Food Choppers because of the 
many special features that save so much time and 
labor in the preparation of all kinds of foods. 


You need “Enterprise” Food Choppers in your 
store because you cam meet all competition and 
make a good profit. 


The Enterprise Mfg. Co. of Pa. 
Philadelphia, U. S. A. 





Chops 2 Ibs. of meat 
per minute. Weight, 
4 Ibs. 








Improved in Appearance 
and Instantly Identified 


The new orange markings on 
the sides of all-kegs of 


Dutch Boy 
White Lead 


besides improving the appearance 
of the kegs instantly identify our 
white lead for buyers and salesmen 
alike. These markings make it 
impossible to mistake some other 
package for a keg of our pure white 
lead—with generations of reputa- 
tion for purity and reliability be- 
hind it. 





As the favorite paint material for painters 
and property owners who are paint-wise, 
the greater display value of the keg with its 
new decorations is welcomed by dealers for 
the show windows and shelves. 


Let it help you to increase your business not 
only in white lead but in everything in the paint 
line. 


Manufacturers also of Dutch Boy Red 
Lead-in-Oil and Dutch Boy Linseed Oil. 


National Lead Company 
New York Boston Buffalo 
Cincinnati Cleveland St. Louis 


(John T. Lewis & Bros. Co., Philadelphia) 
(National Lead & Oil Co., Pittsburgh) 


Chicago 
San Francisco 
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A Real and 


Exclusive 
Irwin Advantage 


If you have ever tried to bore with a 
bit whose shank was out of center you 
know how the boring head has a tendency 
to wobble. 


This is impossible with the new Irwin 
shank. An _ exclusive manufacturing 
process does away with it. All four sides 
of the shank align themselves perfectly 
with the jaws of the brace chuck. 


Get two or three dozen new Irwin bits 
and examine them for variation. Lay 
the shanks with their sides touching each 
other, and you will see that they make 
an accurate circle. Try this with the 
shanks of any other make. of auger bit. 


This is only one of the exclusive Irwin 
feaures, but it is an example of the up- 
to-the-minute construction that has made 
the Irwin bit standard. For further 1n- 
formation write for new catalog No. 10. 





The Irwin Auger Bit Co. 
Wilmington, Ohio 
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B00 Rooms 800 Baths 
200 room addition building 
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One ee ees 


BUFFALO 


50 Rooms 450 Baths 


The Luxury of Quiet 


OTELS STATLER recog- 

nize that a tired man needs 
the luxury of quiet, and we’ve 
done a lot of “extra” things to 
provide it for him. 


Muiet locations, in the first 
place; heavily-carpeted hallways; 
double doors between connecting 
rooms; care and foresight in plac- 
ing—or hanging—machinery— 
those are some of the things. 

We do everything we know 
how to make you comfortable, 
and to give you a little more than 
your money’s worth. 


We furnish you a good bed, in a clean, 
light, well-ventilated, pleasant room; a 
luxurious bath and shave in your own pri- 
vate bath-room. You don’t have to ask for 
ice-water—a circulating system brings it to 
you; you don’t have to ask for stationery— 
it’s in your writing desk; you don’t have to 
ask for a morning paper—it’s left under 
your door before you wake (and there’s no 
charge). Such things as these are but the 
starting point of the complete, interested 
service you get at Hotels Statler—where 
“the guest is always right.”” And you get 
them whether you pay $1.50 or $6 for your 
room. 


You get more for your money 


—unquestionably—at a _ Hotel 


Statler. Ask anyone who has 
ever stopped with us. 


HOTE Ls 
STAT LE 


BUFFALO ~- CLEVELAND - DETROIT 
Rates from $12° Per Day 
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A Big Summer Item! 


Let the other fellow holler “slow season”’ this 
summer. There won’t be any slow season for you 
if you handle 


Handy Ice Picks 


Every housewife is looking for this newer and better way of 
splitting big chunks of ice into smaller chunks without waste 
and annoyance. 


Show your customer how simply and easily the Handy Ice 
Pick works, how the sliding sleeve can be held in one hand 
while the head is jammed down with the other. 


Every demonstration means a sale. 


JOHN CHATILLON & SONS 


(Scale Makers Since 1835) 
85-93 Cliff St., New. York City 


Sole Distributors of Foster Bros. & Chatillon 
Co. Products 


This is the attractive 
display box that will make 
people stop, look and buy, 
included with every four 


dozen picks. 


Don’t overlook this 
seasonable sales oppor- 
tunity. Write today for 


prices and our proposi- 
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A Most Remark- 
able Outfit 





























Since it was put on the market a year and a half ago, not 
one has been returned out of the thousands sold, and yet every 
one is sold on a “money-back-if-not-satisfied’”’ basis. . 


Can you Beat that Record? 


This Stewart Handy Worker comprises: 


A strong and powerful vise, up to 4% inches. Width of jaw, 4 inches. 
Cutting handle. Pipe vise takes up to 1% inch pipe. Drill press which 
may be operated at two speeds. Strong, sturdy anvil. Corundum 
grinding wheel, 5 inches x I inch. Three speeds; direct, 4 to 1 and 16 to I. 





Weighs, boxed, 90 pounds. $1 2-50 
Sells to User for only . 





Every Home is a Probable Customer 


Order from your Jobber or direct from us 


CHICAGO FLEXIBLE SHAFT COMPANY 


606 North La Salle Street, Chicago, II. 


New York: 16 and 18 Reade St. 
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(,OODEYEAR 
Bicycle Tires 


Guaranteed 
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Give Out These Bike Caps 


HE Goodyear Blue Streak Bicycle Tire Policy 
els does not stop at merely giving the dealer an 
unusual sales opportunity. 


It also places in his hands the most efficient 


methods of taking advantage of the opportunity 


offered by the Blue Streak guarantee, the Blue Streak 
price and the Blue Streak advertising. 


D One of the most. effective helps we offer dealers 
7 are the Bike Caps, as pictured on the youngsters in 


the opposite illustration. 
3 There is no reason why you cannot repeat the 





success other dealers have had in giving out these 


caps to the men and boys in their neighborhoods. 
_ 80,000 of these gay colored caps, with the dealer's 


J name on the front, are already spreading good will for 


_ these dealers indifferent cities and towns of the country. 


These caps we sell you at cost, a trifling expense. 
7 You give them out with purchases only. They go 
: everywhere and create favorable comment about you 


and your store. 


A postal from you places a sample cap with prices 
on your desk. Write for it today. 


E The Goodyear pty eee Company 
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. | "HE machinist places preat de- 


endence upon his instruments 
and tools. En3ineers and machinists 
everywhere have learned the 
dependability of 


Starrett Tools Fx 





REG. V.S. PAT. OFF. 


They are unvarying in accuracy and the 


workman who uses them adds to his 
efficiency. His skill aided by these 


instruments produces fine workmanship. 
Starrett Tools include 2100 styles and 


sizes—steel rules, tapes, squares, levels, 
calipers, dividers, micrometers, hack saws, 
and many others. A stock of Starrett 
Tools will attract the skilled mechanic to 
your store, not only for tools, but for 
other needs. Starrett Tools build pres- 
tize for every dealer. 


Write for Free CataloRB No.21A, Prices and Discounts 
We deal direct with retail hardware stores 


The L.S. Starrett Company 
“The World’s Greatest Tool Makers” 


Athol, Mass. 
BY INVITATION . London I York 
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O you realize that opportunity is knock- 

ing at every window in town? Here 

at last is an adjuster that fits storm sashes 
as well as window screens. 

It's a non-rattling, easy-sliding adjuster 
that never binds or slips—it locks the screen 
or sash securely in position. Made entirely 
of steel, japanned or sherardized, as you 
please. Packed a pair—one right and one 
left—in an envelope, printed with full direc 
tions for applying. 





Remember, there’s room for one or a pair 
in every window! And we'll help put them 
there! 


National Mfg: Company 


Sterling” Ilinois 
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Thoroughbred Hardware 


A Short Fishing Tackle Story with an Inspiration 
for Selling Action 


By THE ASSISTANT MANAGER 
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A rich background and a human interest foreground were prime factors in making this fishing tackle window a 
SUCCESS 


IGHT now is the time to sell fishing tackle. 
R This is the season when the fish are willing, 
and there never was a time when the Waltons, 

great and small, wouldn’t meet the fish half way. 
Some old chap with a ring of vault keys once 
said that the place to make money is where money 
is. Fits business perfectly, doesn’t it? It’s easier 
to pull a moving train than to start a standing line 
of freight cars. Takes less steam, less puffing, less 
work and friction; like biscuits business goes 
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smoother when it’s hot. 
reels, flies and leaders. 

A large number of us have a good big stock of 
fishing tackle on hand. This year we have bought 
it at prices considerably higher than those paid 
during the past five years. We had to keep our 
assortment up and to do so we have put more money 
into the line. Naturally we are more than ready 
to start those goods moving. 

Early fishing is more a matter of pinta than 


All this leads up to rods, 
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practice. To know where they are biting, and to 
be able to pass along reliable information these 
Saturdays will do more to swell tackle sales than 
any one thing I know. 

Being able to show results is a big business 
stimulator. I visited a Spokane, Wash., store last 
year about this time, and in the front entrance 
just on a line with the edge of the sidewalk was 
a home-made refrigerator. It was a pine box 14 in. 
wide, 12 in. deep and 8 ft. long. It was built on 
legs like a kangaroo. That is the front legs were 
considerably shorter than the hind pair. This con- 
struction tipped the box forward so that passers- 
by could see into the glass top of the box, where 
resting on a block of ice was a trout weighing about 
5 Ib. The firm offered a prize each week for the 
biggest fish brought to their exhibition box, and 
the boys in that store told me that the peek at the 
prize beauties in that box started a few fishing 
parties every week end. 

I know a chap who seems born to do business 
in high class tackle only. The store where he 
works carries three grades of trout flies. They 
sell for 50c., $1 and $2 a dozen. One-half this boy’s 
tackle sales are for the $2 flies. He uses them, 


talks them and sells them because he believes they 


are the one thing to use. He knows his subject thor- 
oughly, and has a reason to offer for his price, and 
he plays on those reasons so well that he doesn’t 
find it necessary to say much about the price. 

Any man who becomes an enthusiastic fishing 
tackle salesman becomes a display artist at the 
same time. Class tackle can be made to look cheap 
by the way it is displayed. Cheap tackle can be 
made to look pretty good by the same token. I know 
a chap who cut a couple of gross of flies from the 
cards on which they were attached because the card- 
board was cheap and the printing poor. He wrapped 
those flies up in a strip of dark blue velvet, and 
when he showed them to his customers he unrolled 
them tenderly and handled them with reverence. 
Result! Well it was quick sales at a fancy price. 
This man claims that it is just as easy to sell a $4 
rod as it is to dispose of a $2 one. 


New Officers for Remington 
Company 


At a meeting of the board of directors of the 
Remington Arms Union Metallic Cartridge 
Company, New York City, held June 6, the following 
officers were named: Chairman of the board, M. 
Hartley Dodge; president, S. F. Pryor; vice-presi- 
dents, C. L. Reierson, I. S. Betts, C. C. Tyler and 
George Bingham; treasurer, W. F. Lawrence; sec- 
retary, George Bingham; assistant treasurers, C. 
W. Many and W. H. Nolan; comptroller, Howard 


Berry. 


Coming Hardware Conven- 


tions 


CAROLINAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Chattanooga, Tenn., July 11, 12, 13, 14, 
1916. T. W. Dixon, secretary, Charlotte, N. C. 

TENNESSEE RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Memphis, Aug. 15, 16, 17, 1916. Harris 
J. Nelson, secretary-treasurer, Humboldt, Tenn. 

INDIANA RETAIL HARDWARE ASSOCIATION CON- 


VENTION AND EXHIBITION, Indianapolis, Jan. 30, 31, 
and Feb. 1, 1917. M. L. Corey, secretary, Argos, 
Ind. , : 
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A leader is a tiny little thing. Every time 4 
customer looks at one you can read his thoughts. 
Will it hold? Would it have stood the strain that 
let that big one get away on me last fall? The wise 
salesman quickly interprets these thoughts and adds 
just a word about a chain being as strong as its 
weakest link. The results are usually 25c. to $1 
leaders, where two for a quarter sales were in the 
mind. 

An Excellent Display 

The window display picture used in this story 
has been in my files for a year. The name of the 
store and of the man who made it were lost in the 
mails. Frankly I don’t know where it came from, 
but that doesn’t hurt its business-building power a 
bit. The trimmer uses a net in his background. 
Good work. Nets may not be used at all in your 
neighborhood, but one would add materially to your 
tackle display. I saw a net used for a back-ground 
in an Oregon store last year. The trimmer had 
fastened all sorts of tackle to this net, and the 
effect was great. The old black bass in the fore- 
ground is coming head on for a fly. It would start 
red blood moving in the coldest bank official in your 
town. The beautifully trimmed sample board at the 
top of this display is another good touch. That 
panel went on building business inside the store 
when this display was just a memory. 

That sign, “Our Hobby—Thoroughbred Hard- 
ware,” is a pippin. One of the best we’ve ever read. 
The man who made this display knows how to sell 
tackle. He has given us an inspiration that will 
result in prompt action on our part, and the display 
and newspaper copy which will run our stock out 
on the high tide will be under way next week. The 
chap who trimmed this window has the right idea, 
but he hasn’t a corner on good tackle selling sys- 
tems by a long shot. I know you have a few, and 
when your sale is on I want you to mail me a picture 
of your trim, and a story of the results. Good 
luck. Get busy.before the weeds grow long, and 
the crop of young bugs and other fish food enter 
active competition with the hooked imitations we 
have for sale. : 


NEBRASKA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Omaha, Feb. 6, 7, 8, 9, 
1917. Nathan Roberts, secretary, Lincoln, Neb. 


WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Milwaukee, Feb. 7, 8, 9, 
1917. P. J. Jacobs, secretary, Stevens Point, Wis. 


Say You! 


HE man who grabs his Jonah by the throat— 
Who throttles back the yow! that longs to spout— 


_Who shakes his head and grins, although it hurts— 


Who turns his big, black clouds all inside out— 
Who takes a breath and says, “I’m darned if I 
Give up just yet!” His middle name is Try! 


HE man who throws a bloomin’ monkey-wrench 
Into his balkin’ engine, when he’s mad— 
Who fails to sand his track, but skids—and skids— 
Who thinks the whole blamed world is bad and sad—. 
The man who knows hard luck is on his trail— 
Won’t win—because his middle name is Fail! 
So, take another slant, old man—Perhaps 
Things aren’t as gummed-up as they seem to be— 


TART something moving—glooms won’t help along— 
In front of “luck” just plant a letter “p.” 
And then, some day, you can look back on it 
And see your middle name was just plain “GRIT.” 


—Paragrafs. 

















Tin Plate and Rolling Mill Men Meet 


Manufacturers and Jobbers Gathered in Pittsburgh Discuss 


Means of Making Prosperity Permanent 


facturers and jobbers of tin plate and black 

and galvanized sheets conflict were discussed 
in Pittsburgh on Friday and Saturday, June 2 and 
3, with the frankness that leads to the desired end. 
It was the occasion of the annual meeting of the 
Metal Branch of the National Hardware Associa- 
tion, which Chairman W. H. Donlevy opened on 
June 2 in the William Penn Hotel. 

He expressed his gratification on seeing so many, 
and observed that Pittsburgh was the right place 
for the convention, as it enables manufacturers to 
meet their customers and to hold a reunion of their 
salesmen. He stated trade conditions warranted 
the conference, and the program would insure that 
every vital matter would have attention. He then 
introduced .A. J. Bihler, president of the National 
Hardware Association, who spoke in part as fol- 
lows: 

“Our association .recognizes the strength of this 
branch and has arranged this method of getting 
expression on matters in this field for its members. 
The midyear meeting of the directors will be held 
in Niagara Falls on June 5 and 6, and they will be 
glad to give consideration to any requ2st cr sugges- 
tion your branch may make. Pittsburgh is glad to 
greet you where many conventions are being held 
now that it has a suitable hotel. It is to be hoped 
that you are all making money this year, and it is 
suggested that you do not spend it all. The value 
of stock in hand was never greater, but it is said 
that all are not getting a price and profit on it 
equivalent to its increase value. Get the profit and 
keep some of it as a balance for strength for the 
change that is sure to come.” 


i og points where the interests of the ‘manu- 


Report of the Metal Committee 


The report of the metal committee was read by 
Chairman Donlevy, and was to the effect that the 
war had given an impetus to business, increased 
the cost of goods, prices had advanced, and yet all 
had not profited from these conditions. It was felt 
by some that after the war the country must be 
prepared to meet a let up in business and a com- 
petition from cheap foreign labor. There was crit- 
icism of jobbers whose prices had not followed the 
market, and there was no occasion for the fierce 
competition among jobbers for business at prices 
under those of the rolling mills and where price and 
delivery were considered rather than quality and 
service. More effort should be directed to building 
business by pointing out that sheet metal construc- 
tions were superior in service and thus secure their 
wider use. It deprecated the neglect of manufac- 
turers’ terms of sale and urged closer collections 
from customers. Attention was suggested to the 
work of the Federal Trade Commission with a view 
to better co-operation. With this encouragement 
there was some growth in numbers and influence, 
but there were outsiders who should be urged to 
join and participate in the co-operative solution of 
problems that were impossible to the individual. 

Chairman Donlevy then stated the metal branch 
had been fortunate in getting leading men not 


identified with the industry to address it, and there 
was no exception in Capt. Charles W. Brown, vice- 
president of the Pittsburgh Plate Glass Company, 
who was then introduced and who spoke on “The 
Business Outlook.” Captain Brown said in part:: 


I N my opinion there has been no time in the history of 
the world when any nation has had as good a business 
outlook as we have at present. I know of no period in 
the world’s history when labor has been better employed 
and at as high wages as at present. We have adequate 
capital obtainable at low interest rates, and nearly all 
lines of business are enjoying an era of unprecedented 
prosperity. 

Most of us business men usually expect a boom or 
panic, and we are apt to forget the intermediate periods. 

Barring some unforeseen complication, domestic or 


foreign, it seems to me that our prosperity ought to con- 


tinue for some time to come. The present situation is 
abnormal, primarily due to the great European war, but 
I believe we shall have what I may term an orderly de- 


_cline to a condition of normal prosperity, and that this 


decline will be gradual and in the main satisfactory. 
Thinks Continuance of Prosperity Assurec 


My reasons for believing that there will be no sudden 
cessation in our business prosperity are that during the 
past two years we have become a large and important 
creditor nation. The new Federal Reserve banking law 
has given our banking system a stability and elasticity 
such as we have never had before. So far as can be 
judged at present the new trade commission realizes its 
responsibilities and has evidenced a sincere desire to be 
helpful rather than harassing. Before*there can be any 
material decrease in our prosperity the buying power of 
the railroads is likely to become an important sustaining 
factor. It is only within the last year that most of our 
railroads have been able to secure money at satisfactory 
rates, and since this condition the prices of materials 
which they purchase have advanced to such an extent 
that they have only provided for their most urgent neces- 
sities; but the increased railroad earnings and the jus- 
tifiable change in public sentiment will warrant the rail- 
roads in increasing their equipment and making expend- 
itures and extensions at an opportune time, which must 
come in the near future. 

Notwithstanding the higher prices of materials and 
the increase in cost of labor the average of building per- 
mits is not as great as for the five-year period 1911 to 
1915 inclusive. This indicates that on a reasonable re- 
cession in values we are likely to have a large amount of 
building throughout the country. Money is cheap and 
many improvements have been postponed, due to the 
causes I have just mentioned. 

After the great advance that we have had in the price 
of commodities there will be a natural tendency for job- 
bers and middlemen to take their profits, and business 
caution will prevent replenishing their stocks on the 
higher basis of values. This will bring about a good, 
legitimate demand for many manufactured products, 
which is likely to continue for some time. 

A recent writer on economics in the Boston Commer- 
cial estimates that from 20 to 25 per cent of the people 
of this country are engaged in producing or selling lux- 
uries. This number could be readily, and perhaps ad- 
vantageously, reduced if there should be any occasion 
therefor. The writer quoted goes on to state, indicative 
of the ability of the foreign nations to pay the interest 
on their debt, that these nations will probably owe alto- 
gether sixty billion dollars, and to pay 5 per cent on this 
will call for three billion dollars per year. If the Unit- 
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ed States alone owed this entire amount its people could 
meet the interest simply by cutting off half their present 
expenditures for luxuries, and by doing this they would 
release enough capital, brains and labor to earn another 
three billion dollars per year which could be used to re- 
duce the principal. 

During an orderly decline of business several plants 
that have been started to operate under present abnor- 
mal conditions will undoubtedly cease operations. To 
quite an extent the control of large business enterprises 
has been centralized, and business generally is under 
more capable management than heretofore. Hence it is 
safe to assume that there would not be as large an over- 
production in manufacturing lines as there has been in 
many years gone by. 

Shipbuilding is one of several lines of industry, and 
I believe will be a sustaining factor in the business sit- 
uation for some years to come. I hope we shall again 
have an American mercantile marine worthy of the 
name. In any event there has been a waste caused by 
the loss of ships that has not been generally recognized. 
Interned vessels will suffer from age and depreciation. 
Vessels chartered by governments for war purposes can- 
not be well looked out gor and will depreciate greatly, 
and after the war is o:er new vessels will be in demand 
as never before. Several American ship owning com- 
panies need new vessels, which they will purchase when 
they can get them. Many of our vessels that have been 
forced into the foreign trade will be practically worth- 
less after the war is over, and I believe that our ship- 
yards will flourish as they have not flourished since the 
Civil War. 


Exports to Be Larger - 


It is impossible for anyone to tell to what extent our 
export trade will be diminished after the war, but it is 
an assured fact that our exports are going to be much 
larger and more important than ever before, and the 
greater the decline in our domestic business the more 
likely our foreign trade is to be increased. 

The prosperity of our farmers and the high prices 
they have obtained for agricultural products are well 
recognized and are important factors in considering the 
business outlook. 

It is not my contention that the abnormal business 
conditions of the present will continue. A reasonable 
decline would in,many ways be beneficial, but the imme- 
diate indications are most favorable, and the outlook for 
some time to come is sufficiently good to cause all of us 
to appreciate with gratitude the blessings that we enjoy, 
and with these blessings it seems to me that we should 
feel a duty to employees, to humanity and, above all, to 
our beloved country, to which we owe to a great extent 
our unprecedented privileges and profits. Every pat- 
riotic American should recognize at this time his obliga- 
tions to his country and endeavor to perpetuate the glo- 
rious heritage that our forefathers left us. 


‘In the absence of C. A. Irwin, H. L. McKenzie 
presented the report of the committee on legisla- 
tion affecting the marking and stamping of metal 
products. Last year there were twenty bills be- 
fore Congress for regulating the marking of ma- 


‘terials without action and in the last session nine 


bills, some of which were impossible, requiring all 
goods to be stamped as to where they were made 
and to be marked with their ingredients and pro- 
viding for punishing violators. The committee pre- 
sented a preamble stating the sympathy of the 
organization with the purpose but protesting 
against the method in the following resolution: 

“Resolved, That an act similar to the Adamson or 
Berkely bill regarding the misbranding of mer- 
chandise in our view cover all practical necessities 
and would prove most effective. If necessary to in- 
dicate the source of supply the owner of the brand 
under which the goods are sold should be consid- 
ered the responsible source of supply.” 

H. C. Nickerson, Congdon & Carpenter Company, 
reported for the municipal and State legislation 
that it had collected regulations from various places 
where they are not observed or enforced as they 
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should be. Some cities prohibit the use of wood 
shingle in certain districts, and architects and 
builders labor for a wider application without the 
success merited. Some officials say a big fire is 
needed to secure extension of fire limits or pro- 
tective legislation even though shingle roofs are the 
greatest cause of extensive fires. The committee 
had formulated a law that would be distributed to 
aid in securing needed legislation. 

J. J. Fite opened the discussion of the subject of 
“Mills Competing with Jobbers,” stating that job- 
bers feel that the mills should turn all orders over 
to them and the mills feel that the jobbers should 
have only the little orders. There is a happy 
mean between the extremes, as both mill and 
jobbers are essential to the best interests of the 
trade. The dividing line might be found in the 
earload order. When an additional charge was 
made by the mills for service, more business went 
to the jobber, who then enlarged his stock and the 
variety and made more money. The carload, how- 
ever, should not be the jobbers’ final goal. 

The afternoon session was opened by Quincy W. 
Wales with a discussion of “The Methods of Re- 
munerating Salesmen,” which brought out that the 
average compensation was 414 per cent out of a 
total of 181%, per cent of selling expenses, The 
salary method fails to develop enterprise, and the 
combination of the salary and commission methods 
has proved better for the salesman than the house. 
It has the advantage of giving an incentive to the 
salesman. The profit-sharing plan is best for all. 
It requires the salesman to sell a given amount, and 
above that amount he shares in the profits without 
the eagerness for large sales with small profits. 


William M. McFate of the Trumbull Steel Com- 
pany spoke on “Spelter and Its Relation to Gal- 
vanized Sheets,” stating there were other factors 
than spelter that affected the price of galvanized 
sheets. Labor, acid and steel all have advanced in 
cost and even the decline notable in the price of 
spelter has not made the price of galvanized sheets 
come down. Spelter will not come much more, 
while the war lasts, but it is not now alone the 
cause of high price of galvanized sheets. The price 
of sheets has had some effect already in curtailing 
their use. Perhaps half of the galvanized sheets 
made are used for roofing both because they are 
fireproof and easy to supply, but there is no substi- 
tute for this purpose nor have substitutes been 
easily found for many other purposes. Manufac- 
turers find it difficult, and it is almost impossible 
to make advantageous contracts for materials. The 
galvanized sheet business is done on a narrow mar- 
gin of profit. A decline in price may mean several 
thousand dollars per pot loss, a drop of 10 cents per 
pound may mean a loss of $15,000 on the metal in 
a pot. 

In the discussion of the “Importance of the Cash 
Discount to the Jobber,” it was brought out that 
the National Association of Credit Men were work- 
ing to have it eliminated. This was held to be a . 
step in the wrong direction, even if there was evi- 
dence of the abuse of the cash discount. Manufac- 
turers held that the abuse was negligible as com- 
pared with the benefit attending its use. 

On motion the organization went on record for 
the retention of the cash discount and, equally im- 
portant, a rigid adherence to the terms of the cash 
discount. 

In discussing the “abuse of terms,” it was brought 
out that manufacturers should more generally and 
rigidly enforce their terms. A letter was read 
from A. Jones of the Inland Steel Company, ex- 
plaining the abuse in some detail and advocating 
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reforms on the part of both manufacturers and 
jobbers. 

W. C. Nimmo reported for the “Cost of Doing 
Business Committee” that the importance of know- 
ing the cost could not be underestimated. The Fed- 
eral Trade Commission has issued a bulletin to the 
effect that too many business men do not know this 
cost. With the manufacturer, volume of business 
is an important matter bearing on the cost, but vol- 
ume is not so important to the jobber who must 
have a profit to cover the cost regardless of the 
volume of business. 

C. E. Pierce of the Betz-Pierce Company spoke on 
the “Importance of Accurate Cost Figures.” This 
was held to be a history of the business. A cor- 
rect history or chart would tell at a glance actual 
facts of any phase of a business. The preparation 
entails exhaustive insight and labor, but is well 
worth the price. A cost system was held to be an 
alarm clock. 

W. C. Nimmo of the E. L. Parker & Nimmo Com- 
pany, spoke on “Reducing the Expense Account,” 


Change in Height of Head on 


Set Screws 


f he National-Acme Mfg. Company, Cleveland, 

Ohio, in respect to the size of head on set 
screws, has adopted a standard in accordance with 
the following formula: 

The height of head shall be equal to three-fourths 
of the diameter of the body. These dimensions will 
be used for all sizes of set screws carried as stand- 
ard stock. However, until 1917, either the old or 
revised style of heads may be considered regular 
and will be furnished at standard prices. The com- 
pany’s present stock of set screws will be replaced 
by the revised style as rapidly as possible. It is be- 
lieved, in view of the present reduced condition of 
stocks, that the change will not work a hardship. 

It is the company’s intention also to issue a cir- 
cular urging the adoption and use of the U. S. Stand- 
ard thread on cap and set screws and a virtual elimi- 
nation of the V-thread. 


Brooklyn Hardware Dealers 


Meet 


| % the regular monthly meeting of the Brooklyn 

Hardware Dealers’ Association, Brooklyn, 
N. Y., held Thursday evening, June 8, the most im- 
portant subject brought up was that of the annual 
shore dinner and outing to be held at Karatsonyi’s 
Grove, Glenwood, Hempstead Harbor, L. I., on Wed- 
nesday, July 12. This trip will be made in auto- 
mobiles that will leave Brooklyn at 9.45 a. m. Break- 
fast will be served at 11 o’clock. After this games 
will be played until late afternoon when a shore 
dinner will be served. The tickets are being sold 
at $4 each. 

A vote was taken to hold a window-trimming con- 
test some time in August, when suitable rewards 
will be made to those having the best window dis- 
plays. The matter was turned over to a committee, 
which will make full arrangements and report at 
a later date. 

A plan for co-operative window dressing was dis- 
cussed. One of the dealers has secured the serv- 
ices of a first-class window dresser and show-card 
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recommending unremitting vigilance in looking 
over expenditures to eliminate the unnecessary. 

In discussing losses in business W. C. Carroll 
stated that in 1912 the American Sheet & Tin Plate 
Company did a business of $80,000,000 without loss. 

The Saturday morning session was opened with 
the report of the committee to “Promote the Sale of 
Terne Plates and Sheet Metals.” On motion the 
secretary was requested to collect and make a list 
of the private brands in general use. 

A letter from Louis Kuehn, Milwaukee Corrugat- 
ing Company, recommended a national advertising 
campaign and called attention to the campaign for 
other materials which had the effect of increasing 
a demand for them to the disadvantage of metal 
products. He recommended the appointment of an 
advertising committee to develop a course of pro- 
cedure. 

A motion was made by F. O. Schoedinger pro- 
viding for the appointment of a committee on ad- 
vertising to prepare a plan for raising a fund for 
publicity purposes. 


writer who, for a nominal sum, arranges the window 
displays of this dealer every second week. In the 
windows of this merchant a panel arrangement is 
used somewhat on the same order as the one 
adopted by a well-known chain of drug stores. The 
results obtained from the displays have proved 
without a doubt that the small investment pays a 
good profit. 

A suggestion was made that several of the dealers 
organize and adopt the same methods, standardiz- 
ing, if possible, many of the panels. With such an 
arrangement the services of this same window 
dresser could be obtained at a much smaller sum for 
each store than would be possible if the work for 
each one were done separately, and better displays 
would result. 

Diagrams were presented showing the manner 
in which some of the panels could be arranged. 
The matter will be more fully discussed at the next 
meeting, when sample panels will be shown and a 
more detailed plan presented. 


Trap-Shooting Still Growing 


é ge Du Pont Company cf Wilmington, Del., has 
just issued a revised gun club map of the United 
States. It shows the location of all towns contain- 
ing gun or trap-shooting clubs, and gives the total 
number of clubs up to Jan. 1, 1916, as 3961. These 
clubs have various memberships, but a conservative 
estimate would allow fifty shooters to a club, or a 
total of 198,050 trap-shooters regularly engaged in 
the sport. 

Of course, the above figures do not include trap- 
shooters not members of organized clubs, such as 
private clubs, farmers’ clubs or hand-trap “fiends.” 

The latter class are increasing daily. They rely 
on a hand trap, the latest and most practical porta- 
ble device for throwing targets. It weighs but 6%4 
lb., costs only $4, and obviates the necessity of 
erecting permanent traps. 

Including all classes, it is estimated that there 
are over 400,000 trap-shooters in this country. The 
sport is growing rapidly, the ten leading States 
showing the following number of clubs: Pennsyl- 
vania, 492; New York, 344; Illinois, 287; lowa, 
220; Ohio, 187; Minnesota, 174; New Jersey, 168; 
Wisconsin, 164; Missouri, 142; Michigan, 133. 




















Aeeounts and No-Acecounts 


A Treatise on the Credit System and a Few Tips on the Best 
Methods of Separating a Charge Customer from His Cash 


By L. S. 


é< ITCH your wagon to a star” is good theory 
H but very poor business. Show me the 
3 man who yearns to joy-ride on the Milky 
Way when speedways on solid ground are vacant 
and I’ll show you a man who needs a fond father 
to finance his comet stunt. It’s perfectly good form 
to sport a theory, but the business of to-day de- 
mands a number ten shoe and cement walks. 


The Why and Wherefore of Book Accounts 


Books are valuable adjuncts to modern business. 
We can’t keep store without them, but—a book full 
of hazardous accounts is not deuce high to a cash 
register filled with real coin. Even the village 
banker side-steps the ordinary book account and 
calls for a note. A book account is merely a refer- 
ence record of goods that have gone out without 
leaving a deposit. It isn’t even a promise to pay. 
It may be only waste paper or it may be the fore- 
runner of a reasonable chance to cash in. Its future 
is up to the man behind the business. Taken alone, 
a book account is only 20 per cent efficient. With 
intelligent co-operation it can be made to produce 
fairly close to the limit. The net result of your 
book system depends on your own exertions. Are 
you getting by with a profit? 


The Bugaboo of Credit 


There are two sides to the credit question, with 
a bunch of good arguments on each side. To one 
man it has proved a life preserver. To another it 
has seemed like a lead weight attached to his feet 
and land out of sight. Whether we can dispense 
with the granting of credit is a mooted question. 
If we can, then there are many good hardware men 
who have failed to see the light. If credit is a 
necessity, then a goodly bunch of live experimenters 
are doomed to disappointment. It looks like an 
individual question with individual answers. Let 
it suffice to say that about 99 per cent of us are 
still banking on the inherent honesty of mankind. 
The vital problem is that of cashing in on accounts 
already opened. The future will attend to the credit 
system. 


The Doctrine of Preparedness 


Collections should begin with the sale of the 
goods. The man who receives credit should be 


forced to leave behind him an inventory of his. 


assets and liabilities, and a definite promise to pay 
at some stated time. If he refuses to come across 
with a property list and a promise, put the hand- 
saw back in the case and bow him out. There is 
something wrong with the man who refuses to give 
a merchant reasonable information and security. 
If he belongs to the class who howls about his word 
being as good as his bond, it’s a two to one chance 
that his note would go to protest. There is no 
money in swapping goods for self-made book en- 
tries. It takes real money to cover the cash dis- 
counts. 
Keeping Tab on Credits 
Collecting is merely another form of advertising. 


In the first place the merchant works his brain 
overtime, framing inducements for the customer 
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to buy. Then he burns midnight oil and uses his 
perfectly good ink inducing that same customer to 
pay. Like any other form of advertising, it draws 
better after several issues. If you expect to get 
what is due, you must advertise the debt to the 
debtor until you create a desire to pay. Every 
appeal may hit a vital spot, but the customer may 
not be in position to pay. If the advertising is 
continued, some day it catches him with a little 
surplus money and he comes across. If the adver- 








BROOKLYN, PA., 


M 








YOU WILL FIND BELOW STATEMENT OF YOUR AC. 
COUNT TO 191 


IF NOT FOUND CORRECT KINDLY ADVISE AT ONCE 
YOURS TRULY. 


GEO. H. TERRY 


HARDWARE MERCHANT 











Ter mest te... .....--.. 


was 
You have had charged during 


~~—~<eneeweaeennaenen— — =e eee ewww ewer rer = 

















a 


You have paid on account dur- 


~-—-—— 8-82 = =e On ere wr eH ee 











nd 


Balance due. 

















OveER 





yment request sent to 


Combination statement and pe 
y Geo. H. Terry 


delinquents each mont 


tising stops the whole affair slips his memory. It’s 
strange how easy it ‘s for a man to forget a hard- 
ware bill. Keep tab on the men who owe you money 
and on the length of time the bills have run. Don’t 
let a single one of them forget that the account 
is due and that you expect a settlement. Get in 
touch with a good follow-up system and keep the 
postmaster busy. As a rule we are too lax with 
credits. We howl our heads off about a 10-cent 
overcharge on a gross of fly swatters, then we turn 
out a $200 bill of hardware and forget that we ever 
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owned it. A year later we charge it up to profit 
and loss, and go home to take our grouch out on 
the family dog. It is up to us to pay more attention 
to the collection end of our business. 


How George Terry Collects 


George H. Terry is a hardware merchant of 
Brooklyn, Pa. Like the majority of merchants he 
feels called upon to trust his neighbors. Unlike 
most merchants, however, he refuses to forget that 
cash is due. When the first of the month rolls 
around he sends out a combination statement and 
payment request. 

Inclosed with the statement are such advertising 
pamphlets as he believes will be of interest to that 
particular customer. If the account is fully paid, 
the card shows it just the same as it does any 
balance that may be due. It also draws the atten- 
tion of the customer to the amount of his bill, the 
length of time it has been running, what he has 
purchased during the month and how much has 
been paid on the account. The back of the state- 
ment is used to advertise seasonable goods or to 
carry useful information. 

Every month the customer gets one of these 
gentle reminders. Every month he is forced in 
this way to remember his shortcomings in a form 
that is hard to side-step. This simple system has 
reduced Mr. Terry’s book accounts fully 50 per cent. 
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Guide Posts on the Road to Profit 


An enterprising merchant in the State of Wash- 
ington uses a series of form letters and postals to 
achieve similar results. Each letter is written in 
a courteous manner and the hint for payment is 
made just a little stronger in each successive letter 
sent out. The postals merely call attention to the 
fact that the letters were sent at a certain date 
and ask why no reply was forthcoming. 

It isn’t so much a question of how you do it as 
it is one of making an attempt. They say that 
“everything comes to him who waits.” - Perhaps the 
saying is true. True or not, it’s a poor axiom when 
applied to the credit system. You have to wait so 
long for the average customer to show up with his 
check that failure beats him to it. There’s much 
more sure profit in a course of hustling. 

Terry’s system is a good one and has cut down 
his credit worry. If it won’t fit your particular 
case, put your brain to work and dig up some sys- 
tem that will. Cash is the dividing wall between 
prosperity and failure. Good collections are the 
ladders that will help you-to scale the wall. There’s 
brain enough in the hardware world to solve any 
problem. It only needs steering in the right direc- 
tion. Let your feet rest for a day and put your 
head to work. Turn the spotlight on collections. 
You can make each book account a guide post on 
the trail of profits. 


— 





The background proper of this sporting goods display was covered with red crepe paper; the floor with white 


crepe paper. 
then given two coats of white paint. 


The white pedestals were skeleton frames made of 1-in. wood strips and covered with white muslin, 
A setting of this kind is expensive, but these fixtures can be used 


so many times for other lines of merchandise that the cost in the long run will be a very small item. The display 
was a good business puller, and was made by H. W. Goeller for the Palace Hardware House, Erie, Pa. 





THE BUFFALO METAL PropucTs Mra. CoMPANy, Buf- 
falo, N. Y., has taken out incorporation papers with a 
capital stock of $50,000 to manufacture automobile 


specialties, pressed steel devices, hardware supplies, etc. 
D. Reid, J. M. Ellis and W. H. Kelley, Buffalo, are the 
incorporators. 
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Postoflice Appropriation Bill—Price Maintenance—Omni- 
bus Revenue Bill 


By W. L. CROUNSE 


WASHINGTON, June 12, 1916. 


ONGRESS has been marking time while the 
C two great political pots have been boiling at 

Chicago and St. Louis. The Senate knocked a 
corner off the Constitution by taking a recess from 
June 3 to June 8, without the consent of the House, 
in direct violation of the provision of our revered 
organic law that one house cannot adjourn for more 
than three days at a time without the concurrence 
of the other. But to paraphrase the late Tim 
Campbell in urging his colleagues to vote for 
propositions of doubtful propriety, “What is the 
Constitution among politicians?” 

While the Senate is taking three-day recesses un- 
til June 19, the House is considering only “unani- 
mous consent” legislation to which nobody cares 
to object. To avoid disclosing the fact that more 
than a quorum of the House is absent on political 
business the leaders of both sides have made a 
gentlemen’s agreement to avoid roll calls which 
would make a damaging record of absenteeism on 
both sides of the Chamber. 


Pressure for Early Adjournment 


Business will be resumed at the old stand next 
Monday and with the presidential candidates se- 
lected and trumpet calls from their respective dis- 
tricts ringing in their ears there will be a grand 
hustle to bring Congress to an early close. Po- 
litical fences are in a very bad state of repair 
in many sections and nothing but close personal 
attention for a good many weeks during the cam- 
paign will save them from complete demolition. 

The Senate has a big stunt before it next week 
in the consideration on and passage of the annual 
Post Office appropriation bill. Never has this meas- 
ure been of greater importance and never have the 
issues involved more closely concerned the retail 
merchants. 

The provisions of this big budget measure, fore- 
shadowing a possible increase in the parcel post 
rates, have already been described in this corre- 
spondence. Of hardly less significance, however, is 
an amendment reported by the Senate Post Office 
Committee designed to settle the long-standing con- 
troversy as to how the railroads should be com- 
pensated for carrying the mails, including the par- 
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cel post junk of the catalog houses. The impor- 
tance of this provision cannot be over-stated as it 
is the unanimous opinion of all independent postal 
experts that if the railroads are adequately com- 
pensated for carrying the parcel post the Post- 
master General will be obliged to raise existing 
rates and thus withdraw from the mail order houses 
the enormous unfair advantage conferred upon 
them by the present schedule of parcel post rates. 


The Milk In the Railway Mail Cocoanut 


In a nutshell, the pending controversy can be 
resolved into the simple question as to whether the 
railroads are to be paid on a basis of the weight 
of the mails or the space occupied by them in the 
mail cars. The railroads insist that every form 
of transportation except passenger traffic is on a 
weight basis, while the only argument in favor of 
the Postmaster General’s space project is that the 
roads would receive far less money should that plan 
be adopted. It is not difficult, therefore, to see 
why Mr. Burleson favors a space rather than a 
weight basis—also, why in urging this contention 
he has the hearty support of the catalog concerns. 

But the Senate, as the balance wheel of our popu- 
lar form of Government, is a very conservative 
body; hence, its Post Office Committee has decided 
to take no chances in the determination of this big 
issue but to leave the decision as to the proper 


basis of railway mail pay to the Interstate Com- 


merce Commission, which is conceded to be the 
most experienced and efficient of all the many com- 
missions created by Congress in the past half cen- 
tury. The amendment reported by the Post Office 
Committee, therefore, provides as follows: 


Commission to Determine Payment Basis 


“The Interstate Commerce Commission is hereby 
directed to hold hearings and to make a thorough 
investigation into the justness and reasonableness 
of existing rates of railway mail pay and of the 
practices and regulations of the Post Office Depart- 
ment in respect thereto and in regard to the service 
required to be performed therefor. 

“The commission shall also hold hearings and 
thoreughly investigate the so-called ‘space’ plan and 
the so-called ‘weight’ plan of railway mail pay, and 
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any combination of the two, and any other plan that 
may seem to afford an accurate and fair basis for 
determining what compensation is just and reason- 
able both to the Government and the railroads 
for the carrying of the mails. 

“The commission in making such investigation 
shall consider efficiency and economy in service, 
both from the standpoint of the Government and 
the railroads, and shall also consider the relations 
existing between the railroads as public service 
corporations and the Government. 

“The commission shall not only investigate the 
system or plan of fixing railway mail pay, but it 
shall also hold hearings and carefully and thor- 
oughly investigate the question as to what rates 
of compensation should be allowed to the railroads 
under whatever plan or system is suggested or 
adopted. 

“The commission shall, as soon as possible, con- 
duct and conclude the investigation herein pro- 
vided, and report to Congress the result of its in- 
vestigations, and its recommendations thereon. 


Investigation to Have Broad Scope 


“For the purpose of making such investigation 
the Interstate Commerce Commission is hereby 
vested with all the powers which it is now author- 
ized by law to exercise in the investigation of the 
justness and reasonableness of freight, passenger, 
and express rates, and the regulation of railroads 
and express companies, and the Postmaster Gen- 
eral, the railroad carriers, and express companies 
shall supply such information regarding railway 
mail pay as the Interstate Commerce Commission 
may request and shall be given full opportunity to 
be heard.” 

If this amendment is adopted, as now seems alto- 
gether probable, the Interstate Commerce Commis- 
sion will immediately take up the work of investi- 
gation, but because of the importance and laborious 
character of the task it is likely to be many months 
before a decision will be reached. In the meantime, 
however, if the Senate draft of the Post Office ap- 
propriation bill is adopted, the Postmaster General 
will have to weigh the mails annually in each of 
the four postal districts into which the country 
is divided, instead of weighing them every four 
years as at present, and thus a part at least of the 
increased cost of transporting the parcel post will 
be annually added to the department’s outlay. 

The figures thus obtained cannot fail to influence 
Congress in the consideration of the serious ques- 
tion of the advisability of permitting the Post- 
master General to continue existing parcel post 
rates in the face of a deficit that will climb moun- 
tain-high as soon as the Department begins to pay 
the railroads a fair price for transporting the mail 
order freight. 


Widespread Interest in Price Maintenance 


Even the Congressional stagnation due to the 
presidential conventions has not affected interest in 
the problem of price maintenance legislation. As 
told in this correspondence last week, the hearings 
which began on May 30 have been adjourned to 
give the opponents of the Stevens bill an opportun- 
ity to prepare their side of the case, but during the 
interval the friends of the measure are bombarding 
the House Committee on Interstate and Foreign 
Commerce with resolutions and petitions asking 
earnestly for prompt action. The National Whole- 
sale Druggists’ Association, one of the most power- 
ful organizations of jobbers in the country, whose 
members are in excellent position to judge of the 
disastrous effects of price cutting, has forwarded 
the following resolution: 
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“Resolved, That holding firm to our former views, 
the National Wholesale Druggists’ Association 
heartily endorses the principle of price maintenance. 
That we urgently request legislation in Congress 
providing by law for the maintenance of selling 
prices both at retail and wholesale, believing that 
this will result in destroying monopoly in many 
articles. We ask every member of this organiza- 
tion to secure, if possible, the support of his repre- 
sentative in Congress for a bill which will accom- 
plish this result.” 

Supplementing this resolution the association has 
adopted another declaring its opposition “to the 
practice of giving bonus goods, coupons or free 
deals of any kind by manufacturers.” The asso- 
ciation’s secretary has been directed to send a copy 
of this resolution to all who offer such deals and 
the members of the organization are urged to send 
protests wherever a new case develops. 


Stevens Bill to Reduce Cost of Living 


A new and highly significant development in the 
campaign for price maintenance is the appearance 
in the arena of several big national organizations 
of women banded together to reduce the high cost 
of living and to promote efficiency in the manage- 
ment of the home. Any public man who under- 
takes to blind himself to the importance of this 
new outcropping deserves what is certainly coming 
to him and the ladies are determined that he shall 
get it, good and plenty. 

It was better than a high-class vaudeville to see 
the House Committee on Interstate and Foreign 
Commerce kow-towing to Mrs. Frederick and Mrs. 
Heath at the recent hearing. Chairman Adamson 
and several of his more belligerent colleagues went 
after Professor Nystrom and the other men who 
appeared at the hearing like terriers after rats, but 
when the ladies shied their castors into the ring 
they suddenly became as mild mannered as a May 
morning. Beau Brummell Adamson vied with Lord 
Chesterfield Barkley in assuring the ladies that the 
committee was delighted to hear their views and 
would give them the most respectful attention, and 
it is no detraction from the work of the promoters 
of the Stevens bill to say that if it is favorably 
reported by the House Committee it will be largely 
due to the championship of Mesdames Frederick 
and Heath. 

The hearings on the Stevens bill have developed 
such proportions that the Committee on Interstate 
and Foreign Commerce has decided to postpone 
taking up the Barkley bill prohibiting misbranding 
until later in the session. This measure, Chairman 
Adamson’s “Golden Rule” bill for honest merchan- 
dising, and several other similar measures are being 
urged upon the committee by many diverse 
interests throughout the country and there are 
several reasons why they are likely to receive atten- 
tion before adjournment. One of these reasons is 
that all the members of the committee are standing 
for re-election. The other reasons don’t matter. 


Omnibus Revenue Bill Nearly Ready 


The Ways and Means Committee is rapidly lick- 
ing the Omnibus Revenue bill into shape and will 
probably report it within the next week. Secre- 
tary of the Treasury McAdoo’s discovery that Uncle 
Sam is nearly one hundred million dollars better off 
than was estimated has greatly simplified the com- 
mittee’s task. 

Instead of providing a dozen different sources of 
revenue, including increased taxes on distilled 
spirits, malt liquors, tobacco products, etc., the bill 
will relate almost exclusively to three propositions: 
higher income taxes, a Federal inheritance tax and 
a tax on war munitions. 
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There will be no reduction in the present ex- 
emptions of the income tax law and single men re- 
ceiving $3,000 per annum or less and married men 
whose incomes do not exceed $4,000 will pay no 
tax. The surtax, which under the present law in- 
creases the rate paid on all incomes in excess of 
$20,000 will apply to incomes above $10,000 and 
all the rates on incomes above $20,000 will be fur- 
ther increased. 

In framing a Federal inheritance tax law Mr. 
Kitchen and his colleagues find themselves con- 
fronted by the fact that many of the States already 
have such laws, so that the additional imposition 
of a Federal law would amount to double taxation. 
To meet this situation it is understood that the com- 
mittee will exempt all inheritances up to $100,000, 


Hardware Age 


imposing a tax of 214 per cent on amounts in excess 
of that figure. 

The proposed munitions tax is a joke. Every- 
body admits it. By the time the Treasury provides 
the machinery for collecting it the European war 
will be over and the manufacture of war material 
for foreign account will cease. 

But in the meantime the elections will have rolled 
around and Representatives and Senators will have 
had an opportunity of telling their constituents of 
the zeal with which they forced the munitions mak- 
ers to “disgorge a part of their war profits” into 
the National Treasury. 

The tax on munitions will make a good text for 
@ campaign speech and that is Congress’ real reason 
for imposing it. 


Automobile Supplies and the Hardware 
se Trade 


The Field Analyzed—Only a Small Investment Necessary to 
Test Its Practicability : 


By G. H. DIRHOLD 


HAVE no figures to lay before you, but I be- 
| lieve so thoroughly in the future of the auto- 

mobile accessory business from a retail hard- 
ware standpoint that I earnestly and sincerely 
recommend that you investigate it. 

One of the reasons that garage dealers have 
failed to make money is due to the fact that as a 
class the whole garage force has been composed of 
former bicycle salesmen and repair men—of young 
men with no previous business experience—who 
scented the opportunity of much joy riding and 
who lastly as a class, were drawn to it unable to 
resist the prospect of easy money. 

The man who goes into any business because it 
looks like easy money and who is without the busi- 
ness experience, or the intent to apply himself to 
master that business, is going to fail. However, 
there is plenty of room in the retail end of the auto- 
mobile accessory business for good business men. A 
good business man to me means a man who not only 
knows the difference between right and left, but 
who has the art of selling and the ability to make 
others buy. 


Supplies a Twelve-Month Proposition 


The automobile of the future has never run a. 


mile, but the automobile of to-day is giving out- 
door joy and recreation to thousands. It has eased 
up the tension of nervously inclined business men. 
It is making the hustling American business man 
even more vigorous. It is making his days longer. 
If he drives the car himself it has made him take 
his mind off his business entirely. 

Then the season for the use of the automobile is 
every year getting longer. Cars are brought out 
earlier in the spring and run later in the fall. They 
are now an all-year proposition. With the arrival 
of cold and snowy days the owners put on wind 
shields, tops, chains, gloves, warm coats and robes, 
which means that these and many other accessories 
must be bought, and the question is, Are you going 
to sell them or let the other fellow continue to have 
the business? The automobile of to-day is a 





twelve-month proposition and as serviceable in sav- 
ing time in one season as in another. In fact, in win- 
ter, when street cars are so often tied up, when 
they are always crowded and filled with bad air, 
is the time so many city people appreciate their 
cars the most. 

People don’t wait till spring any more to buy 
automobile accessories, and if you are neglecting the 
opportunities of selling fall and winter automobile 
accessories you are taking a fall out of your big- 
gest winter profits. One of the largest retail auto- 
mobile supply dealers in the Middle West had an 
experience last winter that opened his eyes to win- 
ter possibilities with this line. When the first heavy 
snow fell early in November the entire chain stock 
was cleaned up in one day. By night there was not 
a foot of chain in the establishment. It only needed 
a snow storm to boost sales to a degree that was as 
pleasingly profitable as it was unlooked for. 


Demand for Repair Tools 


If you are not already handling a line of automo- 
bile accessories why not profit by the actual experi- 
ence of other hardware merchants? Get all the 
authentic information you can get, and get it first 
hand from your brother merchants. Perhaps you 
will then decide, as have many others, that a “try- 
out line” of automobile tools would be a good thing 
for you. 

The hardware merchant who is contemplating 
putting in a line of accessories will do well to re- 
member that tools are already one of his strong- 
holds. Get this firmly fixed in your own mind—the 
automobile owner already knows it—simply let him 
know that you are prepared to meet any reasonable 
tool demand and you will get his business. 

It is evident that the main interest of the hard- 
ware man in the automobile accessory business is 
in the many tools that are indispensable to the 
chauffeur. Many hardware stores carry the vari- 
ous priced tool kits put up attractively and con- 
veniently, containing every kind of a tool that is 
needed. Yet the testimony of other merchants goes 
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to show that a very large proportion of motorists 
buy tools and small supplies as they need them, and 
do not buy the whole tool kit at one time. “We put 
in a line of tool kits at one time,” said a progres- 
sive dealer, “but could not sell enough of them to 
pay for handling at 20 per cent profit, so we discon- 
tinued the line.” Of course, this experience may 
not prevail in other sections. “We sell a lot of the 
separate tools,” said the same man, “punches, 
wrenches, copper wire, cotter pins, cotter pin ex- 
tractors, files, pliers, machinists’ hammers, cape 
chisels, screw-drivers, ete. The fact is we can 
furnish a full set of these tools separately at 
fully as low a price as if we sold complete sets. 
Then, other people besides motorists want many of 
these tools, hence we find it a safe, practical and 
quick turning stock to handle in this way. We get 
quite a bit of business when there is a breakdown 
in the neighborhood and the chauffeur has to get 
down on his haunches underneath the machine.” 


Display the Goods 


With the separate tools, or the combined kit as a 
starter, the hardware dealer can find many ways of 
impressing on the public the fact that his store is 
headquarters for most of the immediate tool neces- 
sities of the chauffeur. This fact can be brought 
out by an occasional grouping of tools in the show 
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window, properly placarded, with possibly some at- 
tractive automobile posters. Then again reference 
can often be made to this feature in his advertising, 
and publicity can thus be secured with automobile 
owners at very small expense and with but a mod- 
erate expenditure of time and attention. These oc- 
casional jogs to the memory are frequently only 
what are needed to turn quite a current of trade 
in the direction of the hardware man, for when a 
motorist wants something he wants it quickly, and 
the source of supply he associates in his mind with 
his necessity sells the goods. The success that a 
dealer achieves selling the small things will de- 
termine whether he can branch out in a wider way. 
Certainly the immensity of this growing industry 
makes it incumbent on the hardware trade to thor- 
oughly sift its possibilities in regard to the devel- 
opment of the sale of automobile accessories. 


New Goods Will Sell if Properly Featured 


New items are constantly coming out in the auto- 
mobile supply line which keep it ahead of the times 
and abreast of the progress maintained by automo- 
bile manufacturers. New goods in this line will al- 
ways sell and if good will sell again. Because of 
the variety it is well to order often and not in 
large quantities and thus keep the stock fresh and 
clean at all times. 











The Woodstown, N. J., Chamber of Commerce, entertained the South Jersey Retail Hardware Dealers’ Assoct- 


ation on its annual outing June 8. Woodstown is a town of less than 2000 population. 
men sat at the banquet, which was held in the salesroom of John E. Watson’s implement house. 


the visitors were entertained at a baseball game, and by a sight-seeing trip about the town. 
Its Chamber of Commerce is three months’ old, and is 


completed a hundred thousand dollar school building. 


Two hundred and forty 
During the day 
This village has just 


surcharged with constructive energy 





CHARLES WILDER is making his headquarters at 60 
Westland Avenue, Boston, Mass., and is interested in 
selling American hardware in South America, where 
he has traveled for the past fifteen years in the interest 
of a large number of German hardware accounts, which 
are now closed. 


THE LOUDEN MACHINERY COMPANY OF CANADA, LTD., 
Guelph, Ont., has been incorporated with a capital stock 
of $250,000 by James E. Day, 26 Adelaide Street West; 
Joseph P. Walsh, Mount Dennis; Alan C. Fleming, and 
others, to manufacture machinery, barn equipment, hay 
tools, etc. 


THE AUDUBON WIRE CLOTH COMPANY, Audubon, N. J., 
will take bids shortly for the erection of a new building 
to be aded to its plant. It will be 60 x 90 ft. of reinforced 
concrete, and will be used as a wire-weaving depart- 
ment, enabling it to increase its capacity 30 per cent. 
Robert T. Korb is president; Henry H. Collins, vice- 
president, and William H. Egee, secretary and treas- 
urer. 


THE HoosieErR-SuB-CARBURETOR COMPANY, Dunkirk, 
Ind., has been incorporated with $10,000 capital stock 
to manufacture automobile parts. Charles W. Smalley, 
George Black and John W. Fudge are the directors. 








Live News 


From Many Sources 





A Warning Against Inflation 


ECRETARY OF THE TREASURY McADOO 
sounded a useful warning iast week in caution- 
ing American bankers against employing the vast 
reserve of credit still at their disposal in a way to 
encourage inflation. The responsibility in this 
matter is not solely theirs; they divide it with the 
users of credit themselves and with the Federal 
Reserve Board, of which the Secretary of the Treas- 
ury is a member. The bankers, however, hold the 
middle position, in which they can seek aid from 
the regulators of the country’s central banking sys- 
tem and can exert wholesome influence upon the 
immediate users of credit—those who borrow from 
the banks. 

Inflation means many things in many mouths, but 
we take it that essentially what Mr. McAdoo was 
warning against was the unwise and unsound use of 
credit prompted by the abundance of credit supplied 
by the banking system now in its second year, but 
still very new. Our business men and bankers are 
under more than ordinary mandate to avoid blunder- 
ing of that sort. The fact that we have to face the 
uncertainties of world-wide readjustments after the 
war, as we have lately faced those resulting from 
the existence of the war, makes it doubly important 
to guard against the weakness which would come as 
a result of unguarded use of a great new credit 
machine.—The Annalist. 


The Reply of the Railways 


§ hiss reply of the railways to the demands of their 

trainmen is practically the same as that which 
was withdrawn in deference to the President’s sug- 
gestion, for the good of the country, in 1914. The 


men declare that they wish consideration only of 


the questions which they raise. The railways now 
renew a two-year-old request that the full question 
should be considered. 

The men are proposing that they shall be paid for 
eight hours, or for 100 miles, whichever is better 
for them, as is now the case. But if 100 miles are 
done in four hours, more or less, either the distance 
is too short for the wage or the hours are too long 
for the distance. Sometimes it is.one and some- 
times the other, according to the condition of the 
motive power, the weather, the traffic, and in- 
numerable conditions affecting railway duty which 
do not concern the factory. 

When the shorts and overs of mileage or time 
average each other there is a sort of rough justice 
about it. Now that the men demand that their 
over-payment shall not be balanced against their 
underpayment, it is no more than right that the 
railways shall put in a counterclaim for either full 
time or full mileage. When the account is closely 
calculated, there must be an end of the conditions 
under which the men can earn two or three days’ 
wages in twenty-four hours, and still have plenty of 
rest time, as the law requires in the interests of 
safety. If a crew runs a train more than 100 miles 
in eight hours they want excess mileage. If they 
take more than eight hours for 100 miles they want 
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excess time. If either standard is right the com- 
bination is wrong. 

There is the same combination to get the maxi- 
mum of pay for the minimum of work when vary- 
ing standards are applied to the different classes of 
labor in the same crew. There might be no objec- 
tion if the standard which is highest is selected, 
but when there is a possibility of the application of 
several highest standards being employed, and each 
of several conditions is taken against the wage pay- 
ers, the case is too clearly one of taking the cream 
off several crocks, instead of off a selected crock. It 
might be condoned if the railways were making all 
sorts of money, but even in their present prosperity 
they are not earning such returns as other branches 
of investment. 

Taught by experience, both sides renew old de- 
mands which go even closer to the heart of the sys- 
tem of collective bargaining. The men ask, and the 
railways resist, the placing of all railways in the 
same classification. The Interstate Commerce Com- 
mission itself, with all its power and experience, is 
at its wit’s end about the injustice of applying just 
rules to railways of differing qualities. The demand 
is that all railways shall operate under a uniform 
eight-hour rule; without regard to the conditions of 
the traffic, the finances of the roads, or anything 
else. Four classes of the workers are federated on 
all railways, although there is greater difference be- 
tween railways than between workers. It is neces- 
sary to strike an arbitrary average by over-pay- 
ing some and underpaying others. By requiring 
some railways to pay more than they can afford, it 
is necessary to allow some to pay less than they 
might. It is a beautiful dream of union brother- 
hood, but it is not economic justice. It is the syn- 
dicalist utopia of the railway world, a foretaste of 
what will be when all industry is organized on the 
union ideal. 

It is necessary that the public shall take the 
trouble to understand the issue, for the balance of 
power has passed from the railways. The combina- 
tion of the Federal and State Commissions, and of 
their workmen, is too much for them. They may 
fence in the negotiations, but they must yield, as 
they have yielded before when substantially the 
same issues were presented and decided against 
them. The unions are under the control of no com- 
mission, and their leaders argue on no law. If they 
are not controlled by public opinion, the unions are 
not controlled at all. It is just as much the pub- 
lic’s duty to see that no worker ts overpaid as to 
see that none is underpaid. That is the public’s 
duty to the workers, and its own selfish interest. , 
The idea that the railways as a distinct body can 
be ordered to pay whatever is commanded from 
their own treasury is attractive, but has lost its 
power to mislead. The railways have no money of 
their own. They are trustees for the public or their 
shareholders. They are bound to make the best use 
of the funds they collect from everybody, and to 
pay the wages which will secure the most service 
for the public, with due regard to what is fair be- 
tween man and man, and between their men and the 
publié. The case is not so simple as the ex parte 
arguments make it seem.—New York Times. 
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Heavy Demand in Trade 


Slackens 


ppeaneraeer REVIEW says on trade condi- 
tions: 

“Recessions from past feverish activity confirm 
the belief that the wire edge is off demand for the 
time being at least. 

“Consequently trade, partly because of mid-sea- 
son conditions, is quieter; new business received by 
manufacturers is lighter; distribution by retail 
dealers has been clogged by cool, rainy weather over 
a wide area, cereal crop news is disappointing; 
there is more talk about buying having been carried 
to extremes during the recent impulsive movement, 
and reselling of speculatively held products, com- 
bined with the disposition of buyers in general to 
hold aloof from markets that are deemed entirely 
too high, causes a quite general shading of prices.” 

Dun’s Review says: 

“Leading industries still surpass in actual output 
the work of any previous year and in most cases 
capacity operations are assured for months to come, 
labor conditions permitting. On strictly domestic 
business, however, the rush to buy has clearly 
abated, and there are more definite and convincing 
signs of a turn in the price situation. 

“While in some lines the crest apparently has not 
yet been attained and premiums continue effective, 
in others yielding tendencies are noted and in cer- 
tain instances pressure to sell is less conspicuous 
by its absence. 

“Recessions have occurred mainly in raw mate- 
rials, but also in a few manufactured products, and 
there are reports of concessions made as a stimulus 
to retail distribution, which has again been re- 
tarded by unsettled weather.”—The American. 


Biggest Dye Order Made in 
America 


| ideas aren that the manufacture of dyestuffs, 

which is comparatively a new industry in this 
country, and whose development is almost wholly 
due to the commercial isolation of Germany, is de- 
veloping in importance is shown by the fact that 
the largest single shipment ever made by an Ameri- 
can plant in the history of the trade was made 
recently by the Federal Dyestuff & Chemical Com- 
pany, which shipped 41,350 lb., a full carload of 
sulphur black, to the William Taubel hosiery plant 
at Riverside, N. J. The dyes were made at the 
company’s plant at Kingsport, Tenn., and are worth 
about a dollar a pound.—New York World. 


$107,831,013 Is Building 
Record 


UILDING in the United States in May, accord- 
ing to a compilation by Bradstreet’s, reached 
the largest total for a single month in history— 
$107,831,013. Only one month in the past (April, 
1912) showed a total above $100,000,000. 
The following table shows the expenditures at 
leading cities since Jan. 1: 





1916 1915 
January, 156 cities. .........ccece $55,545,958 $46,040,879 
February, 154 cities. .......cccee 53,872,639 44,479,102 
es ee Is Wa bine Seccivcbees 84,270,923 72,995,490 
0 8 Ee ee $193,689,520 $163,515,471 
Bee, TES GH. c ewe cacccsccwests 90,678,009 78,106,503 
Ree IC he so oe women conser 107,831,013 78,883,335 


—The American. 
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Gilbert Is Head of Toy 
Makers 


as Toy Manufacturers’ Association of the 

United States, at its first meeting in the Mc- 
Alpin Hotel, New York, elected A. C. Gilbert, presi- 
dent; Harry C. Ives, first vice-president; A. D. Con- 
verse, second vice-president; Leo Schlessinger, 


treasurer, and F. D. Dodge, secretary. 


Mr. Gilbert said: 

“I would like- to correct the impression that we 
are dependent upon Europe for our toys. The gross 
figures for the toy sales are close to $25,000,000 an- 
nually, and before the war we imported about 
$8,000,000. 

“For a short time after the war we were hurt by 
the dumping quickly of foreign-made toys here, but 
this condition is now overcome and we have again 
business upon a very solid basis.”—The American. 


Name Sought for Motors 
Merger 


| ampromthe for finding a name for the new $200,000,- 

000 motor and automobile accessory company 
merger, the important details have been arranged. 
One of the men taking an important part said yes- 
terday that at one time it was planned to name the 
new company the American Motors Corporation, 
but it was found that this name was being used by 
an uptown automobile agency. One name consid- 
ered is the Western Motors Corporation. 

Banking interests said approximately 1,300,000 
shares of the 2,500,000 common would be offered for 
public subscription. The syndicate price will be 
53 and the offering price to the public 60. Syndi- 
cate participants will have the privilege of with- 
drawing one-half of their stock at 54 under agree- 
ment not to sell for four months.—The American. 


Banker Says Trade Follows 
Capital 


TLANTIC CITY, N. J.—Carlos A. Toinquest of 

Buenos Aires told the New York State Bank- 

ers’ Association, while in session here, that the 

Argentine Republic had exploded the theory that 

trade follows the flag. He declared that trade fol- 
lowed capital. 

“There is no reason,” he continued, “why the 
United States should not be placed on a footing of 
equality with Europe in relation to Argentine 
finance and business if the necessary modifications 
of your Federal banking and trade laws are made 
on lines which would more largely facilitate bank- 
ing and commercial operations between the United 
States and the Argentine.”—The American. 


ECRETARY McADOO stated last week that the 

Government’s receipts from internal revenue in 

the fiscal year ended June 30, 1916, would reach 

$495,000,000 and might exceed $500,000,000, break- 

ing all records. The increase is attributed to the 
return of prosperity.—The Annalist. 


a freight situation in the East has improved 

so much that the committee which was formed 
to cope with the problem of relieving congestion 
was dissolved last Wednesday.—The Annalist. 
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Obituary 


EDWIN D. EAGER, who for over sixty years had been 
associated with hardware interests, died recently in 
Hopkinton, Mass. Mr. Eager was born in Fitchburg, 
Mass., March 26, 1834. His start in the hardware 
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Edwin D. Eager 


business was with Henry Miller in Worcester, Mass. 
About 1854 he went to Boston and entered the employ 
of Charles Scudder & Co., later joining the firm of 
Rogers Snelling & Co. About 1868 he became associ- 
ated with the Douglas Axe Company, leaving it, how- 
ever,'in 1870 to go to Detroit, where he remained a 
year. Returning to Boston he was associated with 
A. J. Wilkinson & Co., until 1881, returning then to 
the Douglas Axe Company. When the Douglas Axe 
Company was merged with the American Axe & Tool 


Company, Mr. Eager was called to New York to take - 


charge of the export department, which position he 
filled until his retirement. During the later years of 
his life he represented in New England the James H. 
Mann Company. Mr. Eager was considered one of the 
best authorities on axes and edge tools in this country. 


He was a veritable encyclopedia on this subject, both 


as to their manufacture and distribution. Mr. Eager 
was a man of the strictest integrity and honesty, and 
his memory will be cherished for many years to come 
by his host of friends. He is survived by a widow and 
a son. 


EDWARD M. Kemp, president of The Wabash Screen 
Door Company, Chicago, IIl., died recently after an 
illness of over a year. “Eddie” Kemp, as he was known 
to everyone in the hardware trade, was born Feb. 27, 
1865, in the village of Germantown, near Dayton, Ohio. 
In 1885 he helped to organize the Wabash Screen Door 
Company of Wabash, Ind., the original business of 
which was the manufacture of screen doors, and other 
screen goods, but which under his able management has 
been developed until it covers many other lines such as 
stove boards, washboards, etc. Like other men of great 
personal business responsibilities, Mr. Kemp was al- 
ways to be counted on whenever work had to be done 
for the upbuilding and betterment of conditions in his 
field and for many years he was a prominent member 
of the American Hardware Manufacturers’ Association, 
serving this organization as a member of the Execu- 
tive Committee and also as third vice-president, which 
office he held during 1913 and 1914. Mr. Kemp was 
also director and vice-president of the National Wash- 
board Company, Chicago, Ill.; Director and vice-presi- 
dent of The Continental Company, Detroit, Mich.; 
Director of the Sherwood Metal Working Company, 
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Syracuse, N. Y., and director of the Protection Mutual 
Fire Insurance Company, Chicago, Ill. He was a mem- 
ber of the Union League Club, Midway Club, South 
Shore Country Club, and the Exmoor Country Club, 
all of Chicago. He is survived by a widow and daughter. 


Camp Eeh-Nis-Kim to Open 


HE Great Sachem of the order of Eeh-Nis-Kim 
has issued a call to the 5000 braves and medicine 


' men of this mysterious organization of hardware 


men, announcing that the annual camp, on the 
banks of the historic Niagara River, will be opened 
Saturday, July 1, and will close on Labor Day. 

The order of Eeh-Nis-Kim is an organization of 
good fellows and good Indians founded by the mem- 
bers of the sales force of the Carborundum Com- 
pany. Any hardware dealer or salesman is eligible 
to membership. Upon signing the application blank 
and agreeing to live up to the teachings of all good 
Indians, the hardware man becomes a brave in the 
Great Nation of Eeh-Nis-Kim. 

The organization has been in existence six years; 
there are about 5000 members in all parts of this 
country and abroad. There is no obligation con- 
nected with the membership in the order excepting 
that every member agrees that he will be a good 
fellow and a good Indian. 

Here the braves and medicine men find complete 
camping facilities and every advantage for spend- 
ing their vacation under the most delightful and 
healthful surroundings. The “Indians” live in the 
big, comfortable, roomy tents furnished by the 
Council Lodge. Cots, blankets, snow white sheets— 
in fact, every camp comfort is provided: for the 
visiting braves. There is a big mess building in 
which a capable chef and his assistants serve tempt- 
ing meals at a nominal cost, so that the only ex- 
pense the braves and medicine men are under is the 
charge for the meals, which is indeed slight. 

At the camp the members will find plenty of 
chance for good, healthful recreation and amuse- 
ment. There are quoit pitching grounds, baseball, 
tennis, volley ball, hand ball, good bathing and fish- 
ing, and there is always a good crowd of good In- 
dians on hand to keep things going both out of 
doors during the day and in the Recreation Building 
at night. 

Another big attraction of the camp is that com- 
ing here affords an opportunity to visit the many 
places of interest in and about Niagara. Every 
visiting brave will also be eligible to be raised to 
the degree of Medicine Man and the initiation cere- 
monies put on at the camp have all the mystery, 
pomp and ceremony that characterized the tribal 
feasts of the original Indians. 

Complete information regarding the organiza- 
tion, its aims and purposes and further details re- 
garding the camp can be had by addressing The 
Great Sachem of Eeh-Nis-Kim, Council Lodge, Ni- 
agara Falls, N. Y. 


AN ITEM IN THE ISSUE of June 1 of HARDWARE AGE, 
stated that Lester E. Wheeler had taken charge of 
Hoff & Bro., Inc., Reading, Pa. This statement was in- . 
correct, and should have read that Mr. Wheeler, form- 
erly of T. Hawley & Co., Inc., Bridgeport, Conn., in 
charge of this firm’s builders’ hardware department, 
had been transferred to Hoff & Bro., Inc., Reading, Pa., 
in the capacity of acting manager in the absence of 
M. E. Cummings. Mr. Cummings, who is an experi- 
enced builders’ hardware salesman of long standing, 
has taken charge of the builders’ hardware department 
of T. Hawley & Co., Inc., with the idea of keeping this 
department abreast of the various other active depart- 
ments of this establishment. For the past two years. 
Mr. Ctimmings has been manager of Hoff & Bro., Inc.,, 
and is still in active charge of this store. 
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DAL BROWN 
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Some Peace Fallacies 


EW things are of more import to the 
commercial world to-day than the re- 
sults to business in this country of the 

ending of the European war. Every ob- 
server and every thinking man realizes that 
some readjustments of present conditions 
must ensue as a result of peace, and that our 
future prosperity depends largely upon the 
nature and extent of these readjustments. 
So the business atmosphere is surcharged 
with very definite prophecies of what will 
happen, accompanied with equally definite 
recipes of what to do to avoid commercial 
disaster. 

Unfortunately these forecasts are not 
founded upon either analogy or precedent, 
are constantly conflicting and are too often 
the result of partisan prejudice and bias or 
of scarcely veiled self-interest, as an analysis 
of them easily discloses. There is the threat 
of the flooding of this country with cheaply 
made goods, cheap because of the abundant 
labor of disbanded soldiers, and of sales that 
must be made at any price to obtain money 
and capital for the rehabilitation of ruined 
Europe. We are assured on one hand that 
labor will suffer because of the flood of im- 
migrants who will seek to escape from bank- 
rupt Europe to find employment in pros- 
perous America. 

As against this we are warned of the com- 
ing scarcity and high price of labor in this 
country, because labor will be even scarcer 
in Europe because of the death and maiming 
of so many able-bodied men; consequently, 
that this country will be drawn upon to sup- 
ply the deficiency. This theory, however, 
scarcely comports with the dire threat of 
cheap labor, and consequently cheap compe- 
tition, because of the permanent displacement 
of so many men by women workers and the 
employment at low wages of the maimed and 
the halt among men. 

Once more we are told that, as the war will 
eventually destroy autocracy and monarchies, 
the serious threat of competition will be the 
new, intelligent democracy that will arise on 
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the ruins of autocracy and because of the 
new, wide vision consequently vouchsafed to 
the working class. It is further argued that 
Europe must, for self-preservation, have 
money wherewith to pay the interest on its 
enormous debts, and that consequently goods 
will be sold at any price to obtain these funds. 

Amid all this welter of statements and mis- 
statements, of superficial reasoning and mere 
reckless guessing, some things must seem ob- 
vious. In a country at peace any lengthened 
interruption to the commercial life of a busi- 
ness organization is in itself a serious ca- 
lamity that takes a long time to remedy. In 
Europe this interruption is not only wide- 
spread in many nations, but it involves the 
absolute destruction of many of the most effi- 
cient units that made up the personnel of 
such organizations. To reassemble and co- 
ordinate new and untried units will in itself 
be a gigantic task, taking much time, patience 
and headwork. The efficiency of such organi- 
zations will be in inverse proportion to the 
newness and untriedness of such units, and 
in general they will be all that are to be had. 

The emergency workers now filling the 
gaps will be broken reeds to lean upon in the 
fierce competition that awaits those Euro- 
pean countries that seek to recover their lost 
foreign trade. The essense of successful com- 
petition is the efficiency of the personal unit, 
and that is why the American working man 
holds his own against the world despite his 
higher wages and his higher standard of liv- 
ing. Added to this is an efficiency of im- 
proved machinery and of manufacturing 
methods such as so far have not been matched 
elsewhere. What we have to fear from Eu- 
rope is not the competition of cheap labor in 
the shape of women, children -and cripples, 
but the competition of a new and intelligent 
democracy on the other side of the water. 
Much that seems now permanent in the in- 
dustrial life of Europe in the increased effi- 
ciency of its munition workers and the cheap 
labor of women is merely the unnatural stim- 
ulation of the stress of war, and will assume 
a lower and less intensive phase with the re- 
turn of peace. 
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It took the South over a generation to thor- 
oughly recover from the effects of the Civil 
War and the reconstruction, and the rehabili- 
tation of Europe’s ruined country and ruined 
industrial life is not likely to be a matter of 


a few months or even a few years, especially 
if the return of peace be accompanied by 
those political and social revolutions that are 
so freely prophesied. 

Commercial life does not thrive in the 
midst of change and upheaval. Most of all 
there remains the unanswered and unanswer- 
able question of where Europe will obtain 
money to pay for the things she will need so 
badly with the coming of peace and a large 
part of which we must furnish. Each day of 
continuing battles makes this problem more 
insoluble and points to the possibility of 
bankruptcy and possible repudiation of ex- 
isting obligations by the warring nations. 


The burden to be carried is so crushing that . 


it can only prove a sinister and forbidding 
deterrent to the industrial life and activity of 
the old world. Peace will bring to Europe a 
flock of troubles that demand her utmost 
thought and ingenuity to solve. Her contest 
with us in industrial life is not likely to be a 
matter of immediate moment but of a future, 
of whose nearness or remoteness it is impos- 
sible even to conjecture. Our commercial re- 
actions to the cessation of war will in all like- 
lihood be serious enough to engage our ut- 
most thought and attention. But in all like- 
lihood they will not be those of immediate 
commercial conflict and competition, but 
rather of readjustment to a serious diminu- 
tion in demand in some quarters and the 
deeper and more abiding problem of the rela- 
tion of our finances to those of the ruined 
countries across the water. 


How Low Can We Afford to 
Sell ? 


SUBJECT of the utmost importance to 
every hardware merchant—when ne- 
cessity arises, how low can we afford to 

sell an article and still make a profit ?—-came 
up for discussion at a recent meeting of the 
Brooklyn Hardware Dealers’ Association, 
Brooklyn, N. Y. 

Much has been written on the cost of doing 
business. Dealers have been told that they 
should know their operating costs in order 
to secure the greatest returns from their ef- 
forts. This knowledge is undoubtedly valu- 
able, but it will not help the dealer to any 
great extent if the only cost he knows is one 
that covers his entire stock. The cost of do- 
ing business is not the same for all classes of 
goods. Nails and linseed oil, for instance, 
stored in the basement or in a shed, occupy 
space that is the least valuable. Such stock 
should not under any circumstances be made 


to bear as much overhead expense as tools 
that take up the most valuable space in the 
front of the store. Some way should be found 
for dividing overhead expense more evenly 
over the stock. 

If a merchant finds that his cost of doing 
business is 20 per cent, the question arises 
whether that same amount should be added 
to the cost of a stock of screw-drivers that is 
turned six times during the year and also to 
a stock of enamel ware that is bought only 
three times during the same period. Good 
judgment would say no. The screw-drivers 
should bear a much less percentage of over- 
head expense than the enamel ware. Turned 
six times a year, they cost less to sell. Then 
again, more time is needed to sell certain 
items than is necessary with other lines. The 
following questions should have the attention 
of every thinking merchant: How can one 
know exactly what percentage to add to each 
item in the store? And of what value is it 
to know the cost of doing business unless it 
is an accurate cost and one that can be ap- 
plied in all cases? Must the rule that seems 
to predominate in so many instances, of 
charging all the public will stand, be the only 
rule by which goods should be marked? 

There are instances where articles can 
easily carry a profit of 100 per cent, or even 
more. But when competition is so keen on 
some items that prices must of necessity be 
very low, how is the dealer to know just how 
low he can sell and still be safe from actual 
loss on the transaction ? 

It is a question that should be studied care- 
fully by every merchant who is interested in 
running his store on a more systematic basis 
than his present one. It has been suggested 
—and the idea has been carried out in some 
instances—of dividing a store into depart- 
ments and figuring separate costs, based on 
the time taken to sell items in the depart- 
ments, the rate of turnover, and the‘ amount 
and value of the space occupied by the stock. 
That gets nearer the solution of the prob- 
lem than by simply having one cost of doing 
business cover the entire stock. 

There can never be any set of rules for 
conducting a store. If this were possible, 
then a laborer with sufficient capital might 
open a hardware store and run it as success- 
fully, or perhaps more so, as the seasoned 
merchant. There is no doubt that thought 
along this line is needed. We must ascertain 
the proper amount that should be added to 
the invoice cost of each line of goods or each 
individual item to really net a profit and find 
some way of knowing just how much profit is 
really being made. If this necessitates an 
elaborate system, then it defeats its own end. 
Each merchant must solve his own individual 
problem, but a close study of this subject can- 
not fail to be of value in ascertaining ac- 
curate costs. HARDWARE AGE would appre- 
ciate expressions from dealers who have 
given thought to this matter. 
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How I Would Run a Hardware Store 






A General Salesman’s Ideas for a Retail Business 


_ By JOHN A. FORBES 
With Farwell, Ozmun, Kirk & Co. 


HAVE often been asked how I would proceed 
| should I decide to go into the retail hardware 

business—just what methods I would pursue. 
From many years’ observation from a selling stand- 
point, both on the road and meeting customers in 
the house, I think that naturally the first thing would 
be to find a good location and then select a good all- 
around hardware concern; that is, a concern that 
carried the largest number of lines I expected to 
handle. Possibly I would establish a line of credit 
with a second jobber—two lines of credit with job- 
bers would be enough. 

In selecting a stock of hardware it would natur- 
ally be in accord with the location. It would be a 
stock that would be complete in every way, with 
small amounts of each article; that is, I would not 
buy a large amount of the different classes of goods, 
but would have a sufficient quantity of each so that 
a sale could be made without disappointing a cus- 
tomer. For example, %4 doz. 5-gal. oil cans would 
do just as well as a dozen, for I could reorder and 
keep my stock moving and not have as much in- 
vested. 

I would obtain from the postmaster or newspaper 
man as complete a list of people as possible—men, 
women and children who might become prospective 
customers—and I would issue invitations or circu- 
lars that would notify them of my having located at 
this particular point. Then I would follow up this 
mailing list every month, or at least every two 
months, with a sheet showing special articles that I 
wished to push. Or I would possibly get out a little 
trade paper giving a description and illustrations of 
the seasonable articles to be used during that period, 
or about to be used, always giving the net prices for 
each article. The persons receiving these catalogs, 
after looking them over during their leisure hours, 
naturally would like to call at my store and com- 
pare them with other articles they had in mind or 
had seen in other catalogs. 


Permanent Place for Ad 


From the newspaper man I would obtain a per- 
manent space for my ad; in other words, I would 
have my advertisement shown on the same page and 
in the same place in every issue of the paper, so 
that in reading the paper the public would always 
know where to look for my space. I would en- 
deavor to make it attractive in every issue. The 
wholesale houses are always willing to furnish cuts, 
and often the cuts have descriptive matter which 
will make a complete ad. 

I would have an attractive store; that is, one 
where the goods were arranged attractively and 
where everything was clean and up to date. How 
often a dirty and dusty article loses its selling 
power because people do not care to handle it! 
It is natural to wish to buy new and fresh goods. 

I would always have something in the window 
that would be attractive, and would change the dis- 
play often. I asked a customer who is in a small 
town why he did not make some kind of a display 
in his window. He replied that the town was too 
small, and that it would not do any good. I finally 
induced him to put in a small display of granite 
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ware. He was surprised at the amount he sold as 
a result of the display. From that time on he 
always had a good window, and it paid him. 

I called on a large customer in one of the Western 
towns, and as I entered his store I noticed that he 
had a stack of oil cans in the window. I asked him 
to walk in front of the store with me, called 
his attention to the window, and inquired whether 
he would be attracted by it if he were a stranger in 
town. He said he would not, but that neither he 
nor his clerks knew how to make a good display 
and he had put the cans in the window just to fill 
up the space. He readily consented to let me take 
charge of the window, and we put in a warship 
display which took some time to prepare, but which 
proved a drawing card and brought a great many 
people to the store who made inquiries regarding 
the goods, and who also bought many of the arti- 
cles. The daily paper photographed the display 
and devoted half a column of space to it. Since 
then this dealer has always had a good window dis- 


play. 
Proprietor’s Place in the Front of the Store 
I think a proprietor’s place is in the front part of 
the store, to meet his trade. So often we find him 


in the back end of the store keeping books, or in the 
tin-shop doing work that the clerk should do. He 


- should be in the front part of the store ready to 


assist in the selling or showing of attractive lines, 
and he can more than pay for the bookkeeper or 
tinneér. 

When a salesman called at the store with a spe- 
cial article or sample line I would see that all the 
clerks were instructed by him in the selling points 
of his particular line. I would, at certain times, 
offer special inducements to all clerks in the way of _ 
sales on certain articles. I would see that a clerk 
who had worked a number of years for me, say five 
years, received a certain percentage of the sales, or, 
possibly, I would give him a share in the concern, in 
the way of stock, and for every five years a cor- 
responding increase. 

I would make it a point never to buy from a “spe- 
cial” salesman, as my experience has been that the 
special man has only the one line to sell and he is 
very anxious to place this in a large quantity. I 
would buy, as I said before, only from two jobbers, 
and from them I would buy the special man’s spe- 
cialty in a small quantity. In talking to a merchant 
a few days ago, he said that he had been stung 
every time he had bought frem a special man. I 
would make it a point to go to the market at least 
two or three times a year (by market I mean whole- 
sale house) to meet the people and become ac- 
quainted with them, and also to look over their 
special lines and to see if it were possible to pick 
up any special bargains from their job counter. 

In my store I would have 10- and 25-cent counters 
and I would keep them well filled with attractive 
lines. Should I find that I had in stock any arti- 
cles that were not selling I would place them on 
special counters and make special sales and dispose 
of them. 

* A few days ago I called a merchant’s attention to 
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an article that was being introduced, and he made 


the remark, “I never had a call for it.” This mer- 
chant never will have a call for this article. It has 
to be displayed to be sold, and by putting it in stock 
and showing it to the trade a merchant should have 
no difficulty in having many calls for it. This is 
true of many lines. 

In my hardware stock I would put in special lines. 
By this I mean lines such as percolators, electric 
sad irons, many of the useful household articles, 
such as porcelain and hollywood rolling pins—lines 
especially appealing to women for their kitchen 
use. In these lines there is always a good profit. 

During the holiday season I would put in an at- 
tractive line of salable articles for the Christmas 
trade. It would be well to create a demand for 
articles. In this connection I often think of a man 
who placed an order with me for twelve washing 
machines and after he had placed an order for his 
complete hardware line I was curious to know why 
he bought twelve washing machines in one ship- 
ment. He answered me by saying that he had sold 
during the year so far eighty-eight washing ma- 
chines and wished to sell twelve more to make an 
even hundred for the year. I asked him how he 
happened to sell eighty-eight and what was his 
method. He replied that he would place one of 
these washing machines all set up ready for use in 
a farmer’s rig and ask him to use it four times— 
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not once, twice, three times, but four times—and 
if after the fourth time he was not satisfied to 
please return it to him and he would refund the 
money. Out of the eighty-eight he never had one 
returned. He afterwards informed me that he sold 
many over the hundred in this way. This method 
proves successful in many other lines if they are 
good strong lines, and you can be perfectly safe in 
having your customer take them home and try them 
with a guarantee that you will take them back if 
they are not satisfactory. One has to be sure that 
he has good lines to do this. 

As to treatment of mail-order houses, I would go 
on record with my customers that I would meet all 
prices in the mail-order catalog, with the freight 
added. This I would make a standing offer and I 
am sure it can be carried out. This has proved true 
with many of our customers. I would buy from the 
jobber’s salesman who called on me, -go through his 
catalog thoroughly on each of his trips, but I 
would keep my mail orders going to the house as 
fast as I needed articles that would make up a ship- 
ment. I would wait for the jobber’s salesman, but 
would have shipments on the road at all times, keep- 
ing my assortment complete. 

I noticed in some hardware magazine a few days 
ago the following: “To refuse to take back unsat- 
isfactory goods, is usually to send a customer to 
your competitor.” 





Remington to Celebrate 


Hundredth Anniversary 


b Moms Remington Arms-Union Metallic Cartridge 
Company, 233 Broadway, New York City, has 
announced that Aug. 29, 30 and 31 are to be set 
aside as celebration days by the Ilion Centennial 
Committee, Ilion, N. Y., to celebrate the making 
there of the first Remington rifle 100 years ago. 
Appropriate programs have been arranged to make 
the celebration a memorable one. 

A well-known Bohemian sculptor is creating in 
clay his conception of the making of the first Rem- 
ington. From this model bronze statues will be 
made and presented by the citizens of Ilion to the 
organized militia of the United States for perpetual 
competition. These statues will be sent to the 
national capitols of each State and will be competed 
for each year by the National Guard companies and 
awarded for proficiency in marksmanship. This 
model may be also reproduced in other ways. 


A Nightmare in Hardware 


O-DAY I drove the pigs of lead 
Down where the tailor’s goose 
Was drinking from the old spring-bed, 
As was its wont and use. 


HE sad-iron stood in sorrow by; 
The weight had lost its scales, 
But the harrow showed its grinning teeth, 
And the keg its tenpenny nails. 


HE auger cried, “Life’s one long bore”; 
The plow said, “I’ve my share”; 
The copper whispered, “All is ore”; 
And the hair-spring tore its hair. 


HOUGH the monkey wrenched nut after nut 
From the rods that tried to bolt; 
Though the cross-cut saw bad-tempered got, 
Seeing the stop-cocks molt. 


OQ game the chains put on their links, 
Where the planes were smooth as glass; 
A heaviness fell on the zincs, 
A dullness on the brass. 


HAT strange, hardwaring sights there be; 
The jack-screw turned away, 
A saving thought came unto me— 
‘I need not weight to-day. 


HE thing I could not understand; 
I turned my pigs of lead, 
And drove them with an iron hand 
Back to the smelting shed. 


—Exchange. 
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Publicity for the Retailer 


A Trio of Well-Planned “ Seasonable Goods ” Ads That Are 
Giving a Real Impetus to Early Summer Buying— 
Co-operating with a Newspaper’s “ Trade 
at Home ” Campaign 


By BURT J. PARIS 


A Notable “Trade at Home” Campaign 


No. 1 (3 cols. x 4 in.) —As the propaganda of the 
catalog house has become more far-reaching so has 
the need for home-trade stimulant become more in- 
sistent. In the earlier days when first the mail- 





It Pays To Trade At Evers’ 


BECAUSE—You get GOOD QUALITY. It pays to have good stock, to 
plant good seed, to farm good land, to read good books, to keep good company, 
to buy godd goods. In any of these things you might save some money AT 


FIRST on a cheap quality, but you know how expensive it would be in the end. 
Quality comes first, and with it should go fair prices. Without cither, the mer- 
chant soon fails; and without both his career is hard and short. For more 
than 30 years this store has put quality first, together with fair prices and 
good service—and practically all the citizens of the « mniunity are our reg- 
ular, satisfied customers. Without Quality First, we could not have held out, 
could not have made so many friends, and could not have grown to be the old- 
est and largest hardware store in the county—and as the years go by, we are 
ever striving to improve the quality of everything we sell. Before you buy 
think of the guaranteed Quality, Service and Prices at Ever's. 
(Read our ad next week—on Better Service.) 


EVERS HARDWARE Co. 


Agents for Deering and McCormick Binders. 











No. 1—Convincing home trade talk 


order house made its influence a thing to be reck- 
oned with, the hardware dealer, startled and in- 
censed to finally learn that home trade was evan- 
escent and the lure of the dollar was stronger than 
the bonds of community loyalty, indulged himself 
to the limit in tirade and invective. Some of those 
early ads which came under the notice of the writer 
would be highly amusing to the hardware man who 
to-day is using a subtler style of appeal. The latest 
development of the “Trade at Home” idea is noted 
in the increasing activity of the local newspaper to 
aid the hardware dealer in his effort to foster local 
pride and loyalty. In this connection, note this ad 
sent us by the Evers Hardware Company, Denton, 
Tex. The thought here expressed ties up with the 
two-page special home trade boost that was staged 
by the Denton Record-Chronicle. Each of these 
pages was divided into three sections: a column in 
the center featuring, “Ten Reasons for Buying at 
Home” and on each side announcements of the local 
merchants. These ads were all the size of this 
Evers ad that every merchant might be represented 
and the weight of such representation be reinforced 
by the paper’s active co-operation. The showing 
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thus achieved was impressive to a high degree. 
When you consider the frank talk in this Evers ad 
and realize that every other ad was similar in 
thought and then add to the weight of this united 
argument the enthusiastic editorials of the paper, 
you will gain some idea of the trade-at-home enthu- 
siasm roused by this combined effort. We would 
like to see every town which feels outside competi- 


‘tion put on a similar campaign. Get together and 


put it up to your newspaper; you’ll find a big wel- 
come- waiting for you, for the newspaper has just 
as much, or rather more, to gain from such a 
propaganda than you, yourselves, have. This 
Evers ad shows you how forceful you can make your 
home-trade talk. 


24 Pemex 


-~| Hardware News | sag 


Published by , 


Warren Hardware Co. Lid. 


Pennsylvania Avenue and Liberty Street, Warren, Pa. 
WHY WE PRINT THIS AND SEND IL TO YOU. 


ei We wish to better acquaint you with this store. and its methods of do-- 
ing business with you. 

We wish to call your attention to a few of the many items of mer- 
chandise that we have in stock of the Highest Grade, mace and sold with 
the Manufacturers’ Guarantee and Ours. 

We want you to trade with us, and satisfy yourself that we endeavor 
to carry out Good Goods, Fair Prices and Prompt Service. 

By “Good Goods” we mean, Articles of merit and guarantee; articles 
that you get vour full money’s worth: that do the work and give you ser- 
vice. If they do not, bring them back. 

“Fair Prices.” This meansa fair profit to you asa buyer and con- 
sumer, and our compensation asthe dealer. 

“Prompt Service.”” You will not have to wait or ask fora clerk. We 
meet you at all times as you come in. Your purchase of one to five cents 
is just as welcome as the one to five dollars or more. Your money is just 
the same as your neighbor’s or friend's. 

Your Mail or Telephone Order is given immediate attention. 

Our Delivery Service is when you want it. 

Buying your goods at Home, has many advantages. You see the article. 
You make comparisons of size, weight, color, etc. You only pay what it is 
worth. We are here every business day of the year, and you pay when you 
get the goode and not-before. If you have been buying from out of town 
catalogues, bring the Catalogues with you and on any standard article of 
manufacture, and on which the manufacturer’s name appears, we can meet 
the price and you also have the advantages as above. 

We trust you will read this message, and trade with us, as we mean 
every word of it. 















The Manager is not behind 
a glass partition or closed 
doors. You can meet him at 
any time. If you think you 
have a complaint, we wel- 
come it and assure you a fair 
adjustment. 
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Genuine P 


to 4¢ inches 


text galvanized screen wire made 


Prices, all sizes 


Gilbert & Bennett 


earl Wire Cloth 


3y,¢ per 


We carry it in widths from 24-in 


sq. foot 





Clinton Black Wire Cloth 





The standard black screen wire, all widths, priced at..1%g¢ per sq foot 
‘ _ Reatymase Screen Doors 
> ( r t% doors, varnished, covered with best black a 
- for : x ymplete with hardwar . $1.35 
Mail o no hardware) ‘ ~- $1.35 
Other sizes in prop a 
Other sc n decors for 90¢ up. . See on tock before buying doors 


Lawn Hose 


*DELTA"—A moulded and braided 
hose, best ever offered in Frankfort: 
rubber and fabric will not separate; 
guaranteed two year mmplete with 


pas, in any toength 





Tuxedo 


TUXKEDO—A high-grade rubber ose, 
25 and 56-f{t hengths, zuarantoed ior 








Extra Heavy Galvanized Pails 





a ill outlast ordinary pails, heavy balls 
12 qt. size, Ry-Lo Price 38c Catalog Price Se 
14 at. size. Ry lo Price 45¢c Catalog Price 45¢ 
Flash Lights and Batteries 
Ever Ready, No. 2612, complete with battery, in long 
Lo Price .-98¢ Mail Order Price 
Ever Ready, No, 2604, with battery, G\%-in 
Ity-Lo price ° S4c Catalog Price S4e 
Niagara Searchlight with battery, nickled 
Retz CURD cccoccee seevece $100 Catalog Price . .. $1.00 
fwo Cell Vatteries for above lamps . 2te 
Three Cell Catterics for above lamps ....... 28 


Garden Tools 


Steel rake, i4-tooth, 2 fine tool 


iy la Price 45¢ 

Mail Order Pric 

Garden hoes, good grade 

Zin Ry-Lo Price 25¢ 

Mail Ord: Price ie 
n Lo Price 33c 


Mail Order Pri« 
Hand Cultivate 


yla Price . «..58e 


Catalogue Price 











Stanley’s “‘Bailey’’ and Sargent 
iron Planes 


Garden Plow 


and Cultivator. The high wheel kind, 
solid and easy to run. Steel or wood 
frame. Complete with all tools 


Price $2.25 


Garten Spade 








Refrigerators 


mMZmY” » 4+0Oz 
<ACcaZao 





The RNelding-Hall Refrigerator in 
either the NOT-ASEME or *CEN- 
TURY brand stands for Perfection in 

SANITATION 

ECONOMY and 

DURABILITY 
We have an 
sales plan on owr refrige 
eason and would like to have the 
escniing Our propo 
Come in, 


especially § attractive 


rators this 


ortunity of pr 
tion to you personally 

our display and ask for our new 
price proposigion. It will be an agre« 
' 


able surprise to yor 
Several designs, ced in a rance to 
suit all 





By-Lo Bulletin 


PRICES QUOTED HEREWITH 
ARE THE RULE AND NOT THE 
EXCEPTION TO BE FOUND IN OUR 
ENTIRE STOCK. WE BELIEVE WE 
CAN MEET MAIL ORDER COMPE- 
TITION AND WE ARE PRICING OUR 
ENTIRE LINE ACCORDINGLY 


Frankfort First 





RED HEAD SPARK PLUGS 


Regular Price Tic 
Regular Price $1.00 


Reguiar Price 5 


Regular % and % sizes—Hy-Lo Price SSe 
g Roy Plugs—l!y-Lo Price Oc 
iingo Plugs, "4 and % vlo Price 2%¢ 





FOR TOOL BOXES 


A fine he —RyLo Price $1.45 Catalog Pri¢e $1.45 





Hand Klaxon Auto Horn 


The hest hand horn made—Py La Price $7.12 Mail Order Price $7.12 





Michelin Mastic 


Mich M Ry-Loe Price 25¢ Mail Order Price 2% 
‘ Omid tloet 

3 y lo ft 45c Catalog Price .45e 

3 t yo } ... Se Catalog Price guccce Oa 

! lo Trice 65c Cataloe Price . «+ +e sOb€ 





Auto Tire Pumps 





Single cylinder—ly-Lo Price..90c Mail Order Price...... S0c 
Double ¢j)linder—Ry-Le Price $1.35 Mail Order Price ——— 
e and handy—Py-Lo Price $140 Catalog Price .. -» S4.@ 





_ Dowagiac Casting Minnows 


i the genuine Heddon Dowaglac. Note these prices and re- 
member we cam save you an average of 50% on your fishing tackle 
all the way through 
Regular Patterns, Standarg Price tic, By-La Price o- ovve SB 
All 85c minnows—Ny-Lo Price.... . . Se 
eRwar price 16¢c—By-Lo Price ... reves S86 


iimus Coaxera 














Union Hardware 

















































































































Rqual aating tool 
Smooth Plane, No. 3 oF 3e.. .... Bylo” Price $1.00 Ball Bearing Skat 
Ry-l Pri 92c 
Malj Order Price .$1.6e " = s §iate a a ng es 
Mail Order Pri $2e 
Smooth Tiane No. 4 or 4 se-eeee By-Lo Price $1.60 ; ; : Thi he finest sidewalk skate manufactered 
Mail Order Price 75 Roys* or Girls’ sizes——Special price $135 
Jack Plane, Ne & or Se ‘ By-Lo Price . $2.05 Not Jisted by catalog houses 
Mail Order Price... 2.05 G t d St t A Sits ' 
sini ici sin tacts i ss, tls tie nit uarantee eei Auger 
Mail Order Price..........92.60 14 me see-Sete Prtn......005 Mell Grdee Seles Pure Aluminum Tea Kettle 
Jointer Plane. Ne. 8 or Sc om By-Lo Prie e $3.50 G in. sit Cy-lLo Price iKe Mail Order Pri« 
Mall O der Price... , in. size—DBy-lo Price 5c 0=« Mail Order Price ; I*e Gqt size, solid, plain, smooth, polished 
1G in. siz Ky-Lo Price Se Mail Order Price : By-Le, Price .. ..$200 Catalog Price ; «$2.15 
1-2 in. site—By-Le Price Se Mail Order Price ' nae 
Stanle Levels 9-16 in. sise—By-Lo Price ‘Se «=0Mail Order Price S5e 
y &S in. size—By-Lo Price......15¢ Mail Order ‘Price she 7 mi m Coffee b otatos 
11-16 im. size—LUy-Lo Price 20¢ Mail Order Price , u nu erc 
ae on eee Mail Ord Note the difference in price, and remember, we deliver, and save 6 cup size—makes delicious coflee—Special By-Lo Price . 98 
yie Price Mali Order Price you the freight (Xot quoted by catalog houses.) 
No. 30 Plumb Level, brass ends 
iy-Lo Price ... $1.30 r Mail Order Price. .$1.30 . 
erns Cabinet Scrapers Aluminum Double Boiler 
in Saw Ne. 6 Tubular Lantern 3%55 fine steel Pure aluminum, 2-qt size, lid fits both pans 
by-lo Price..36¢ M. ©. Price. .35¢ By-Lo Price .... «++. 106 by-Le P ee , , 
aa yl rice e Catalo Pric® ... ‘ $1.45 
COPING SAW—A good frame, complete with 12 Ne. 3 Cold Blast; new pattera, short ay Order Price _ whee — 
globe yla Price e , 10c 
lades -. 14e Ry-Lo Price..75¢ M. O. Price..75¢ el Orde Price l4e 
: ma, 8 Magelar Polen, coqger tent Combination Aluminum Set 
fty-le Price $1.00 Price $1.00 ~~ Wrecking Bars a 
Hack Saw Switchmen’s Lantern. stiff wocd bail, Fine Octagon Sitcel Pars 1%-qt sauce pan... ‘all f i 
not listed by mail order houses 2+-in—Hy-Lo Price 2-qt sauce pan. or - 
HACK SAW—Fine Nickled, adjustable frame, Special , oe oe . $1.35 Catalog Price J 
with Victor flexible blade All goods returnable if uasatis factory 
ive Price ......+,28e Grate (rten......fte 3-in-1. Combinati 
Gilng. heavy black, 1\%-in. satrap Rawhide Halters - ne , m na on 
By we Price ° $1.50 1 
. \%-in, green tanned Wizard Oi] Mop é y 
Sargent Steel Squares ae Sele ae +120 Wizard OM! Dust Bere Pome ta 
Catalog Price tive See bottle W — on ; All f 69c 
) Malleable Lasts & Stands ina ve | or 
No. 24. a good general purpose square 2+-in 4% 6 tents eck Halter, heavy and durable 
' wi i 
ty-Lo Price . , 24c Mall Order Price Lic By-Lo Price , : $1.00 
i¢in. with 4 iasis..... ‘ soe Catalog Price $1.00 
No. 106, Framing Square 14-in. cast, 3 lasts Heavy Japanned Dust Pan 
Ny-Lo Pri ‘ 93¢ Mail Order Price 92« These prices same as mail | ender and Food C 
. This is an extra good —By-Lo - Py pasenell 
100 C R, Framing Square, best made we save you freight No. 110. Grisseoid, 3 knives ° - ’ Prise We Cotaiag Svise oe 
Ry-Lo Pr ; , $1.44 Mail Order Price $i ai Ry-Lo Price..79¢ M. O. Price. .85¢ 
Alarm Clocks No. 20, Sargent, 4 knives, complete 
Ryo Early Risers—a good time | py-Lo Price.$105..m. 0, Price.$1.05 Brass Wash Boards 
heeper aun ‘ 
Goodell Drills I : — ~ Barrel Churns Regular family size—By-Lo Price 38¢ Catalog Price .. - 38 
Goodell Pratt Hand Drill No. 49 Catalog Price ... .G5e The Genuine “Standard” 
Ngee Pric@ .ccccccsces 8c Chicago Price No 1 to 7 gal, By-Lo Price.$3.20 
ma o-8 SOmn Bpia Paeneeee Portable Steel Ovens 
Goodell Pratt Mreast Drill with special fast cutting teeth, Atkins Save the Preight 
s® oughout 
ly Lo Price : ° ’ $1.98 Catalog Price s $) 98 make Cee Se eee old — lined thr out, 2 burner 
By-Lo Price..75¢ Catalog Price. .78¢ = Lo Price : -.-91.70 Catalog Price ......... $1.70 
Strictly Guaranteed No. 9¢¢—Plain frace 
liy-la Price..36¢ Catalog Price. .35¢ 
C. E. Jennings Base Ball xe. wa8—Ratebet Brace Galvanized Poultry Netting 
Say k t a j Chi i] We sei] the REACH LINE  Price..6Ce Catalog Price. .C0e 
oc e ram ng se s z-inch diamond mesh, standard grade 
Absolutely the finest chisel manufactured i2-in high ee per yard Full rolls pedee 70c 
%in MyLo Price 32c Catalog Price PERP EC TION MITRE BOXES isin high.... ..2¥%¢ per yard PFoll roll . $1.06 
; net , - nan or 36 Nothing bett: rfectly accurate 24-im bigh...... -3c per yard Full roll ,...... ... $140 
4 in ty-Lo Price . © ‘tatalog ce . 3 tr 2 32 : 
yle Pr 29 ‘Catalog von $ 3¢-in bigh............5¢ per yard Full rol - $2.10 
iy-I >ri 36c (Catalo P , Ihe 
ee ee rs KRAEUTER FINE COLD CHISELS (Sin high............€0 per yaré Full reil 92.75 
% in Ryo Price 4c Catalog Price 4H These are th le sold in Frankfort Catalog CO-in high .-»+-8¢ per yard Full roll 3.50 
l-in Ny-Lo Price 42¢ Catalog Price ‘2 prices om common chisels T2-im bigh...........%@e per yard Full rot .. 4.15 
%-ia—By la Price ...10e Mail Order Price : 1ée 
¥ , Price 44 Cat . Pri r . Galvanized poultry netting staples .......... , r tb 
Weis Myte Priet , mang Swas ™ % in—ly-Lo Price -.--14¢ Mail Order Price : lde - 7 « ° tc pe 
itt-in Ty Lo Price ..46¢ Catalog Price 46e¢ 
We guarantee all merchandise advertised by us to be as represented Pratt & Lamber 's 
and wil! cheerfully refund the purchase price for any article bought here 
—_ ear vies es High Grade Varnishes 
Hand Saws—Finest Made arn 
22-in Ry-Lo Price $1.40 Catalog Price $145 ¢8 PRESERVATIVE—liet $2325 By-Lo Price.... . $2.75 gal 
2G-in By-Le Price ..$1.65 Catalog Price oF $1.75 61 Floor Finish—tist $23.26 By-Lo Price.... $2.75 ga! 
ein By-Lo Price .,.$1.80 Catalog Price : All other varnishes and finisbing material at correspondingly low prices 








No. 2 (8 in. x 10 in.). 
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A Store Policy Convincingly Outlined 


This is the title page of a 


four-page circular sent us by the Warren Hardware 
Company, Warren, Pa. After reading it anyone will 
have a clearer conception of what the term “home 


trading” means. 


“Good goods,” “Fair Prices” and 


“Prompt Service” are words that one is inclined to 
slip over easily unless you roughen them up by 
actually telling what they mean, and you would have 
to do some hard thinking to translate them more 
convincingly than the Warren Company has done 
The other three pages of this circular are 


here. 


devoted to illustrations and descriptions of lines 


carried. We read every word on these three pages, 





3—Where the great value of good typographical design is apparent 


but we found only four instances of price quoting. 
That should be remedied in the next Warren cir- 
cular. 

An Example of Fine Typographical Design 


No. 3 (Full page)—The By-Lo Hardware Com- 
pany, of Frankfort, Ind., sent us this ad. Just 
glance over it and note how it refreshes the eye. 
The most excellent typography in this ad is a prac- 
tical illustration of the value of giving close atten- 
tion to the manner in which your ads are set. An 
analogy on the real value of superior typographic 
design might be cited as follows: An eminent 
speaker is scheduled to appear at a large hall. He 
has the power to convince, but unless his presence 
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Special Display 














SEASONABLE [fégmans 
se |GOODS! Sz" 














The Special Prices Quoted Are In Effect Until Saturday Night 
Aluminum Percolator Leonard Cleanable 
Refrigerators 








High Grade, Hinged Cover, Capacity ¢ 
Caps. Special Price . a9 











High Grade Electric Iron—Guaranteed 
Complete with cord, plug and socket 
adeeweg ; ie si.98 








Athletic Goods 








Base Balls, Bats, Gloves, Mitts, Masks, etc 
and at the right prices 





Fry Pan 





We are showing 2 very complete line of 
Hirh Grade Gas Ranvres and offer ex 
ceptional values in sew end convenient 
patlerms 








Made of Heavy Sheet Aluminam, Size 10'/, 
inch. Special Price , ’ 5% 





Wear-Ever Aluminum 
Demonstration 


65 Rie Gh ce.bese us a factery 


Colgate Shaving Soap 













care 
ef @aniamm esshins aun, ‘We are 
Se genuine Wear Ever « at Wind 
Kettle with Cover, worth 

ane os Oude for .. 


Made of Heavy Sheet Aluminum, with in- 
Set te be used as double boiler $248 
Tea Kettle only $1.98 


Field and Poultry 
ence 


Our Steck of Field and Poul- 
try Fence is and 
our prices very reasonable. 

















Ernst Efficiency Club 


RGANIZATIONS for a better understanding be- 
tween employer and employee are rapidly gain- 
ing in popularity. Not only do these clubs make for 
better working conditions, but when conducted in 
a constructive manner they increase the efficiency 
of the employees. Especially valuable are such 
organizations in a retail store. 
Several months ago Louis Ernst & Sons, Roches- 
ter, N. Y., formed an organization known as the 


Ernst Efficiency Club. Nothing was said about the — 


club outside of the company until it was definitely 
decided that the movement was a success. It is 
acknowledged now by every one connected with the 
club that each succeeding meeting becomes more 
interesting and beneficial to the members. An idea 
of the object of this club can be obtained in no bet- 
ter way than from Article 2 of the by-laws, which 
reads: 

“For the development of the spirit of co-operation 
and for the training and education of the salesmen. 

“To elevate the prestige of this establishment by 
improving the quantity and quality of the stock and 
the service to the public.” 

Regular meetings are to be held on the first Sat- 
urday of each month at a time and place to be desig- 
nated by the executive committee. Attendance at 
these meetings is not compulsory, but practically 
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is made known that power counts for naught, for he 
will have no audience. Likewise an ad may be 
for¢efully written, but by slipshod display it may be 
as good as hidden from the reader. This ad has 
only one cut, but it doesn’t need even that to be 
attractive. The compelling design is the result of 
(1) contrasting a fancy outside border against in- 
side rule panels; (2) the use of balanced columns 
and panels; (3) the use of uniform styles of type, 
Gothic for display and Roman for the body. The 
headings are so snappy and clear that the need of 
a general head is hardly noticed. This fact is the 
best proof of the ad’s excellent design. We have 
one suggestion to make which would have improved 
the ad from a copy standpoint and that is as fol- 
lows: In the center of the middle column, in a 
space about twice the size of the steel auger bit 
panel, we would have used an opening talk with a 
general head on seasonable goods at right prices. 
Other than that, we have no further suggestion of 
material import, and we congratulate the By-Lo 
people on the production of so striking an ad. In 
looking over this ad, note the By-Lo Bulletin notice, 
the guaranty of merchandise just above the firm 
signature, the firm signature cut and the leading 
position given to automobile accessories. 


Another Exposition of Seasonable Articles 


No. 4 (4 cols. x 16 in.) From the Newman Hard- 
ware & Stove Company, Columbia, Mo., comes this 
interesting seasonable goods ad. This ad has a spe- 
cial punch inasmuch as sale prices are quoted for 
a limited time only. The articles which are shown 
by the excellent illustrations are such as to appeal 
to the early summer buyer. An opening talk would 
be a good addition to this announcement, though it 
is not as necessary as it would be if the prices were 
regular rather than special. The whole ad is very 
neatly arranged and is at once attractive to the eye. 
Note the demonstration panel at the bottom of the 
center column. 


every employee of the Ernst establishment has at- 
tended every meeting held so far. Several of the 
meetings have taken place immediately after the 
close of business at 6 o’clock, while others, depend- 
ing upon circumstances, have been held at 7 o’clock 
after the force has returned from supper. It is a 
rule that meetings shall be adjourned not later than 
8:30 in order that the members may still have the 
best part of the evening at their disposal. 

At the last meeting a program was arranged so 
that the merits of new and seasonable goods could 
be discussed by individuals most familiar with the 
selling points of these special lines. The different 
kinds of paint and varnish in stock and the selling 
points were discussed by the head of the paint de- 
partment. Another speaker pointed out the chief 
selling features of lawn mowers. A young lady 
from the cutlery and housefurnishing department 
explained the merits of a line of fountain pens the 
firm had just put into stock, as well as the argu- 
ments in favor of a new kind of cooking utensil. A 
salesman from the automobile accessories depart- 
ment spoke on automobile lubricants. 

The president, the secretary and the treasurer 
have been appointed as well as an executive commit- 
tee to serve with the officers as the governing body 
for the club. As occasions permit representatives 
from various factories will be invited to address the 
meetings. 















Trade Conditions and Iron, Steel and Hardware Prices 





Official figures printed last week show that 
this country is producing pig iron at an un- 
precedented rate. In spite of the record out- 
puts of pig iron that have been made for 
about a year, stocks in the hands of con- 
sumers, and also at the furnaces, are light. 
Prices of pig iron are fairly firm but show 
no signs of advancing. 


In the hardware trade conditions continue 





MARKET SUMMARY FOR THE BUSY READER 


most active, the volume of business being 
much heavier at present than ever before in 
the history of this trade. Prices are strong, 
and many hardware jobbers and retailers are 
making handsome profits on account of hav- 
ing fairly large stocks of goods bought at 
prices much lower than are ruling now. The 
demand for goods from the country districts 
is very heavy, and also from all other sec- 
tions. 











Office of HARDWARE AGB, 
Pittsburgh, June 13, 1916. 


FFICIAL figures printed last week again show that 
this country is producing pig iron at an unprece- 
dented rate. In May the total output of pig iron in the 
United States was 3,351,073 tons, an average of 108,099 
tons per day. The output in April was 3,227,768 tons, 
or an average of 107,952 tons, the increase in May out- 
put over April having been a little over 23,000 tons. 
Output of pig iron in the United States is now at the 
rate of about 40,300,000 tons per year, but a few fur- 
naces have blown out in the past week or two and others 
will have to go out soon for relining and necessary re- 
pairs on account of the hard pace at which these fur- 
naces have been driven for many months. In spite of 
the record outputs of pig iron, that have been made for 
about a year, stocks in the hands of consumers and also 
at the furnaces are light. 

A feature of the situation that is causing some uneasi- 
ness is that the railroads have been buying very little 
material of any kind for some time. Prior to May l, 
when prices on steel rails were advanced $5 a ton, most 
railroads covered their needs of rails not only over this 
year, but for all of 1917. This is reflected in the fact 
that on steel rails, 60-lb. and running up to 125 lb. to 
the yard, the Carnegie Steel Company is sold up 
through third quarter of 1917 on all the heavy steel 
rails it can turn out. On the other hand, prices of 
plates have reached such a point that the cost of steel 
cars is now more than double what it was a year or so 
ago,. with the result that the railroads are not inclined 
to place orders for steel cars or for locomotives, which 
are also about double in price what they were a year 
ago. 

Recently there has come in the market a very large 
capacity in open-hearth steel, and this is having the 
effect of curtailing any further advances in prices. It 
is a fact, too, that a very large amount of rejected shell 
steel is being offered in the form of blooms and slabs, 
and this is suitable for many purposes, but is not suit- 
able for sheet or tin-plate mills who use low-carbon 
Bessemer and open-hearth steel. One authority estimates 
that there are fully 150,000 tons of rejected shell steel 
now being offered in the market, and this steel has been 
sold at prices ranging all the way from $30 to $42 and 
higher. There is some weakness in prices of light black 
and galvanized sheets, and there is also more anxiety on 
the part of some mills to make sales. It is not believed 
there will be much change in the present situation over 
the next three or four summer months. No heavy de- 


cline in prices is looked for, nor is any advance ex- 
pected. With the return of hot weather, the output of 
blast furnaces, steel mills and other manufacturing 
plants will fall off considerably, and this will likely pre- 
vent the mills from catching up on back deliveries to 
any great extent. 

In the hardware trade conditions continue most 
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PITTSBURGH 


active, the volume of business being much heavier at 
present than ever before in the history of this trade. 
Prices are strong, and many hardware jobbers and re- 
tailers are making handsome profits on account of hav- 
ing fairly large stocks of goods, bought at prices much 
lower than are ruling now. The demand for goods 
from the country districts is very heavy and also from 
all other sections. 


WIRE NaILs.—There is not so much talk now of a fur- 
ther advance in prices of wire nails, and some in the 
trade are inclined to believe that there may not be any 
further advances, but this is only surmise. The new 
demand for wire nails is fairly heavy, but most con- 
sumers are covered by contracts over the next two or 
three months, and specifications are heavy. The stand- 
ard price of wire nails is $2.50, but some mills are still 
getting $2.60 for fairly prompt delivery, and one mill 
is quoting $2.70 for shipment in last quarter of this 
year. Prices remain very firm, but there is no sign of 
another advance, although this may be made at any 
time. We quote: 

Wire nails in large lots to jobbers, $2.50 to $2.60 base; in 
carload lots to retailers, $2.65 base; less than carload lots, 


$2.75 to $2.80; galvanized nails, 1 in. and larger, $2 extra; 
shorter than 1 in., $2.50 extra. 


Cut NaiLts.—The demand continues very heavy, with 
prices ruling firm. The scarcity of steel slabs for mak- 
ing cut nails may possibly bring about another advance 
in prices, but as yet there are no indications that this 
will take place. Heavy shipments of cut nails continue 
to be made to the South and, in fact, to practically all 
other consuming points. 

We quote cut nails at $2.60 to $2.65 per keg in carloads 
and larger lots to jobbers; carloads to retailers, $2.65 to 


$2.70, f.o.b. Pittsburgh, terms 60 days net, or 2 per cent off 
for cash in 10 days, freight added to point of delivery. 


BARB WIRE.—It is claimed that in May close to 150,- 
000 tons of barb wire for export to the Allies was placed 
with mills in this country for shipment over remainder 
of the year. This is taken by some to mean that any 
expectations of early peace overtures between the Euro- 
pean warring nations are not based on fact. The do- 
mestic demand is fairly heavy, and mills report speci- 
fications against contracts active and prices ruling firm. 


Prices quoted by the mills to the large trade only, on 
which shipment would probably not be made for three or 
four months, are as follows: Plain annealed wire, $2.45; gal- 
vanized barb wire fence staples, $3.35: painted barb wire, 
$2.65; polished fence staples, $2.65; cement coated nails, 
$2.30 base, all f.o.b. Pittsburgh, with freight added to point 
7 ytd terms 60 da'ys, net, less 2 per cent off for cash in 

ays. 


FENCE WIRE.—The new demand is heavy, and con- 
sumers are pushing the mills for deliveries on contracts 
placed some time ago. While farmers are not buying 
fence wire as freely as they did last year on account of 
the high prices ruling, yet the domestic demand coupled 
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with export business, is keeping the mills filled up for 
months ahead. Specifications against contracts are 
very active and prices firm. 

Discounts on woven wire fencing are quoted at 61% per 
cent off list for carload lots: 60 per cent for 1000-rod lots, 
and 59% per cent for small lots, f.o.b. Pittsburgh. 

TIN PLATE.—Prices on domestic tin plate for ship- 
ment in the latter part of this year are firm at $5.75 to 
$6 per base box. There is also a heavy export demand, 
one lot of 15,000 boxes having been sold recently for 
shipment to Japan at considerably above $6 per base 
box. Three or four of the larger makers of tin plate 
say they are absolutely sold out for this year and can- 
not take on any more orders. Itisa regrettable fact that 
prices now being obtained for tin plate are fully $2 per 
box higher than was paid on contracts placed late in 
1915, for delivery over all of this year. 

We quote tin plate from stock at $5.50 to $6 per base box, 
prices depending on sizes, quantity and deliveries wanted. 
We quote 8-lb. coated ternes at $7.75 for 200 lb. and $8 to 
$8.25 for 214-lb., all f.0.b. maker’s mill, Pittsburgh. 

SHEETS.—Aside from a slight weakening in prices on 
light black and galvanized sheets, there is nothing par- 
ticularly new in the market. On blue annealed, deep- 
stamping and electrical sheets, mills are pretty well sold 
up for this year, but this is not the case with light black 
and galvanized sheets, some mills going out more 
actively for orders recently than for a long time. Mak- 
ers’ prices for mill shipments on sheets, of U. S. stand- 
ard gage, in carload and larger lots, on which jobbers 
charge the usual advance for small lots from store, are 
as follows, f.o.b. Pittsburgh, terms 30 days net, or 2 per 
cent cash discount in 10 days from date of invoice: 


Blue Annealed Sheets 


os per lb. 
I a ne bus be awe 2.95 to 3.20 
I I a iat i a ae 3.00 i 3.25 
RE a eee ee 3.05 to 3.30 
EO gn Ee nee meee eee 3.10 to 3.35 
I ae a Eo 3.20 to 3.45 


Above prices are for Bessemer stock. For open-hearth 
stock $2 per ton advance is charged. 


Box Annealed Sheets, Cold Rolled 


(ho eg fs PAR Pree pee 2.70 to 2.80 
a a it a oo end 2.75 to 2.85 
I ee cae 2.80 to 2.90 
I aa ee ee Ne aw ubebeae 2.85 to 2.95 
i a ie Se eae 2.90 to 3.00 
I eg i ee 2.95 to 3.05 
Nene ee en ee ey ice 3.15 to 3.25 


Above prices are for Bessemer stock. For open-hearth 
stock $2 per ton advance is charged. 


Galvanized Sheets of Black Sheet Gage 


ae eer eecin een 3.75 to 3.85 
NS i ar a ee, te ie oe a ae 3.85 to 3.95 
I i I ee ae’ 3.85 to 3.95 
ae els els Oba eee ai 3.95 to 4.05 
a ee ig Oe ee wee ie Gee 4.10 to 4.20 
I Cot oS Oe ae eh he ae ee 4.20 to 4.30 
RRR I re eee eae Ey 4.35 to 4.45 
Te alah oe ws eae .60 to 4.70 
a ee ae weds 6a we 4.75 to 4.85 
ONE BE ey ee my Pe EG Oe eT 4.90 to 5.00 


Above prices are for Bessemer stock. For open-hearth 
stock $2 per ton advance is charged. 

IRON AND STEEL Bars.—The large implement makers 
are still negotiating with the mills for their supply of 
bars during the first half of 1917, but so far only a few 
contracts have been closed up. The implement makers, 
who are the largest single consumers of steel bars, are 
balking strongly at paying 2.50c. for first half of next 


year, and are inclined to wait until they are satisfied. 


that the high price is going to hold. On the other hand, 
the mills that make steel bars are sold up for months 
ahead and say they intend to maintain their position of 
asking 2.50c. for the first half of next year. The new 
demand for refined iron bars is fairly heavy, but most 
consumers are covered for two or three months ahead. 


We quote steel bars at 2.75c. to 2.90c., for delivery in 
third and fourth quarters, and 3c. to 3.25c. for delivery in 
four to six weeks. Prices from warehouse in small lots for 
prompt shipment are 3.50c. and higher. We quote refined 
iron bars at 2.50c. to 2.60c., and railroad test bars, 2.60c. to 
2.70c. in carloads all f.o.b. mill, Pittsburgh. 


NUTS AND Bo.Lts.—Makers continue to report a fairly 
heavy demand, but most consumers are covered over re- 
mainder of this year and are specifying freely against 
contracts. The new demand for rivets is heavy, and 
large export orders are being shipped by makers in this 
city to Italy, France and India and other countries. 
Discounts in effect from May 19, which the makers state 
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are for prompt acceptance only, are as follows, deliv- 
ered in lots of 300 lb. or more where the actual freight 
rate does not exceed 20c. per 100 Ib., terms 30 days net, 
or 1 per cent for cash in 10 days: 


Carriage bolts, small, rolled thread, 50 and 10 per cent; 
small, cut thread, 50 per cent; large, 40 per cent. 

Machine bolts, p. nuts, small, rollea thread, 50 and 
10 and 5 per cent ; small, cut thread, 50 and 5 per cent; 
large, 40 and 10 per cent. 

Machine bolts, c. p. c. and t. nuts, small, 40 and 10 and 
5 per cent; large, 35 and 5 per cent. Blank bolts, 40 and 10 
per cent; ett ends with h. p. nuts, 40 and 10 per cent; bolt 
ends with c. p. nuts, 35 and 5 per cent. Rough stud bolts. 
15 per cent. Lag screws (cone or gimlet point), 50 and 10 
per cent. 

Forged set screws and tap bolts, 10 per cent. Cut and 
round point set screws, case hardened, 60 per cent. Square 
and hexagon head cap screws, 55. Flat button, round or 
fillister head cap screws, 30 per cent. 

Nuts, h. p. sq., tapped or blank, $2.90 off list; hex., $2.90 
off; c. p. c. and t. sq. es or blank, $2.60 off: hex., $3 off: 
semi- finished hex., 60 and 10 per cent; finished and case 
hardened, 60 and 10. 

_—— 7/16 in. in diameter and smaller, 45, 10 and 10 per 
cen 


WROUGHT PIPE. — Demand continues abnormally 
heavy, and on all grades of merchant pipe mills are sold 
up to August or later. It is said the amount of busi- 
ness placed in pipe for the first five months of this year 
was more than double that in the same period of 1915. 
The National Tube Company and other mills advanced 
prices on iron and steel line pipe from $2 to $4 a ton, 
and report demand heavy. The following are the job- 
bers’ carload discounts on the Pittsburgh basing card in 
effect from April 21, 1916, on black and galvanized 
steel and iron pipe, all full weight: 














Butt Weld 
Steel 
Inches Black Galv. Inches ~ Black Galv. 
%, %and &.... 63 30 SS ff eae 19 
SPOS ee re 67 46  eorerereaares 20 
SS Rear 70 50% See a ae da Sik go 57 33 
SS) eee 60 38 
Lap Weld 
Pe eee eee 65 45% BN ari be ak tad oe 26 
Oo OR rae 68 48% 5 ee 54 33 
2 Rea 5 44% aad Mees 6g wea 55 34 
te &. Fae 531% : 2s Pare 57 37 
iD a Sewn gv os 1 ek Ee Wee «'s-o ce 57 37 
Fe eae 56 36 
Reamed and —— 
2S ae 68 48 % to Ay , butt.. 55 32 
i foe ira ee 63 43 1%4, 1a Sila disliae 43 20 
2% to 6, lap. 66 Geen 1 Bite BD ceccsccs 49 27 
Ae ae eee 50 28 
2% "te & mp... OF 31 
Butt Weld, extra strong, plain ends 
%, Y&and %.... 59 35 iw, w% and %... 52 29 
nde ee ak Che tell 64 45 | ch heonednee 6a ae 38 
h BS: aaa 68 49 a Baew eee ss 61 40 
fg Se ware 69 50 
Lap Weld, extra strong, plain ends 
See eee ae ee a 63 44% ee rer es 28 
Sf OU Ss eee 66 47% Se are 55 34 
SB 2 aS 65 ee ts cde yaad 57 37 
ff : Saree 61 40 . % | errr 40 
er EE oes beh 56 35 4 EG an ok 58 39 
Pe oa 6 kes wa 52 33 
Ss Serer 47 28 
Butt Weld, double extra strong, plain ends 
bap deta tarde Sith tees 55 3 vibeneoskeews 26 
to ott a 58 41% | % to 1%&....... 47 29 
_, (SAS eS 60 4 
Lap Weld, double extra strong, plain ends 
Sa aaa ke ie Te a 55 38% Ben CULkeeG eee cue ae 25 
314 St oe 40% ait senile ea kw aes 44 25 
OU 5 are 56 3914 . C3 errr 46 30 
ot Pee 51 = 80% | 4% to G........ 45 29 
To the large jobbing trade an additional 5 per cent is 


allowed over the above discounts. 

The above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(2) points lower basing (higher price) than the above dis- 
counts on black and three (3) points on galvanized. 


BoILER TUBES.—Discounts on less than carloads, 
f.o.b. Pittsburgh, freight to destination added, on lap- 
welded steel tubes and standard charcoal-iron tubes, 
effective from April 15, 1916, are as follows: 


Lap Welded Steel Standard Charcoal Iron _ 





1 es Co. a's eee ee 12 Seed eae o eae ah 27 
1 Ga RS ae 47 1 I Fe eo hag ata te 39 
4 ae ee 44 24 Gein 36 

4 to eee an ale aal n't o's bate 2 
3 an a ea” 55 | 3 and 3% i OF ee supe 47 
3% to 4 he oe ay Bare 56 | SF. Be aes 48 
ik § 2 ARMA er ef. ee a ead os 024 aes esd 41 
er ee are Fk 6 wie cna’ b Ge 8 UO On Wie visa tas 645 38 


Locomotive and steamship special charcoal grades bring 
higher prices. 
1% in., over 18 ft., and not exceeding 22 ft., 10 per cent 
neg ex tra. 
2 in. and larger, over 22 ft., 10 per cent net extra. 
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Office of HARDWARE AGE, 
New York, June 12, 1916. 


AKERS of mechanics’ tools for working wood and 

metals, as well as various seasonable. goods, have 
found quite a falling off in repeat orders for several 
weeks past. This does not signify that producers have 
caught up with their orders already in hand, but rather 
that jobbers had been buying so liberally at much lower 
than current prices, that more time must be allowed 
for absorption by consumers. This does not mean 
either that the goods contracted for are all received 
by the merchant or even manufactured, but that the 
orders are placed and in process of execution, more or 
less advanced. 

Distributors who have purchased liberally and often 
speculatively during the present or latter part of last 
year will gladly take goods ordered at lower than the 
present basis, but are very conservative in new under- 
takings at top notch prices. 

In some instances manufacturers who are overloaded 
with commitments have purposely made prices for new 
business higher to check over-extension, and give them 
a chance to clean up more of what is already on their 
books. 

It should be remembered that orders given from 
Nov. 1, 1915, to April 1 last were exceedingly large, 
and that were it not for the phenomenally large trade 
in the five months preceding April, the business since, 
although much less in the aggregate, would ordinarily 
be looked upon as excellent. At least this is the way 
shrewd hardware manufacturers say it, whose trade 
besides domestic business reaches into the remotest 
markets of the world. 3 

The experience of one house, with factories in sev- 
eral cities and different States, is that notwithstanding 
the slackening in new orders since April 1, so far 
as back orders are concerned there is still as much due 
their customers in value as there was six weeks to two 
months ago. 

Even now there are plenty of orders coming along 
daily carrying lower than present prices, which com- 
pels one sales manager in each case to hold the orders 
in abeyance and write that only prices prevailing now 
will be accepted, yet countermands are rare, if any, 
and prompt deliveries are urged. 


WIRE NAILS.—Orders for wire nails in metropolitan 
territory have decreased in volume, partly because of 
less building and general construction work and also 
owing to the customary slowing down as summer ap- 
proaches. Distributors say they are getting a fair 
amount of inquiries, but new demand is less as stocks of 
nails in the main, bought in February for spring trade, 
are not disposed of yet as spring business has been 
diminished by the cool weather. Likewise nails ordered 
in the winter often did not arrive until long after they 
should, so that orders now are more to even up broken 
assortments. 

Wire nails, in store, are unchanged at $3.10 and when 
carted by the jobber $3.15 base per keg. 

Cut NAILs.—Similar conditions prevail in cut nail 
business, although there is a bit better demand for ex- 
port. The difficulties in cut nail production still per- 
tain to the getting of material and labor troubles, but 
there is a little easier tone in transportation, although 
strikes at terminals are bothersome to truckmen both 
in receiving and shipping freight. 

Cut nails, in store, are $3.10 and delivered by jobbers within 
carting limits $3.15 base per keg. 

WINbDow GLAsSs.—Glass prices are firm and prospects 
strong for a scarcity during the summer. There are 
no big stocks in reserve and the hand factories shut 
down two weeks ago, as have most of the machine-made 
glass plants. The last named operating are confining 
themselves chiefly to heavy and light glass. The thin 
glass, most of which formerly came from Europe, is 
mainly for photographers and the camera companies. 
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The annual convention of glass manufacturers, 
July 25-27, will as usual doubtless appoint a wage com- 
mittee to meet the workmen’s representatives, pre- 
sumably early in August, to fix a wage scale for the 
next blast. After settling this basis the time for be- 
ginning work in the fall will be determined. The work- 
men, it is expected, are likely to be rather stiff in their 
demands. 

Polished plate window glass under the last new list 
of June 1, following others since Jan. 1, 1916, shows 
marked advances. This type of glass, which not so 
long ago sold at 90 and 50 per cent off, now varies 
from 88 to 90 per cent discount or approximately 100 
to 150 per cent more. Under more normal conditions 
a carload of glass of average assortment used to cost 
$2,500 to $3,000, which now costs somewhere from 
$6,000 to $8,000 for the same quantity and kind. 

Window glass prices are unchanged as follows: 


Window glass, A, single thick, first three brackets, is 89 per 
cent, and B, single, first three brackets, 90 and 10 per cent 
discount. In all of the remaining brackets A and B, single 
thick are 88 per cent, A, double 89 per cent, and B, double, 
90 per cent discount from jobbers’ lists. 


LINSEED O1L.—The flaxseed market conditions have 
varied somewhat from day to day and almost hour to 
hour, and these fluctuations have influenced prices for 
oil variously from hard to soft and vice versa. Some- 
times the prices have been shaded and at other times 
not. On the whole there has been a little improvement 
in the situation generally in oil and conditions in the 
paint trade have been slightly better in the past fort- 
night. 


Linseed oil, raw, city brands, is 70c. in 5 or more bbl., and 
71c. in less than 5 bbl. 

State and Western oil, raw, in small quantities ranges from 
67 to 68c. and in carloads about 66c. per gal. 


COPPER AND BrAss.—Mills are working more on or- 
ders previously placed than on present day demand. 
There is a lull in the placing of fresh contracts as 
usually occurs after a big drive, but there is still, gen- 
erally speaking, a large volume of orders to work on 
until the next rush comes. Brass mills are in a little 
better position now to take on additional business than 
was so a month ago. This is evidently true in for in- 
stance brass rods, and where a few weeks since mill 
managers were accepting only the most desirable speci- 
fications and discarding others, they are now more re- 
ceptive in booking orders for specials. 


NAVAL STORES.—Naval stores in this market are 
steady but dull, notwithstanding strength in the 
primary markets which has not appreciably enthused 
the trade in this territory, however. Consuming inter- 
ests are chary in making purchases and are awaiting 
developments. One hindrance in the trade relates to 
exports which are virtually at a standstill. 


Spot turpentine, in yard, is quoted at 44 to 44\%c. per gal. 


Rosins are about as they have been with little going on in * 


the spot market. 
Common to good strained, on the basis of 280 Ib. per bbl. 
in yard is $5.25, and D grade $5.50 per 


Ropre.—There was something of a let-up in rope de- 
mand two or three weeks ago, but now one of the lead- 
ing companies finds orders are coming in faster than 
ever, even at the higher prices. This situation has 
compelled the cutting out of some orders for foreign 
trade and confining efforts more to domestic business 
to keep old customers adequately supplied. Orders for 
export, when taken, are often received subject to de- 
lay. The harbor conditions in this section are bad be- 
cause of strikes which are interfering with incoming 
and outgoing freight. 


Rope prices are as follows: 


Manila rope, 19c. per Ib. for first grade, 18c. for second 
grade and l6c. base per lb. for third grade. 

a rope, first grade, is 12c., and second grade 11%c. base 
per Ib. 
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Office of HARDWARE AGE, 
Chicago, June 12, 1916. 

HE present prosperity of Chicago and vicinity is 
strongly shown by the volume of building opera- 
tions in the report of the city building department for 
the month of May. This report shows an increase of 
73.45 per cent over that of the same month a year ago. 
The figures are as follows: Number of permits issued, 
1207. Estimated cost of completed buildings, $13,- 
707,100. It is the largest May total in the history of 
the city. For the first five months of this year there 
has been an increase of 67 per cent, a wonderful show- 
ing in view of the fact that the totals for 1915 were, 

with one exception, the largest in the city’s history. 

There is a general easier tendency in regard to 
prompt deliveries of steel. Indications are that the 
peak of the upward price movement for spot steel has 
been passed, and the mills which have restricted busi- 
ness to the premium deliveries are now soliciting orders 
at prices very near those of forward deliveries. There 
is a heavy demand for ship-building plates, and car 
builders are receiving many orders. The Pennsylvania 
Railroad has opened active negotiations for over 5000 
cars. The Gasoline Corporation has ordered 55 tank 
cars and is in the market for at least 50 more. 

Some large offerings of shell steel discards are being 
offered by the mills. It is estimated that the steel mills 
have accumulated about 150,000 tons of billets and 
blooms, which have not been accepted for munition pur- 
poses owing to their high carbon contents. 

Jobbers are reporting a steady volume of business, and 
retailers are more than satisfied with business condi- 
tions. Collections are reported as fair in all lines. 


WireE Naits.—There is little change in the situation 
of the wire nail market. The demand is heavy, and 
mills are still booked to capacity. Manufacturers of 
this line are expecting advances. 


We quote wire nails $2.50 per keg base in carload lots to 
jobbers, f.o.b. Pittsburgh, smaller lots 5c. higher. To re- 
tailers, $2.55 in carload lots, f.o.b. Pittsburgh. Smaller lots 
5c. higher. As the freight rate from Pittsburgh to Chicago 
is 18.9c., this makes the Chicago price practically $2.69 per 
keg base to jobbers, and $2.74 to retailers in carload lots. 

Cut Natts.—The demand for cut nails has been un- 
usually heavy for the past year, with no signs of a let 
up. The demand from the South is exceptionally heavy, 
and prices are very firm. 


We now quote cut nails at $2.60 to $2.65 per keg in car- 
loads and larger lots to jobbers; carloads to retailers, $2.65 
to $2.70, f.o.b. Pittsburgh, terms 60 days net, or 2 per cent 
off for cash in 10 days, freight added to point of delivery. 


CLEV 


Office of HARDWARE AGE, 
Cleveland, June 13, 1916. 


—— the most important change in the con- 

dition of the hardware trade in this territory is the 
improved demand coming to the wholesale dealers from 
the country retailers. During the previous few weeks 
the country trade had not been as active as the city de- 
mand, this being attributed to the unfavorable weather 
conditions and the late season. Cleveland retailers con- 
tinue to do a heavy volume of business in most lines, 
and the local jobbing trade is very satisfactory. The 
demand for mill supplies is still very heavy. Builders’ 
hardware is still in good demand, although high prices 
have curtailed building work. The late season trade 
in lawn mowers is holding up very well. All steel goods 
are in good demand. Deliveries on gas stoves have im- 
proved. Earlier in the season retailers were unable to 
get stoves without considerable delay, and lost some 
business on this account. 

In the line of specialties baseball goods are moving 
in heavy volume, the amount of business in this line 
being in very agreeable contrast with that during the 
previous year or two. Cleveland is taking renewed in- 
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BARB WIRE AND STAPLES.—The foreign demand for 
barb wire still keeps the mills running to capacity, and 
the domestic demand is heavier than had been expected. 
Immediate deliveries in this line are out of the question. 

We quote painted barb wire: $2.65 per cwt. in carload lots 
to jobbers, f.o.b. Pittsburgh. For smaller lots, 5c. advance. 
In carload lots to retailers $2.70 f.o.b. Pittsburgh. In small 
lots, 5c. higher. Galvanized barb wire is quoted $3.35 in 
carload lots to jobbers, and $3.40 to retailers f.o.b. Pitts- 
burgh. No. 9 plain annealed wire $2.45 in carload lots to 
jobbers, and $2.50 to retailers f.o.b. Pittsburgh. Polished 
fence staples $2.65 per cwt., and galvanized $3.35 per cwt. 
in carload lots to jobbers; $2.70 and $3.40 to retailers, f.o.b. 
Pittsburgh. 


Wire CLotH.—Manufacturers of wire cloth are, with 
few exceptions, quoting prices only on specifications. A 
few, however, are issuing regular schedules of prices. 
Jobbers’ prices are not uniform, and we can only quote 
general prices. 

To jobbers, twelve mesh black wire cloth, $1.30 per 100 sq. 
ft. Fourteen mesh, .70. welve mesh galvanized wire 
cloth, $1.70 per 100 sq. ft. Fourteen mesh, $1.95. Fourteen 
mesh bronze wire cloth, $6.50 per 100 sq. ft. Jobbers are 
quoting to dealers from $1.30 to $1.35 per 100 sq. ft. for 
twelve mesh black; from $1.70 to $1.75 for fourteen mesh. 
Twelve mesh galvanized from $1.70 to $1.75: fourteen mesh 
from $1.95 to $2.00. Fourteen mesh bronze, $7.00. 

LINSEED O1L.—Linseed oil has dropped one cent, due 
to fluctuations in the seed market. Sales in this line are 
fairly good, and the market is very uncertain. 

We quote strictly pure, old process, linseed oil, f.o.b. Chi- 
cago, carloads, raw, 66c.; carloads, boiled, 67c. Five or more 
bbl., raw, 68c.; five or more bbl., boiled, 69c. Less than five 
bbl., raw, 70c.; less than five bbl., boiled, 71c. 

Nuts AND Bo.tts.—Manufacturers are _ receiving 
many specifications for nuts and bolts, but there is lit- 
tle contracting since the recent advance in prices. The 
demand from retailers is strong, and jobbers are re- 
ported to have fair stocks. 

We quote machine bolts up to % x 4 in., 60 and 10 per cent. 
Larger sizes, 50 and 10 per cent. Carriage bolts up to *% x 
6 in., 60 and 5 per cent. Larger sizes 50 per cent discount. 
Hot pressed nuts, square, $3.25; and hexagon, $3.25 off, per 
100 Ib. 

SHEETS.—Inquiry for sheets of the heavier gages con- 
tinues heavy. The demand for black sheets and lighter 
gages is very. light. 

We quote to retailers as follows: No. 10 blue annealed, 
3.40c.: No. 28 black, 3.20c.; No. 28 galv., 5.40c. to 5.50c. 
Minimum prices to apply on bundles of 25 or more. 

BarRs.—The demand for steel bars shows little signs 
of abatement. Many large orders have been placed dur- 
ing the past week. There is no change in price over 
quotations of last week. 


We quote soft steel bars, 3.10c.; bar iron, 3.10c.; reinforc- 


. ing bars, 3.10c. base. 


LAND 


terest in baseball because of the good record made so 
far this season by its professional team, and this has 
brought a considerable revival of the game among the 
amateur players. Early sales of fishing tackle are 
fairly good, and retailers look for a large volume of 
business in this line before the regular vacation season 
starts. 

In the steel industry the demand has slackened up 
somewhat, and prices on steel bars and structural ma- 
terial have eased off for prompt shipment. Manufac- 
turing plants generally are crowded as badly as ever 
with work, but they anticipated their requirements and 
are getting the material on contracts. The demand for 
labor is still much greater than the supply. 

The demand for wire nails continues heavy, and job- 
bers are having difficulty in getting delivery on some 
sizes. The demand for barb wire has fallen off. Job- 
bers report the demand for sheets rather quiet. Mill 
prices on galvanized sheets have eased off somewhat, 
but jobbers’ prices are unchanged. We quote jobbers’ 
prices as follows: 


Steel bars, 2.25c.; iron bars, 3.20c.; plates 3.65¢c.: No. 28 
black ets, 3c. to 3.10c.; No. 10 blue annealed sheets, 3.50c. : 
No. 28 galvanized sheets, 5c. to 5.25c.; wire nails, $2.85 per 
keg base; barb wire, $3.65 per 100 Ib. 
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Notice particularly the strength of 
the Stanley Garage Door Holder 


Nothing flimsy—nothing “just-made-to-sell” here. All parts 
are extra strong—made of superior wrought steel by the 
largest and oldest wrought steel manufacturers in the world. 


HE No. 1774 Stanley Garage Door Holder shown above is 

needed and wanted by every garage owner and every garage 
builder. It holds the door open and prevents it from slamming 
and damaging the car. It is simple in construction, designed 
for severe service, easily applied to various types of swinging 
doors, it is now a staple article that no progressive dealer can 
afford not to stock. 

Our advertising in the It should be possible for you to 
national magazines and else- secure not only the sale of hardware 
where is not only bringing people for all new garages constructed in 
into hardware stores to ask for Stanley your neighborhood, but to put the 
Garage Hardware, but it is teaching Stanley Garage Door Holder on a 
them whyit is important to get Stanley. great number of old garages. 


We will do a great deal to help you sell Stanley Garage Hard- 
ware—may we tell you about it? Write to-day to our Service 
Dept. and ask for lastest Stanley Garage Hardware Catalog. 
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NEW YORK: CHICAGO: 
100 Lafayette St. 73 East Lake St. 


*See our advertisement on “Box Strapping” in this issue 














Beeman Garden Tractor 


The Beeman Garden Tractor Com- 
pany, 617-620 Plymouth Building, 
Minneapolis, Minn., recently placed on 
the market the Beeman garden tractor. 
This machine is described as a one- 
horse tractor or power cultivator 
equipped with a self-contained gaso- 
line engine. It may be used for many 
kinds of small power jobs such as op- 
erating a washing machine, cream 
separator pump, mill, churn, grind- 
stone, etc., by attaching a belt to the 
machine. 

This tractor can be used for culti- 
vating all small garden truck grown 
in narrow rows by going astride the 
rows, and corn, potatoes, etc., by going 
between the rows. It is stated that all 
garden hoes, weeder, cultivator teeth, 
etc., of standard make, etc., can be 
very easily attached to the frame di- 
rectly in the rear of the machine and 
as easily detached or interchanged. 
Attachments may be obtained for cul- 
tivating three rows at one time. 

The operator walks or steers this 
machine as one would a lawn mower, 
but without any effort on his part. It 
is stated that the operator has perfect 
control of the machine at all times as 
there are but two levers to operate. 
The one on the right handle controls 
the speed and the one on the left con- 
trols the clutch. 

This machine is also specially de- 
signed so that a lawn mower may be 
attached in the front. 

The retail price of the Beeman gar- 
den tractor is $150. This includes the 
pulley and bracket for belt work and 
the choice of a frame for one row cul- 
tivating, one for attaching a lawn 
mower or one for attaching the engine 
to a harvester. Any of these frames 
can be obtained for $5 each additional. 
Garden hoes, weeders, cultivating 
teeth, knives, discs, etc., are not in- 
cluded with the machine. 





The Beeman garden tractor 





Silver Kitchen Novelties 


Silver & Co., 304 Hewes Street, 
Brooklyn, N. Y., has put on the market 
the “Brooklyn” knife and fork cleaner. 

















The upper part of the illustration shows 
the “Brookiyn” knife and fork cleaner. 
The “Rapid” pot scraper is shown below 


In using this device a wet cloth on 
which bath brick or any substance 
suitable for the cleaning of cutlery has 
been rubbed is placed over the cleaner. 
The cleaner is then adjusted for the 
particular style of article to be 
cleaned. 

When forks are being cleaned the 
coils of the spring slip between the 
tines. When the fork is rubbed back 
and forth first on one side and then 
the other, a thorough cleaning is the 
result. For knives this spring is ad- 
justed so that it will grip the blade 
closely. The knife is then drawn back 
and forth in the same manner as the 
forks. 

Another product of this company is 
the “Rapid” pot scraper which is made 
of tempered steel with a tinned handle. 
It is 2 in. wide and 3 in. long and can 
be used for tin, aluminum or other 
cooking utensils. 


“The Days of Real Sport” 


The new catalog of the South Bend 
Bait Company, South Bend, Ind., is a 
real work of art—a combination of 
the art of the writer, the artist, the 
engraver and the printer. The result 
is a book far above the level of an 
ordinary catalog, but one that does 
not neglect in any way the true pur- 
pose of a catalog—to present a cer- 
tain line of articles in as forcible a 
manner as possible. 

The first point in which this book 
differs from the ordinary catalog is 
in its shape and size. It measures 
5%x12 in. The introduction is writ- 
ten in a humorous strain, taking the 
reader back to the days when he first 
went fishing with his “dad.” The il- 
lustrations are pen-and-ink sketches 
by a well-known cartoonist. The cat- 
alog proper begins immediately after 
the four-page introduction. Whereas 


70 






NEW GOODS AND NOVELTIES 


Products Being Placed on the Market 
by Hardware Manufacturers 





the introduction dealt with the days 
when the only essentials for a fishing 
trip were a rod, a hank of line, a few 

ooks, a can of worms and a great 
deal of patience, this new section of 
the book, entitled the “Days of Reel 
Sport,” bridges the gap between boy- 
hood and manhood and takes one from 
fishing into the science of angling— 
the art of casting for game fish. This 
part is written no less interestingly 
than is the introduction. It tells in 
easy narrative of the origin of arti- 
ficial minnows and shows by means 
of illustrations and short but com- 
plete descriptions the more important 
features of some of the most suc- 
cessful of these baits and lures. A 
chapter entitled “The Art of Cast- 
ing” contains a fund of information 
condensed to a few practical hints on 
the art of bait casting. Reproduc- 
tions of photographs dre used to 
show the correct method of holding 
the rod in making a successful cast. 
It then goes on to tell of the South 
Bend “Anti-Back-Lash” reel and its 
method of operation, and gives the 
advice of an expert in the choosing 
of a complete casting outfit. From 
here the catalog form is resumed 
once more and various forms of flies 
and other light baits are shown. A 
special section is devoted to a line of 
luminous baits for use at night. The 
excellence of the illustrations—some 
of them made from drawings show- 
ing attractive fishing scenes and 
others from actual photographs of 
large catches—and the way in which 
they are arranged lift this catalog 
far above the commonplace. 


“Fountain” Percolator 


The West Bend Aluminum Com- 
pany, West Bend, Wis., has recently 
placed on the market the “Fountain” 
coffee percolator. The company 
states that a large spreader surface 
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The “Fountain” Percolator 
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Sell R-W Fire Door Hardware. 
Approved and labeled by 
National Board of Fire 


Underwriters. 











No. 201 R-W MONARCH FIRE DOOR FIXTURE 


There are door requirements in every factory— 
every warehouse—store—public building—and win- 
dow requirements in many buildings—that demand 
fire protection. 


Architects are specifying automatic self-closing 
fire-doors; owners are demanding such protection; 
underwriters are insisting on definite safeguards. 


You can make a profit on this demand that is 
around you by selling 


Richards-Wilcox 


FIRE DOOR EQUIPMENT 


You can supply a door hanger for any door that 
slides. Just consider how many kinds and sizes and 
weights of sliding doors and fire exposed windows 
there are in your locality. Then look 
over the R-W Line and you will find 
one designed to fit most every ordinary 
requirement. 


Tell us what’s doing—wei'll help you 
get the business. 





BRANCHES 


New York 
Chicago 
Philadelphia 
Boston 


St. Louis 


Minneapolis = [aa] MANUFACTURING Co. fe 
cimces” Sex) AURORA ILL.U.SA. 


RICHARDS-WILCOX CANADIAN CO., LTD., LONDON, ONT. 
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and a mechanical valve causes a 
steady stream of boiling water to rise 
and to percolate through the pow- 
dered coffee. It is claimed that this 
device will make coffee in 3 min. 

The percolator is made of aluminum 
and has a cast aluminum spout, that 
is securely welded to the body of 
heavy gage material. The pedestal 
is also welded. Each percolator is 
furnished with a heavy steel gas plate 
and is packed in an individual carton. 
One dozen cartons are packed in a 
case. 


“Universal” Corn Planter 
Gage 


The Stamping and Tool Company, 
La Crosse, Wis., recently put the 
“Universal” corn planter gage on the 
market. The company states that 
when this device is attached to the 

















The “Universal” corn planter gage 


blade or runner of a corn planter, it 
insures uniform depth in the planting 
of corn, peas or beans. 

The runners of the gage are made 
of heavy, high carbon sheet steel, %4- 
in. thick. The under surface is highly 
polished and the clamping device is 
substantially made of heavy sheet 
steel. The “Universal” corn planter 
gage can be attached with an ordinary 
wrench. It is 13 in. long and 5 in. 
high. One pair weighs 11 lb. Two are 
packed in a set since most corn plant- 
ers are equipped with two blades or 
runners. The retail price is $2.50 per 
set. 


Sargent Display Easels 


Sargent & Co., New Haven, Conn., 
has recently sent out a set of three dis- 
play easels featuring Sargent noiseless 
screen door closers, the Sargent stan- 
dard steel square, and the Sargent 
“V-B-M” iron plane. These easels 
are lithographed in colors and are 
very attractive. 

The Sargent noiseless screen door 
closer easel shows a bungalow with 
one of these devices attached to the 
screen door. There is also a larger 
view showing the closer in larger de- 
tail. 

The easel featuring Sargent stand- 
ard steel squares is intended primarily 
to increase the sales of the Sargent 
No. 500 R. framing squares. These 
give accurate measurement for com- 
mon, hip, valey, jack and cripple raft- 
ers and according to the manufacturer 
eliminate figuring. This card shows 
a frame house under construction and 
gives an enlarged view showing the 
square in actual use. 

The plane card is done in especially 
striking colors. It shows one of the 
Sargent “V-B-M” steel iron planes in 
use. 














« Handy ” Sliding Ice Pick 


John Chatillon & Sons, 85 Cliff 
Street, New York City, have recently 
put on the market the “Handy” sliding 
ice pick which is 5 in. long and weighs 
1% oz. 

According to the manufacturer the 
entire pick is rust-proof. The spring 
which is enclosed in the handle of this 
pick is made of phosphor-bronze. All 
other parts are heavily nickle-plated. 
The company states that the blade is 
made of fine quality crucible steel and 
the barrel is made of brass. A hexa- 
gon head is used so that when the pick 
is laid down on a smooth surface it 
can not roll. 

The “Handy” pick has a triangular 
point. The point is placed on the ice 
and a sharp quick push given to the 
handle. This is said to break the ice 
without crumbling. 

Each pick is packed in an individual 
box and 1 doz. in a carton with an at- 
tractive display easel. The retail 
price is 25c. 


« Wonder ” Tape 


The Eugene Dietzgen Company, 
Chicago, IIl., has recently placed the 
“Wonder” steel tape-on the market. 

This tape is described as having a 
case of steel, with a durable black fin- 
ish and nickel-plated mountings. The 
ribbon is %-in. wide and is finished in 
black with a simplified-reading feature 
by which the measurements may be 
read ata glance. A folding handle of 

















The Dietzgen ‘“‘Wonder” steel tape 


long leverage is opened by pressing a 
direct acting button from the opposite 
side of the case. 

The “Wonder” tape is made in 25, 
50, 75 and 100-ft. lengths and can be 
supplied with ribbons divided in either 
tenths or twelfths of feet, or with 
metric divisions. 

This tape is low in price, compact 
and light in weight. 


THE NORTH BUFFALO HARDWARE 
FOUNDRY COMPANY, Buffalo, is build- 
ing an addition to its foundry at the 
Erie Railroad and Bridgemen Street. 


See ee en ieve AN VAMAMAAL 


Hardware Age 

















The “Handy” sliding ice pick with a triangular point made by John Chatillon ¢€ Sons 


‘“Sebco” Toggle Bolt 


The Star Expansion Bolt Company, 
147-149 Cedar Street, New York City, 
manufactures the “Sebco” toggle bolt, 
a device used to fasten articles to 
hollow walls and ceilings. 

When the toggle bolt is inserted in 
the hole drilled in the wall, the head 
is parallel with the screw. The head is 
fastened to the screw slightly off-cen- 








UNTIL READY 
FASTEN MATERIAL 


The “Sebco” toggle bolt 














ter and one end is thus over-balanced. 
As soon as the toggle bolt is passed 
through the partition, the head falls 
across the hole in such a way that the 
bolt eannot be pulled back. A stay 
washer then prevents the screw from 
passing entirely through the hole 
while the fixtures are attached. 

The company states that the toggle 
heads are made from cold rolled steel, 
and are very strong. The bearing of 
the toggle on the inner wall comes on 
the extreme edge of the toggle head, 
thus insuring a firm hold. 

These toggle bolts can be furnished 
with standard thread, round or flat 
head machine screws, as well as with 
loose nuts. 


Paint and Brush Catalog 


The Lockwood-Leuekemyer-Henry 
Company, Cleveland, Ohio, recently 
published a separate catalog which 
takes the place of the paint and 
brush section in its general catalog. 
This new publication, which measures 
9x12 in. and contains 37 pages, shows 
a very comprehensive line of mixed 
house paint and paints for spe- 
cial uses, shellac fillers, varnishes, 
brushes, paper hangers’ tools, etc. It 
is well illustrated and contains very 
complete descriptions. One page in 
the front of the book is headed “Use- 
ful Information on Painting and Lum- 
ber.” It gives instructions for the 
priming, middle, and finishing coats. 

Another page is entitled “How to 
Measure and Paint Surfaces.” It 
tells when to and when not to paint, | 
how to measure exterior and interior 
work and the quantity of paint re- 
quired for both outside and inside 
work and other valuable information 
for the man who sells paint and 
painters’ supplies. 
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Make Your Screw-Drivers 
Sell Themselves 


This attractive display rack and Pexto Solbar 
Screw-Drivers mean more sales at less cost. 


The display does a clerk’s work and more. It 
shows the most popular styles quickly and 
effectively and gives prices, if you desire. 


Finished in four colors—orange, blue, 
black, and white. ‘Takes up little room in 
the window or inside the store, yet can’t 
be overlooked. Stands or hangs equally 
well. Spring-clip ledge keeps screw- 
drivers firmly in place. All the numbers, 
‘with weights, listed on the back. 

Pexto Solbar Screw-Drivers have a solid steel bar 


extending their entire length, so that they withstand 
unusually hard use. The handle fits the hand and 


doesn’t slip. 
If your jobber can’t supply you with this display rack, write us. 


The Peck, Stow & Wilcox Co. 


MFRS. Mechanics’ Hand Tools, Tinsmiths’ 
and Sheet Metal Workers’ Tools and Ma- 
chines, Builders’ and General Hardware. 


Southington, Conn. Cleveland, O. 


Address correspondence to 206 W. Center Street, Southingion, Conn. 
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The Hardware Merchants’ 
Card Index Record 


Ace ‘ 
A thousand live mer- — 
chants throughout the y 

country are saving energy, 
time and money using 
this complete system. Let 
us send you our little book- 
let telling how to use the 
Card Index Record in in- 


creasing your profits. Pieenn anak Anbiiiiiiaen deiiieei Te 
Card Index Record z 


HardwareAge Book Dept. | --.-.----------------------------------— 


231-241 West 39th Street, New York City 
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“Klean Kwick” Washing 
Machine 


The Du Mond Mfg. Company, Cedar 
Falls, Iowa, manufactures the “Klean 
Kwick” washing machine in which, 
the company states, the water is 
forced through the fabric by air 
pressure, taking the dirt with it. The 
suction agitator used in these ma- 
chines produces the same power of 
agitation on the up stroke by suction 
as it does on the down stroke by air 
pressure. 

The company claims that by this 
method of washing the machine is 
easy to operate, the garments are 
cleaned quickly, and that the machine 
will ultimately save its cost in the 
saving of clothing. The gear con- 
struction of all the “Klean Kwick” 
machines is very simple. 

The illustration shows an electric 
washing machine. One lever, the 
company states, controls the machine. 
It can be furnished with a wood, gal- 
vanized or copper tub and with or 
without a metal clothes conveyor. 


‘Regina Model «MC” Elec- 


tric Vacuum Cleaner 


The Regina Company, 27 West 


Thirty-fourth Street, New York City, 


manufactures the Regina model “MC” 
electric vacuum cleaner. 
One of the special features to which 























The Regina electric vacuum cleaner, 
model “MC” 


the manufacturer calls attention is the 
dust bag which is entirely closed in 
a cylinder. 

This vacuum cleaner has a nozzle 
or intake 12 in. wide so that it will 
cover a large area with every move- 
ment back and forth. It is equipped 
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“Klean Kwick” electric washing machine 


with a revolving brush directly be- 
hind this nozzle, which loosens threads 
and lint so that the suction can pick 
them up. The dust bag can easily be 
removed for emptying and cleaning, 
and extra attachments quickly and 
easily adjusted for cleaning draperies, 
upholstery, mattresses, walls, etc. 

This new Regina is built very com- 
pactly. It stands only 7% in. high, 
not including the handle, is 19% in. 
long and 12 in. wide. It contains a 
high-grade powerful General Electric 
motor which gives a powerful suction 
yet which can be operated for about 
1 c. per hr. 

It is handsomely finished in nickel 
plate, aluminum and gray enamel. 


Catalog of Electrical 
Supplies 


The Lockwood-Leuekemyer-Henry 
Company, Cleveland, Ohio, has re- 
cently issued a_ special catalog, 
which takes the place of the lighting 
and electrical section in the general 
catalog issued by the company. The 
new catalog measures 9x12 in. and 
contains 96 pages. It is well printed 
and illustrated on good paper and 
shows a large assortment of office 
and reading lamps, portable table 
lamps, electric fixtures, electric glass- 
ware, incandescent lamps and various 
wiring devices. It also contains illus- 
trated descriptions of electric motors, 
drills, lamp socket appliances such 
as toasters, irons, percolators, wash- 
ing machines, vacuum cleaners, etc. 
Several pages are devoted to line- 
men’s tools. 
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Cigarette-Case Style Flash- 
light 


The Anglo-American Company, 
Pittsburgh, Pa., is now manufacturing 
a new flat opening or cigarette-case 
style of vest-pocket flashlight. This 
flashlight has a hinged case which 

















Anglo-American vest-pocket flashlight 


opens flat. It has rounded corners 
without projections. Because of the 
method of opening, batteries can be 
easily removed or replaced. The con- 
tacts can also be easily adjusted when 
the battery is in place in the case as 
they are always in full sight when 
the case is opened. 

Two sizes are made of this flash- 
light, one, size 3% by 1% by % in., 
lists at $1, and the other, size 3% by 
25% by 1 in., lists at $1.75. Circulars 
for general distribution have been pre- 
pared covering these two styles of 
flashlights. 
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Do You Ever 
Stop [hinkingr 


You, Mr. Manufacturer—is there ever a moment, except 
when you're sound asleep, that some train of thought isn’t 
chasing through your mind? 


Is there ever a moment, day or night, winter or summer, 
when you’re not susceptible to new ideas properly presented; 
especially when they have a vital bearing on your business? 


Is there ever a day during the summer months when you 
don’t read, think and plan? Yet to hear some folks talk 
against summier advertising one would think that we actually 
stop living between June and September. 


Just as you read advertisements in newspapers, maga- 
zines and your trade paper—just as you are reading these 
lines—so many thousands of hardware merchants through- 
out the United States are reading their trade journals, and 
laying plans for fall business. 


You are building for tomorrow, not a mere “today” and 
you know that a certain amount of “missionary work” is 
necessary in developing “tomorrow’s” business. 


So your advertising during the summer months is fasten- 
ing your name in the minds of hardware merchants who will 
remember it when they are ready to buy. And whether they 
are already familiar with your goods or have never heard of 
them; whether they are going to buy next week or three 
months from now, doesn’t alter the fact that your summer 
advertising is a most important factor in laying a solid foun- 
dation for a prosperous fall and winter trade. 


HARDWARE AGE 


239 West 39th Street, New York City 





























$6,000,000 Merger of Ac- 
cessory Manufacturers 


NE of the most important moves 
ever made in the automobile and 
accessories industry was the merger 
recently completed of the Dayton En- 
gineering Laboratories, the New De- 
parture Mfg. Company, the Hyatt 
Roller Bearing Company, the Remy 
Electric Company and the Perlman 
Rim Company. This association is 
known as the United Motors Corpora- 
tion, New York City, and has a capi- 
tal stock ‘of $6,000,000, fully sub- 
scribed. 
These companies will be operated 
similarly to those now forming the 


United States Steel corporation. They’ f°’ 


are said to be backed by a strong 
group of New York bankers. Each 
company will retain its own name and 
its own organization and the present 
personnel and scope of operations will 
be maintained. The association has 
been made for the purpose of a fur- 
ther constructive development of 
plants and products. 

Alfred P. Sloan, Jr., vice-president 
and general manager of the Hyatt 
Roller Bearing Company, Harrison, 
N. J., and Detroit, Mich., has been 
elected president of the United Motors 
Corporation. Edward A. Deeds, presi- 
dent of the Dayton Engineering Lab- 
oratories Company, Dayton, Ohio, will 
hold the office of vice-president. De 
Witt Page, president of the New De- 
parture Mfg. Company, Bristol, Conn., 
is secretary and treasurer. The 
Board of Directors, in addition to 
these officers mentioned, are L. G. 
Kaufman, president of the Chatham 
and Phoenix National Bank of New 
York City, and S. A. Fletchor, a 
prominent banker of Indianapolis, 


Ind. The entire control of the affairs 
of the corporation will be in the hands 
of the president, Mr. Sloan and the 
vice-president, Mr. Deeds. 








«Cassco” Engine-Driven 
Tire Pump 


The Edward A. Cassidy Company, 
Inc., 30 East ‘Forty-second Street, 
New York City, sales manager for the 
G. Piel Company, recently announced 
the “Cassco” engine-driven tire pump 
to the trade. It is stated that with 
the aid of a screwdriver and a monkey- 
wrench the pump can be installed 
without machine work of any kind. 

The cylinder and crankcase are 
said to be made of high-grade, heat- 
treated cast iron accurately reamed 

















The “‘Cassco” engine-driven tire pump 


and burnished. The pistons are of 
special aluminum-alloy iron. The pis- 
ton guides are constructed to assure 
correct alignment of the piston with 
the cylinder walls and to prevent side 
play of the piston. Special piston 
rings are used. 

The crank-shaft is described as be- 
ing made of high-grade steel with 
bearings on both sides. The gear- 
shift is positive in its action, and au- 
tomatically locks in both the engaged 
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and disengaged positions, preventing 
stripping of the gears. The valves are 
of the poppet type. A splash lubri- 
cating system is used. 

Each “Cassco” pump is packed in a 
substantial carton containing hose, 
tire gage, all the necessary fittings, in- 
cluding brackets, gears, nuts, bolts, 
etc., and a card on which is printed a 
diagram of installation and complete 
detailed instructions for attachment. 
The retail price is $8. 


Franklin Solvents 


The Franklin Distributing Com- 
pany, 218-19 Mutual Life Building, 
Buffalo, N. Y., manufactures Franklin 
tar solvent, which is described as a 
preparation for removing road tar 
from an automobile. The claim is 
made that Franklin tar solvent will 
quickly dissolve road tar, tarvia, road 
oil or hardened grease, without injury 
to the enamel or varnish. 

This company also manufactures 
Franklin carbon solvent. This is said 
to be a harmless preparation, guaran- 
teed to be free from acids or alkali. 
It is designed to dissolve carbon de- 
posits in gas or gasoline engines. This 
solvent can be applied through the air 
intake pipe of the carburetor, one 
half-pint being used to four cylinders. 
It is said that the dissolved carbon 
will pass out with the exhaust. 

Because of the fact that the solvent 
is free from acids and contains a high 
fire test lubricating oil as its base, the 
company states that the solvent can be 
mixed safely with the oil in the crank 
case, 2 oz. being used to each quart of 
oil. When used this way it will not 
only clear the engine of carbon, but 
will keep it free from carbon deposits, 
It is claimed that an increased mileage 
can be obtained by the use of the sol- 
vent. 

Both the Franklin carbon solvent 
and the Franklin tar solvent retail at 
$1 per quart and $3.60 per gallon. 
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Help Bring Them To Earth! 


- As gasoline prices refuse to stay “bomb-proof,” and as motor- 
ing is no longer a luxury, Rayfield Carburetors will continually 


win new friends for your store. 

For no other carburetors on the market are so saving of gaso- 
line. Increased mileages of from 10% to 50% are nothing unusual, 
we guarantee them. 

But even after prices return to normal—if they ever do—you can 
offer Rayfield Carburetors on the same guaranteed-economy basis. 
And the appreciation of your customers will be just as marked. 

The point we want to emphasize is just this: The opportunity 
for “getting in good” with your trade 
is here, NOW. Write us at once and let 
us state our offer in dollars-and-cents 


\ terms. 
\ Rayfield—‘‘The World’s Best Carburetor’’ 


Findeisen & Kropf Mfg.Co. 


2143 Rockwell St., Chicago, Illinois 
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«¢Neutral’’ Gear Lever Lock 


The A. B. & B. Specialty Company, 
Fourth and Windlake Avenues, Mil- 
wauke2, Wis., manufactures’ the 

















The Neutral gear lever lock 


“Neutral” gear lever lock for Over- 
land cars and other automobiles which 
have the “H” system of control. 

To attach this device the plate is 
fitted around the gear lever and the 
location of the hole in the plate 
marked on the lever. This is then 
drilled with a 5/16-in. drill, which 
makes a hole sufficiently large to al- 
low the ring of the lock to pass 
through but at the same time does 
not seriously weaken the gear lever. 

The lock itself, according to the 
manufacturer, is made of solid brass. 
Each lock has its own key. 

The retail price of the “Neutral” 
gear lever lock is $1.50. 


Automobile Seat and Top 
Covers 


The M. I. McAvoy Company, Ra- 
cine, Wis., is now manufacturing seat 
and top covers to fit practically all 
makes of automobile. Five styles of 
materia! are used in the construction 
of these covers, including tan crave- 
nette, black-and-white-stripe rubber- 
ized cloth and mohair. The workman- 
ship is claimed to be of very high 
quality. 

In addition to the top and seat cov- 
ers each outfit includes a scratch apron 
that fits over the back of the front 
seat, protecting it from being 
scratched by the shoes of the occu- 
pants of the rear seat. This apron is 
fitted with a convenient pocket. The 
entire outfit may be attached in a few 
_ minutes with the aid of a screwdriver. 

Each outfit is packed in an individ- 
ual carton for convenient handling. 
Seat and top covers or scratch aprons 
may be ordered separately if desired. 


«Dutch Brand” Specialties 


Van Cleef Bros., Chicago, IIl., re- 
cently put on the market the “Rubber- 
Seal” set for the repairing of cuts, 
bruises or blow-outs in automobile 
casings. It may also be used to repair 
punctures in inner tubes, and in mend- 
ing rubber boots, garden hose and 
similar articles. 

The “Rubber-Seal” is a form of 
liquid rubber which, according to the 
manufacturer, can be easily applied 
and which will produce a tough re- 
silient patch that will stay in place. 
Repairs can be made on the roadside if 
necessary. 

The outfit consists of a 2-oz. can of 
“Rubber-Seal,” a 2-0z. can of “Dutch 
Brand” rubber cement and a sheet of 
emery paper. It is packed in a litho- 
graphed metal box, with full direc- 
tions for use. The “Rubber-Seal” may 
also be purchased separately. The 
outfits cost the dealer 90c. each and 
the 2-0z. can of “Rubber-Seal” $4 per 
dozen. 

Another new specialty of this com- 
pany is the “2 in 1” tread filler. This 
is described as a semi-liquid rubber 
compound designed for. repairing 
small cuts in casings. The preparation 
dries very rapidly and is claimed to 
produce a tough, resilient plug or 
patch without the use of extra cement 
or driers. It is put ‘up in tubes 1 x 6 
in., with nozzle points, and packed 1 
doz. tubes in a counter display box. 
The price to dealers is $4 per dozen. 

This company also manufactures 
liquid graphite, which is a high-grade 
graphite in solution. It is claimed 
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“D won Brand” 1 


uid graphite, “Rubber- 
eal” and ‘6 


in 1” tread filler 


that this is very economical to use and 
that it may be used to the last drop 
without; waste. A swab accompanies 
each package so that the graphite 
may be easily applied. 

It is put up in 2-oz. bottles, and 
in %4-pint and 1-gal. cans. The 2-oz. 
bottles cost the dealer $1.30 per dozen, 
%-pint cans $1.70 per dozen, and 1- 
gal. cans $2.50 each. 


THE LANCASTER, EDGE Too. Com- 
PANY, Strasburg, Pa., has been incor- 
porated, with a capital stock of $20,- 
000, by S. B. Futer, Leacock Town- 
ship, Pa.; S. F., Isaac K. and Ira K. 
Sweigart, Strasburg; William Wilkin- 
son and Joseph Wilson, Lancaster, 
Pa., to manufacture edge tools, novel- 
ties and small hardware. 
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Autoglos Display Stand 


The Autoglos Company, 42-44 West 
Larned Street, Detroit, Mich., manu- 
factures Autoglos, which is described 

















This ow stand is furnished to dealers 
y the Autoglos Company 


as an oil polish for outdoor as well as 
inside use and which contains no 
acids or harmful ingredients. It is 
claimed that a slight rubbing will 
produce a brilliant luster and a dry 
surface that will not gather dust. It 
can be used for cleaning and polish- 
ing automobiles, furniture, pianos, 
hardwood floors and all varnished or 
enameled surfaces. 

Autoglos oil polish is sold in half 
pint, pint, quart, gallon and five gal- 
lon cans and in barrels. 

The company furnishes dealers 
with an attractive counter display 
stand in mahogany or cherry finish. 
It is 12 in. long and 12% in. high. It 
is given free with an order for 6 %- 
pt., 6 1-pt. and 6 1-qt. cans. 


“ Effecto ’ Automobile 
Finishes 


Pratt & Lambert, Inc., 75-97 Tona- 
wanda Street, Buffalo, N. Y., manu- 
factures “Effecto” automobile finishes. 
Until very recently these finishes were 
made in black alone. They now in- 
clude red, blue, yellow, green and gray 
in both dull and gloss. A special top 
and seat dressing has also been added 
which is waterproof and is said not to 
crack or peel. ' 


THE OAKES COMPANY, Indianapolis, 
Ind., manufacturer of automobile 
parts, accessories and metal stamp- 
ings, has recently awarded the con- 
tract for a new one-story, fire-proof 
building of reinforced concrete to be 
erected near the present piant. This 
new building will increase the floor 
space about one-half. The new offices 
will be located in this building. It 
will be ready for occupancy about 
Sept. 1. 
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When You've Been 
Through This Book 


You’ll Understand Why So Many 


Dealers Are Strong for Firestone 


DEALER is, first and last, a busi- IRESTONE Quality and Firestone 
ness man—he can’t afford to stock Selling, Helps fulfill those demands 
up with goods that stay on the for thousands of progressive deal- 

shelf—no matter how worthy they ers everywhere. This Book of Selling 
may be. He must have Quality; he must Helps tells you about it. Write for your 
have help in disposing of stock _. copy, asking, for No. 82 


Firestone Tire and Rubber Co., Akron, Ohio—Branches and Dealers Everywhere 


*‘America’s Largest Exclusive Tire and Rim Makers’’ 
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Wringer for Garage Use 


The American Wringer Company, 
99 Chambers Street, New York City, 
recently put on the market a wringer 
especially designed for use in garages 
where it is necessary to wring out 

















A wringer for use in garages 


chamois and oily rags. The rolls are 
said to be made of the finest quality 
Para rubber. It is claimed that the 
chamois can be run through these 
rolls without spoiling or damaging it. 
The frame is made of malleable iron, 
thoroughly galvanized to prevent rust- 
ing. 


Advance Patent Washer 
Cutter 


The Advance Felt Specialty & Cut- 
ting Company, 161 West Harrison 
Street, Chicago, Ill., recently put the 
Advance patent washer cutter on 
the market, which can be used for 
cutting washers from felt, rubber, 
asbestos, leather and similar mate- 
rials. Any given size from % in. to 
3% in. outside diameter and any size 
inside diameter can be cut. 

The press is made of gray iron, the 
crank shaft and plunger are of cold 
rolled steel, while the dies are made 
of steel tempered and turned down at 
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The Advance patent washer cutter 


the cutting end to a sharp uniform 
edge. There are 23 dies in the com- 
bination, which the company states 
will cut 529 different sizes. 


‘Thermoid Radiator Hose 


The Thermoid Rubber Company, 
Trenton, N. J., is now manufacturing 
‘Thermoid radiator hose which is made 
with a white cover and which, accord- 
ing to the manufacturer, will resist 
for a long time the action of oil, anti- 
freezing solutions, heat and water at 
any temperature to which the hose 
can be subjected in service. 

This company also manufactures 
“Testoid” radiator hose, which is made 





with a black cover. It is stated that the 
tube, cover and friction are made of 
thoroughly tested compounds, that the 
duck is heavy and that “Testoid” is a 
substantial, serviceable grade of hose 
though lower in price than Thermoid. 
Both grades are guaranteed not to 
harden or soften, not to crack or col- 
lapse, to withstand the action of oil, 
hot and cold water and anti-freezing 
solutions, and to be unaffected by any 
heat which the motor can generate. 
Either grade can be furnished in 
bulk or packed six 3-ft. pieces in a 
box, each piece of a different size or 
all of the same diameter, as desired. 
This company has also put Ther- 
moid gasoline hose on the market. 
Thermoid is made with either three 
or four plies of good duck. The tube 
is reinforced by one-ply, high-grade 
duck, which is also reinforced and held 
in place by a flat, coiled steel wire. 
This company also manufactures 

















The method of packing Thermoid radiator 
ose 


“Testoid” gasoline hose which is made 
without the inner reinforcement of 
fabric and coiled steel wire. The 
tube, fabric, friction and cover are 
identical with the quality used in the 
Thermoid. “Testoid” gasoline hose 
can be furnished in any length and 
can be cut to suit the requirements of 
the purchaser. Thermoid is regularly 
made in 8, 10 and 12 ft. lengths with 
the ends capped. - 

Either grade of gasoline hose can 
be furnished wire wound if desired. 
The company states that the “Steel- 
Grip” outside wire winding of this 
hose is of very hard steel which will 
not unwind if cut at any point and 
which will not flatten out under ordi- 
nary weight. In addition to this the 
“Steel-Grip” wire-wound hose is very 
flexible and will not kink. 


Automobile Lamp Kit 


The National Lamp Works of the 
General Electric Company, Nela Park, 
Cleveland, Ohio, has recently per- 
fected an automobile lamp kit that, 
according to the manufacturer, is 
large enough to carry a complete re- 
serve supply of lamps for any car, is 
small enough to fit readily into any 
spare space, and is strong enough to 
withstand the rough usage to which a 
kit of this kind must be subjected. 

This kit has a reinforced cardboard 
case measuring approximately 2% x 
3% x 6% in. It is fitted with a cloth- 
hinged top that is fastened by means 
of a leather snap lock. Two end hold- 
ers contain the headlight lamps. Jn. 
all the standard assortments these ate 
of the Mazda C construction. Four 
center holders contain the side-light 
lamps and the rear and meter lamps. 
For cars that are not equipped with 
electric side-lights, lamp kits are pro- 
vided with extra reat and meter 
lamps. 
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The lamp manufacturers can sup- 
ply eight standard assortments - of 
lamps which they state meet the light- 
ing demands of 70 per cent of all cars. 
Special assortments, however, may be 
obtained for other cars. 

















The Mazda automobile lamp kit 


An assortment number appears on 
one end of the kit. A small but com- 
plete guide book is supplied to enable 
the dealer to furnish the proper lamp 
assortment for any car. Inside the 
cover of the kit is printed a list of 
the lamps which the kit originally 
contained. This facilitates the refill- 
ing of kits from an automobile lamp 
cabinet if separate lamps are sold 
from the kit. 


Best Rim Contractor- 
Expander No. 5 


The Fish-Best Company, Grand 
Rapids, Mich., recently put the Best 
rim contractor-expander No. 5 on the 
market. This tool is designed to 
quickly remove _ split demountable 
rims with little effort and without 
injury to the rims. 
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The Best rim contractor-expander No. 5 


This device is equipped on each 
end with clamps which are fastened 
and tightened on the rim by an ad- 
justment of two set screws, one on 
each clamp. Then by twisting the 
turnbuckle the rim can be either con- 
tracted or expanded to remove or re- 
place the rim. It is stated that the 
clamps on the No. 5 will fit any rim. 

This device is claimed to be very 
powerful, though it is very small and 
can be easily carried in an ordinary 
tool kit. It should be helpful to the 
shop man, but more so to the driver 
who must change his own tires on the 
road. The price of this device is 
$2.50. 
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SAXON SURENESS “Sick 


Pint - - $.50 

Hardly any car made has achieved success in such a oy hal Hy 

short time as the Saxon. Although less than three years Gallon- - $2.50 
old it is already among the leaders. An Unusually Liberal 

A sure policy has been responsible for this success. Mr. Discount to Dealers 


Harry Ford knew what he wanted to accomplish and has 
never deviated from his set course. 

Therefore when the Saxon Company selected O-So-Ezy 
as its standard polish, it was after O-So-Ezy had made good 
in innumerable tests under which other polishes had failed. . 

The maker of a million cars chose O-So-Ezy for oo 
standard equipment. If you are not one of the thousands of ; wt 
dealers who have already stocked it, do so at once. 


Cars made by— 


Buick, Reo, Paige, Oldsmobile, Chalmers, e Ay (oan 
Hupmobile, Winton, Detroit Electric, a Vwi) icf 
Maxwell, Chevrolet, Grant, Haynes, 2 Zs 
Scripps-Booth, Saxon, Empire, Abbott, e 

H. A. L., Interstate, Briscoe, Detroiter, A Anrages 
and King will carry O-So-Ezy as regular —ECIOMOR 


equipment. ew & 
O-SO-EZY PRODUCTS COMPANY (joo 
264-68 JEFFERSON AVENUE DETROIT, MICHIGAN : ET RA 


Pacific Coast Representative— 


The Phil B. Bekeart Co., San Francisco 





First Prize and Gold Medal—Highest Award—Panama Pacific Exposition, San Francisco 
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TALLAHASSEE, FLA.—The Dixie Supply Company has 
been organized with a —— stock of $5,000, to conduct 
both a wholesale and retail business in the following lines, 
on which catalogs are requested: Automobile accessories, 
belting and packing, bicycles, children’s vehicles, electrical 
household specialties, gasoline engines, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes and glass. The officers 
of the company are B. llis Brown, president; Edward H. 
Hopkins, vice-president and J. Neal Bradford, secretary and 
treasurer. 

ROCK ISLAND, ILL.-—-The McKinley Hardware Company 
has been incorporated by Charles E. McKinley, Hugh E. 
Curtis and George Wagner with a capital of $10 600, to deal 
in belting and packing, builders’ hardware, building paper, 
children’s vehicles, cutlery, dog collars, fishing tackle, lubri- 
cating oils, mechanics’ tools, paints, oils, varnishes and glass, 
poultry supplies, prepared roofing, pumps, refrigerators, shelf 
hardware, toys, games and washing machines, on which 
catalogs are requested. 

SAVANNA, ILL.—The Savanna Heating, Plumbing and 
Hardware Company has puchased the hardware business of 
Rhodes Bros., established in 1874. The stock has been rear- 
ranged and many new lines added. 


YATES CITY, ILL.—W. A. Brown & Co. are purchasers of 
the Yates City Hardware Company. 


CRAWFORDSVILLE, IND.—The Tinsley Hardware Com- 
pany, conducting a business for the past 49 years, has been 
incorporated with a capital of $10,000 by H. R. Tinsley, J. S. 
Tinsley, R. H. and C. G. Tinsley. 

FORT WAYNE, IND.—The Wayne Cutlery Company has 
recently started in business at 1019 Calhoun Street. A com- 
plete line of cutlery, razors, knives, etc., will be carried in 
stock. Catalogs requested on shears, knives, razors, strops, 
hones, etc. 

SULLIVAN, IND.—The Routt Hardware Company, which 
lately bought the hardware store of John W. Wolfe, has been 
incorporated. The capital stock is $10,000 and the incorpora- 
tors are Dillom M. Routt, Walter Routt and Miss Della Raines. 

BATAVIA, IOWA.—George W. Jager has purchased the 
interest of D. W. Caldwell in the Batavia Hardware Com- 
pany. No change will take place in the firm name. 


DENISON, IOWA.—The Beutel Hardware Company has 
commenced business at 901 Center Street. The company’s 
stock will comprise the following, on which catalogs are re- 
ee: Automobile accessories, baseball goods, bathroom 

tures, belting and packing, bicycles, buggy whips, builders’ 
hardware, building paper, children’s vehicles, churns, cream 
Separators, crockery and glassware, cutlery, dairy supplies, 
dog collars, dynamite, electrical household specialties, fishing 
tackle, furnaces, furniture department, galvanized and tin 
sheets, gasoline engines, hammocks and tents, harness, heat- 
ing stoves, heavy hardware, iron beds, kitchen cabinets, 
kitchen housefurnishings, lime and cement, linoleum, lubri- 
cating oils, mechanics’ tools, oil cloth, paints, oils, varnishes 
and glass, plumbing department, poultry supplies, prepared 
roofing, pumps, ranges and cook stoves, refrigerators, sewing 
machines, shelf hardware, silverware, sporting goods, tin 
shop, toys, games, wagons, buggies and washing machines. 

EAGLE GROVE, IOWA.—T. A. Warren has purchased a 
half interest in the W. W. Frakes hardware and implement 
store, and the business will be continued under the name of 
Frakes & Warren. Catalogs requested. 

JOLLEY, IOWA.—The hardware stock and business of the 
Farmers’ Company is now owned by C. L. Taylor. 

KIRKMAN, IOWA.-—A hardware store has been opened by 
J. G. and Frank Lewis. Lewis Bros. will be the firm name. 
A stock of automobile accessories, baseball goods, buggy 
whips, builders’ hardware, churns, cream separators, cutlery, 
dairy supplies, dog collars, fishing tackle, galvanized and tin 
sheets, gasoline engines, hammocks and tents, harness, heat- 
ing stoves, lubricating oils, mechanics’ tools, plumbing de- 
partment, pumps, ranges and cook stoves, shelf hardware, 


ca 

KANONA, KAN.—George J. Heller & Co. have commenced 
business, dealing in automobile accessories, baseball goods, 
—_en mechanics’ tools, shelf hardware, linoleum, cutlery, 
etc. 

WELLINGTON, KAN.—Wommack and Hanna have dis- 
posed of their stock to L. E. Barbour. 

ALPENA, MICH.—Charles Raddatz, Floyd Fockler and 
others have opened a hardware store in the Masonic Block 
under the name of Raddatz, Fockler & Co. 

FARIBAULT, MINN.—E. P. Lynch has purchased the in- 
terest of L. D. Tripp in W. J. Musegades & Co. The business 
will hereafter be known as Musegades & Lynch. 

GROVE CITY, MINN.—J. W. Settergren has purchased his 
brother’s interest in their hardware business, and is now sole 
owner. 

MEDFORD, MINN.—D. Butterfield is the new owner of the 
hardware stock of Bailey & Boynton. 

NEVIS, MINN.—Erickson Brothers have been succeeded by 

. H. Gregerson & Son, who request catalogs on pumps, 
buggies, etc. 

THREE RIVERS, MICH.—F. M. Malbone has increased his 
stock by a line of paints and oils, fishing tackle and sport- 
ing goods, and requests catalogs on glass. 

WELLS, MINN.—R. A. Candee has taken over the stock 
of baseball goods, bathroom fixtures, furnaces, bicycles, dog 
collars, cutlery, mechanics’ tools, shelf hardware, silverware, 
sporting goods, etc., of Candee & Osdoba. 

VERSAILLES, MO.—Kidwell and Winget have sold their 
stock of hardware, tinware, etc., to C. W. Brown. 

BOZEMAN, MONT.—The Power Implement Company has 
started in business, both wholesale and retail, carrying a 
stock of baseball goods, belting and packing, bicycles, buggy 
whins. builders’ hardware, building paper, children’s vehicles, 
churns, cream separators, cutlery, dairy supplies, dog collars, 
electrical household specialties, fishing tackle, furnaces, gal- 
vanized and tin sheets, gasoline engines, hammocks and 
tents. harness, heating stoves, heavy farm implements, 
heavy hardware, home barbers’ supplies, kitchen housefur- 


os sporting goods and washing machines will be - 
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nishings, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, prepared roofing, pumps, ranges and cook 
stoves, refrigerators, shelf hardware, silverware, sporting 
goods, wagons, buggies and washing machines. 


GRASS RANGE, MONT.—The Pioneer Implement & Auto 
Company has recently been incorporated by Ira E. Elliott, A. 
R. McKenzie and Ebba E. McKenzie. The capital stock is 
$10,000. Catalogs requested on automobile accessories, belt- 
ing and packing, cream separators, harness, gasoline engines, 
lubricating oils, heavy, farm implements, heavy hardware, 
pumps and wagons and buggies. 


HAVRE, MONT.—Jestrab Bros. have recently commenced 
business on First Street, carrying the following stock, on 
which catalogs are requested: Automobile accessories, base- 
ball goods, bathroom fixtures, belting and packing, bicycles, 
buggy whips, building paper, children’s vehicles, churns, 
cream separators, cutlery, dairy supplies, dog collars, dyna- 
mite, electrical household specialties, fishing tackle, furnaces, 
furniture department, galvanized and tin sheets, gasoline 
engines, hammocks and tents, harness, heating stoves, heavy 
farm implements, heavy hardware, home barbers’ supplies, 
iron beds, kitchen cabinets, kitchen housefurnishings, lubri- 
cating oils, mechanics’ tools, paints, oils, varnishes and glass, 
plumbing department, poultry supplies, pumps, ranges and 
cook stoves, refrigerators, sewing machines, shelf hardware, 
silverware, sporting goods, tin shop, toys, games, wagons, 
buggies, and washing machines. 

JOPLIN, MONT.—Jensen Brothers have put in a stock of 
automobile accessories, belting and packing, buggy whips, 
builders’ hardware, building paper, children’s vehicles, churns, 
cream separators, cutlery, dairy supplies, dog collars, dyna- 
mite, galvanized and tin sheets, gasoline engines, harness, 
heating stoves, heavy farm implements, heavy hardware, 
home barbers’ supplies, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, prepared roofing, pumps, 
ranges and cook stoves, shelf hardware, silverware, sporting 
goods, wagons, buggies and washing machines. 

BERTRAND, NEB.—P. C. Schroeder has sold out to O, A. 
Hoffstrand and Ernest Schroeder, who will continue the 
business as the Hoffstrand Hardware Company. Catalogs 
requested. 

CEDAR RAPIDS, NEB.—R. J. Rupprecht has bought the 
hardware and lumber business of the Yost & Asmus Lumber 
Company. Catalogs requested covering automobile acces- 
sories, baseball goods, belting and packing, bicycles, buggy 
whips, builders’ hardware, building paper, children’s ve- 
hicles, churns, cream separators, crockery and glassware 
cutlery, dairy. .supplies,, dog collars, dynamite, electrical 
household specialties, fishing tackle, furnaces, furniture de- 
partment, galvanized tin and sheets, gasoline engines, ham- 
mocks and tents, heating stoves, heavy hardware, home 
barbers’ supplies, iron beds, kitchen cabinets, kitchen house- 
furnishings, linoleum, lubricating oils, mechanics’ tools, oil 
cloth, paints, oils, varnishes and glass, poultry supplies, 
ranges and cook stoves, refrigerators, sewing machines, shelf 
hardware, silverware, sporting goods, tin shop, toys, games 
and washing machines. 

JUNIATA, NEB.—C. W. Rucker has bought the Divan & 
Shockey stock. 

LUSHTON, NEB.—Carl C. Clover has purchased the inter- 
est of A. ‘R. Marshall in the implement business and is 
erecting a new building 50 x 120 ft. Catalogs requested on 
automobile accessories, belting and packing, bicycles, buggy 
whips, children’s vehicles, churns, cream separators, elec- 
trical household specialties, fishing tackle, galvanized and 
tin sheets, gasoline engines, hammocks and tents, harness, 
heavy farm implements, heavy hardware, kitchen housefur- 
nishings, lubricating oils, mechanics’ tools, plumbing de- 
partment, shelf hardware, wagons, buggies and washing ma- 
chines. 

NICKERSON, NEB.—Seidel & Anderson have commenced 
business, dealing in fishing tackle, builders’ hardware, base- 
ball goods, cutlery, hammocks and tents, poultry supplies, 
mechanics’ tools, etc. Catalogs requested on hardware, paints 
and oils, glass, etc. 

gg ROCK, NEB.—White & Stigiel are successors to 

. Poe. 

UEHLING, NEB.—C. H. Heyne is now in possession of the 
stock of Suhr & Heyne. Catalogs requested. 

RUTHERFORD, N. J.—Cullen & De Groot, Inc., have been 
incorporated to deal in hardware, automobile accessories, 
pumps, prepared roofing, mechanics’ tools, fishing tackle, etc., 
with a capital of $25,000. The incorporators are Patrick J 
Cullen, Julia A. Leist and John De Groot. 

HOLLEY, N. Y.—Ira Edwards, engaged in business for 46 
years, has disposed of his store to his son, Frederick A. 
Edwards. Frank S. Edwards will be associated with him 
under the name of Ira Edwards’ Sons. 

MEDINA, N. Y.—Bancroft & Clark are purchasers of the 
Hanlon Bros. hardware store. 

HAMLET, N. C.—W. N. Everett of Rockingham and Mr. 
Puvall have purchased the hardware business of Lackey 
Bros. The concern will hereafter be known as the Everett- 
Duvall Hardware Company. 

COTEAU, N. D.—The Andrew Larson hardware business 
has been sold. Frank Lindblad, who is the purchaser, 
requests catalogs on automobiles. 

DE SART, N. D.—The De Sart Implement Company has 
engaged in the implement business. Automobile accessories, 
gasoline engines, cream separators, heavy farm implements, 
lubricating oils, mechanics’ tools, wagons and buggies and 
washing machines comprise the company’s stock. 

HATTON, N. D.—H. L. Breen and J. O. Aamot have bought 
the stock of William Olesen, consisting of a line of cutlery, 
electrical household specialties, fishing tackle, lubricating 
oils, sporting. goods, silverware, etc. The Hatton Hardware 
Company will be the new firm name. 

STRASBURG, N. D.—L. K. Mastel has sold h‘s stock of 
belting and packing, builders’ hardware, cream separators, 
dairy supplies, electrical household specialties, gasoline en- 
gines, heavy farm implements, heavy hardware. lubricating 
cils, puMps, wagons, buggies and washing machines to De 
Boer & Van Loest, who request catalogs. 
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Here Is the Hand Auto Horn S&S 
You’ve Been Waiting For 


You can pay more than is asked for a Garford Hand Auto Horn, but you 
cannot buy more dependable warning signal service no matter what you pay. 


The Garford Hand Auto Horn is standard equipment on a number of the 


most popular makes of cars on the market—it should have been part of your 
equipment. The very name Garford means oy and service—the one warning signal that will 
inspire absolute confidence. Tone distinctly different from all others and raises above the ordinary 
traffic sounds, and carries long distance ahead in plenty of time to clear the road. 
The plunger placed at an angle of 45 degrees, responds with absolute certainty to the slight- 
est touch so that you can modulate the volume of tone to the gon | of your need. 
No gears or rachets to collect dirt andclog. No batteries, pus 
with. Handsomely finished in baked black enamel—but that’s not all—it’s always on the job. 
Priced within the reach of all—so why pay more—when 
2 o 
The Garford Hand Warning Signal 
Is Guaranteed For the Life of Your Car 
The Garford Rexo Il Garford Electric Garford Ford 
Hammer Driven Auto Horn Motor Auto Horn Type Speedometer 
Theloudest signal of its kind on the market. Can be heard further than an object can Its absolute accuracy and 
Compact in design hi hest electrical efficiency be seen on a country road. Sound is not ob- a by its ae 
—striker ground absolutely true to diaphragm jectionable to occupants of car because horn dicating mechanism which is 
after assembling. Push button constructed throwsit way ahead. Simple and easy to icalin action. Pow i 
so that slightest pressure at any point assures operate—signal positive, certain, dependable over dial wi a guiver. 
perfect contact. Attached to steering wheel. giving maximum warning service on mini- dial easy to read. —y 
Storage battery or dry cells runs entire season mum current consumption. Unusual acces- ly to left indicates 10 mi r; 4 
i ion. Simple and easy to oper- —y enables owner without mechanical grees to left, ; vertically, 30 
ely finished with two coats of know to keep it in perfect condition. ete. Sold under strongest guaran 
: i i a y polished Will not work soose nor willits bracketsmar made. Any defective 
unlimited guarantee, it is b he be ; i 
best Auto agg buy of 


tee 
pert sapeines or 
mastery. Can placed free. One size 3% 
. nished complete wi 

enamel 7 
satin finish. Unlimited guarantee. 


buttons, wires, etc., to bother 
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DUAL TTC 
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baked blac 
nickel bell. 


th all fittings for attaching 
to 100 Scr", pied in black om $1] 
Also manufacturers of Garford Flush and Bracket Types Speedometer; 
Garford Dynamo Lighting System; Maxo II Electric Horn for Motor Cycles. 


See them at dealers’ or write for booklet 
* 2 . li 
J oO Dealers: oa is — po eg in line for your share of the auto accessory 


oroughbreds will produce for you. 
THE GARFORD MFG. CO., Dept. 508 
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If you handle Auto 


Accessories, Motor- | ro Wy \=s 
cycle and Bicycle i . J 
Supplies and Bi- |- \y cE 


cycles, why not get in 


touch with a Whole- Repeat Orders— 


sale House that han- 3 
rs When customers come back for more—it 
dles this line ex- pays. Automobile owners have a habit 


. of re-ordering 
clusively and place 
yourself in a position HAR RIS 
lu serve your customers with - "Ol .. is 
anything they could possibly re- 
quire in this line? You should Fo nol 





4 














have our catalog as a reference. because HARRIS OILS give absolute sat- 
Write for it. It will mean big isfaction. 
business to you. Our motto— ae er ae 
é6 ++? - ++? cream of the oil business? 
If oa kin to an auto it's related Our oils sold in Bbls., Half Bbls., 10 Gal., 
to wus. 5 Gal. and | Gal. Cans. 
**A Little Goes a Long Way and Every Drop Counts”’ 
Motor Car Supply Co. A. W. HARRIS OIL COMPANY 
326 S. Water St., Providence, R. I. 
1451-53-55 Michigan Ave., CHICAGO Branch: 143 No. Wabash Ave., Chicago, Il. 























66 ; m 99 ACTUALLY REPAIRS ANY 

The Missing Link CHAIN BETTER THAN NEW 

Drop Forged from High. Grade Steel. Sizes 4 Inch to 15¢ 'nch It is the only Link as Strong as Same Size Chain 
Just place the two halves to- 
gether and head over the rivet- 


pins. 


An instant repair for broken 
chain; actually neater looking and 
stronger than the link. Steam 
Shovel Engineers, Drainage Con- 
tractors, Loggers, Mining Oper- 
ators, Railroads, in fact, anyone 
who uses chain ought to know 
of and use Missing Links. 


The interlocking lug and rein- 
forced hole make it twice as 
strong as any other link. It takes 
but a minute to insert it, saving 
expense, and much valuable time. 
Use this link: take no chances. 
Lose No Time in Repairs. 





PATENTED 
Send for illustrated catalogue showing 1500 aréicles of Marine Hardware, etc. 


THOS. LAUGHLIN COMPANY -:- -:- Portland, Maine 
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The Classified Directory appears 


in the first issue of each month 





A 
Acme Steel Goods Co........ 94 
Alaska Freezer Co.......-eeeces 90 
Athei*a “Te. “Ws: Os sn coe 66 
American Electric Co.......... 88 
American Screw Co........... 18 
American Shearer Mfg. Co...... 103 
American Sheet & Tin Plate Co. .102 
American Steel & Wire Co.... 98 
American Wire Fabrics Co..... 31 
American Wringer Co.......... 95 
Armstrong Cork Co............ 7 
Armstrong Mfg. Co............ 100 
Asheem BEG Biiw cas 0+ cece cicen 101 
Athol Machine Co............. 19 
Atios, E. -Cy S66, IMfi... § 
Athan TE COs aidine vec cccecace 27 
Auto Parts Mfg. Co............ 89 
B 
Baeder, Adamson & Co........ 26 
eee: a aes Re eeckes kes 91 
ee. NE. MM cb nds cece ees 99 
Bemis & Call Hdwe. & Tool Co.101 
ee Es aw os ceieab aces 95 
ee A c's lula ko ee wide 30 
Bicycle Step Ladder Co........ 96 
Billings & Spencer Co.......... 98 
nS ee Te at's 6k dae 19 
De, Mtns BO SNe escs dees iss 101 
ee eee a 32 
I nn ie wares 91 
Dawe, Gee Tis GOs oc essccss 22 
OO Ts vg Be GAs ob ct dh iv eae 86 
Bridgeport Screw Co.......... 18 
Broems, BE. S., & Sons... ....0> 105 
Brown & Sharpe Mfg. Co....... 6 
Buckeye Aluminum Co......... 21 
ee “Wee Gs os ket iicewccas 99 
Burnley Battery & Mfg. Co.... 96 
Butterfield & Co., Inc........... 94 
& 
Caldwell Auger Bit Co.......... 98 
Commer Git | occ ose tcacnes 21 
Cae Fk Gi onsieavwhicddnek 28 
Chapin-Stephens Co. ........... 105 
Champion Spark Plug Co....... 108 
Chatillon, John, & Sons........ 36 
Ci Ges ode ceaccs cays 103 
Chicago Flexible Shaft Co...... 37 
Chicago Spring Butt Co........ 33 
Cape, Gouna Fi, Se cic cc duns 29 
Cleveland Galvanizing Wks. Co. 8&6 
Come “Were Geiic os kc cician 5 
Coleman Latte Ce... oc cccccess 95 
COMRSIIG PRD 36a cadcsiecccdss 41 
COGts Ts: Wis Se teens eke oes 103 
Covert’s Saddlery Works........ 98 
D 
Darby, Edward, & Sons......... 99 
Davenport Mfg. Co............. 96 
De Kalb Wagon Co............ 99 
Dememes. BEGG. Gis o < on ss ck pease 96 
Delta File Works.............. 105 
CN, BGS okt ads ew aaa hanes 31 
Detroit Show Case Co.......... 89 
os a Bee ee te 101 
Dieckmann, Ferdinand, Co...... 101 
Dietzgen, Eugene, Co.......... 28 





as 


Disston, Henry, 2) ae 10 
Dixon; ‘Joséph, Crucible Co...... 89 
E 
Eagle Woodenware Mfg. Co..... 27 
Eclipse Mfg. Co......-eeseeeees 86 
Bisatie Tid Cec cc ccceccsscccass 26 
Ellfeldt Hdw. & Mch. Co....... 103 
Energy Elevator Co............ 103 
Enterprise Mfg. Co. of Pa...... 34 
ates. Bee « «cue obese cacececece 30 
Reet. Ge. « ediee bs cveetseces 100 
F 
Perma BOGS, Cesc occ eves vtnces 28 
Findeisen & Kropf Mfg, Co...... 77 
Firestone Tire & Rubber Co.... 79 
Fort Dearborn Mfg. Co........ 92 
G 
Co SE Se oe 83 
fo 2 ae 102 
Gilbert & Bennett Mfg. Co...... 97 
Goodyear Tire & Rubber Co. ..38-39 
Grant Mfg. & Mach. Co....... 93 
Cts. Jes Ts Gilbsawsetacecs 96 
Greenfield Tap & Die Corp...... 20 
SD Pe CDK iis bes ccabeweeris 94 
H 
i PO Th venta dae ah eanewe 105 
es eee err ere 25 
a Oe 88 
co ee Se &4 
ESOGRRG FO BB c os cc peccens 103 
Hayes Pump & Planter Co...... 31 
Sees: Ws: Ring Gabe sc kadawc cecas 29 
er Ge ac oc a cnwanesccce 95 
i eee ee 35 
es Gas Ga oo ase aves 100 
I 
Imperial Bit & Snap Co........ 99 
Independent Harvester Co...... 98 
rr pee moe 90 
International Silver Co......... 2 
Irwin Auger Bit Co............ 35 
Brvimg-Pet Mife, Ce... ccccces 29 
a ee a ore 96 
ROG Wan oe eee se ous 93 
J 
joceoe: Bren. Cae, -Em6. . dcccvcs 95 
Jememen, B., Mame Ges co nccavcée 25 
a ee ee ee 100 
Jennings, Russell, Mfg. Co...... 98 
K 
Keuffel & Esser Co............ 32 
ES SRR IS pee ee 22 








L Rock Island Mfg. Co.......... 102 
Rose, Wm., & Bros............ 92 
Royal Iron Mig. Co. ...... wen 26 
OE a a 84 PU Te Bec GOs 0 cnet tes 103 
Ce es Ce eas tee peceee 4 33 
Rseeeeee Wee Ce an ccc cans cbac 96 
Rapeeae. Ween GAN cewdccesctish 27 S 
Ludlow-Saylor Wire Co....... 24-30 
Dr dn [ibs sy wedesks ¥eeeun 101 
Samson Cordage Works........ 103 
PO Oe ae ere ee 14 
Semaies WET His 3 ccc ws vege ves 95 
M Schettk. Mi. B.." Cos... ccc cs. 25 
Schwerdtle Stamp Co.......... 10S 
SN EN SS deen sunna cae’ 105 
McKinney aity. Ce CERES HES a Sherman, H. B., Mfg. Co...... 99 
MecKingon Dash Co........--+- Wiguse We, H. Mig. Werks.... 98 
Michigan Wire Cloth eee 102 Gath @ Rese Mia. Co...:.... 97 
Milbradt Mtg. Co... tice en 96 Smith & Hemenway Co., Inc....10% 
Milwaukee Corrugating CMiteadas 17 Sommer, John, Faucet Co...... 103: 
Morgan Serving Ce... cccecccacs 25 Snell Mfg. ee a ae 102 
Deis GID noe ce cwccecsous 103 Sparks-Withington Co. ......... 89 
Morse Twist Drill & Mch. Co.. 91 AE Nt GS Ot AGES Se eS Ie 
Morton, Thos. .....-...-+-+++. 10 Stanley Rule & Level Co........ 20 
Motor Car Supply Co.......... & Siniiny Waited < co. be Souscc 69. 93 
Murphy, R., Sons Co........-. 27! Star Expansion Bolt Co........ 100 
Myers, F. E., & Bro.......... 24 Star Specialty Mfg. Co........ 105 
a a ae x ere eee 40 
Stewart Iron Works ........... 103 
N ge es ee ee 3m 
Seen & Wai as bade os oes des 97 
Studewaker Corp. 22.2 csccccees 107 
National Defense & International Sturgess & Burns Mfg. Co.. 30 
Peace Publicity Campaign... .106 
National Lead Gi ..ccccceesivs 34 
pees: BER Gi saccvdccneeces 42 T 
New Era Spring & Specialty Co.103 
New Jersey Wire Cloth Co...... 97 
N. Y. Lubricating Oil Co...... 87 UE BE, Ge i ce ruces ed eceus 95 
Ney Mfg. Co. ..-.+-.+++:. 97-102) Thermoid Rubber Co........... 3 
Niagara Falls Metal Stamping Thomson, Judson L., Mfg. Co... 93 
WE Wad dnatssdsckessoaboen 90 Tewnerad. S.. P.. Ce..ce.sseses 97 
Nicholson File Co.......ceees 12/1 Trimont EE RRS oe 13 
North Bros. Mfg. te a w'dd Ge aie 19 Tubular Rivet & Stud Co....... 84 
North Wayne Tool Co.......... 32 
0 U 
, aren: Ce Cec cis wiesisess: 9 
Oliver Iron & Steel Co........ 32! Union Hardware Co............ it 
Opportunity Exchange ...... 104-105! Union Horse Nail Co........... 99 
Caeees GC. Ba @ Gers ic vctckc 102 U. S. Sandpaper Co............ 39 
Q-So-Ezy Products Co......... 81 
Vv 
Pp 
Pacific Hdwe. Mfg. Co........ 192| Vollrath Co, .... ceteeeeecees 23 
Page-Storm Drop Forge Co....100} ¥°SS Bros. Mfg. Co.....-...... 23 
Pewmer, CRertes, Ce. icc cccccses 26 
Parker Wire Goods Co........ 105 
Peck, Stow & Wilcox Co....... 73 Ww 
Peerless Handcuff Co.......... 105 
Pennsylvania Rubber Co........ 1 
Ges Mita. s ab ea Siclaee eat 103 
TG ein sds te tae ake 103 
Jie anna las eth Meco antes ag OE ED 89 
Walworth Mig. Co....6..ceece. 4 
Ws Baas Se, ask. en ah 0.8 bees 95 
O Wheeling Corrugating Co....... 17 
Whitaker-Glessner Co. ......... 92 
Whitman & Barnes Mfg. Co..... 90 
Quaker City Rubber Co........ g7| Wickwire Bros., Inc............ 1S 
We, Fo Bing BOs cade ctces's 100 
Worcester Lawn Mower Co..... 97 
Wee WE Ey nb we seco cesebee 16 
R 
ae 8 SE] oe Sere 98 Y 
Richards-Wilcox Mfg. Co...... 71 
eenee Bee GA weeacvccseses 103 
Robertson, Arthur R.......... 101/Yerdon, William ...........;.. 97 
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Make Him Stop! 


It’s easy enough if you use the 
right signal—a Bowser “Sentry” 
Gasolene Pump on your curb. 
Gasolene makes the car go—it 
also makes it stop and the motor- 
ist knows that when he gets 
gasolene from a 





outfit it is clean, filtered and full- 
strength. 


Don’t stand in the doorway and see the free- 
spending automobile trade shoot by in a cloud 
of dust, only to stop at the othér fellow’s door. 
He not only sells them gasoline, but he gets 
their business in all the other departments of 
the trade. 


Make them stop with a “Bowser” Gasoline 
Supply Station—and then sell them everything 
else they need for their cars. 


Get them going and coming—we'll help you., 


The average owner of a Bowser “Red Sen- 
try’ Curb Pump turns his gasoline stock over 
about 50 times per year. On how many other 
lines that you carry, can you do this? . 


S. F. Bowser & Company 


Incorporated 


Fort Wayne, Indiana 


Sales Offices in All Centers and Representatives 
Everywhere 


June 15, 1916 








Do You 
Sell Chain? 


Wise, awake hardware men will appreciate 
the profits from chain trade. 


You can cater to any demand with a selection 
from the four styles shown below. 





They’re packed for clean, quick 





handling in 250 ft. reels, roo ft. car- 
tons and made up into all known 
chain specialties in the best finishes. 





Cleve’and 
Samson Pump Hodell 
12 Sizes 6 Sizes 2 Sizes 11 Sizes 


Our latest- Dog Lead Assortment is a real 
trade winner. Get a sample assortment 
and prices on the four styles shown above. 


x 


The Cleveland Galvanizing 
Works Company 


Cleveland, Ohio 
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The satisfaction of your customers is your biggest 
asset in trade. 


Safeguard it by selling 


NOGRAS 
Ez Mv I Ni fT t RAM 


OILS and GREASES 
Quality Service 





The fact that Monogram is used and endorsed by 
more automobile manufacturers than any other oil 
on the market is striking evidence of its superior 
quality. 


Write for particulars of our proposition to dealers. 





New York Lubricating Oil Company 


116 Broad Street ~ ~ New York City 














10,000,000 People 
Know Our Goods 


Our advertising of Quaker Tires and other products 
in THE SATURDAY EVENING POST, Collier’s, 
Literary Digest and 25 trade papers has made ‘‘Quaker 
quality’’ known to practically every buyer of garden hose 
or other rubber goods. 


RINGMETER 


Yankee— Wonderful 


These three brands of continuous-length braided garden hose 

dominate sales in many sections of the United States. It is the 
line you should handle if big sales and liberal profits are considera- 
tions. We also make 30 or more brands of wrapped hose. 



















Samples and Prices on Request 








Write right now for samples of the hose, prices 
and specimens of the sales and advertising helps Quaker City Rubber Co., 
furnished free to dealers. Philadelphia, Pa. 

Send samples of hose, etc. 


Quaker City Rubber Co. Wii ee pa cS seseesees 


PHILADELPHIA CHICAGO PITTSBURGH NEW YORK 
629 Market St. 182 W. Lake St. 211 Wood St. 207 Fulton St. 


**#eeweeeeeeweeeweeeeeneneewneeeneeeeeeeeeeeeaeeeeneneeeneee 
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SOMSOI LLC 


Automobile Hand Horn 





Buy entire line from one factory 


Just one of the twenty different models manufac- 


tured by us is shown here. 
our fair lists and money ens scounts possible; it 
has permitted the subdivision of the various manufac- 
turing operations so that we now have a maximum 
production at a minimum cost. This means bigger 
profits for you; it means repeat orders from your 
customers. 


Mass —— has made 
1 


The Samson-Lion is the new 1916 hand horn; it is 
simple, durable and practical and it is just as easy to 
operate as any electric or hand horn made. It is the 
one dependable warning signal and will outlast the life 
of the car. Write for discounts today. 


Samson-Lion “ push-down ” horn. 
No. 45 Length 11 inches over all. Attrac- 
tively finished in black with brass or $4 50 
nickel trim. Price complete......... ° = 
List 
Manufactured by 
. e 


COMPANY 


State and 64th Sts., Chicago, U.S.A. 





Here’s the Test 
That Killed 
All Doubt!, 


When we claimed that 
the Rose Shop Grease 
Gun would deliver 1% 
pound of hard grease 
with one stroke in one 
minute—people thought 
we were joking. Until we 
proved it by actual test! 
and had the photo taken 
which we now repro- 
duce! 


Do you wonder mo- 
torists everywhere are 
finding the ROSE an 
actual necessity? Write 
us at once for prices and 
special trade proposition. 
It’s a winner. 


| J.H. Haney 
& Company 


Hastings 
Nebraska 
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Double Tan Income 
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From your Plumbing, Heating, or Sheet Metal Departments 





ETAL WORKER, PLUMBER & STEAM FITTER will give you the most important 
and most up-to-date information concerning the problems of shop management, cost 
systems, keeping account of labor and materials used on individual contracts—reduc- 
ing the expense of the business so as to show you a better profit at the end of the year. 


It also will supply you with the latest, the most carefully written and the most 
valuable technical information on these subjects including the very important problem of 


overhead expense. 


Many of its descriptive articles are afterwards put into 
book form and sold to the trade by technical publishing 
houses, as the best and most reliable text-books. There- 
fore, the information regularly placed in your hands 
through this weekly paper, is later bought in the form 
of books by thousands of firms at a much greater cost 
than the yearly subscription price. 


Nearly every live-wire plumber, steam fitter, furnaceman 


and sheet metal contractor is already taking profitable 
advantage of this valuable information. We cannot 
understand how even one single hardware merchant who 
conducts a plumbing, heating or sheet metal department, 
can possibly be willing to miss having such information 
regularly at his command, when the cost of METAL 
WORKER, PLUMBER & STEAM FITTER is less than 


4 cents a week. 


Write today for a free sample copy of 
Metal Worker, Plumber & Steam Fitter 
and our special subscription offer 


METAL WORKER, PLUMBER & STEAM FITTER 


Published every Friday for the men who are responsible for 
the profit end of the Plumbing, Heating and Sheet Metal Business. 


239 WEST 39th STREET 





NEW YORK 
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This is 
Your 


Stamp. 
Send for 


it 





MODEL NO. 50 


200 VARIETIES 


in a range of prices wide enough to satisfy the most critical 
buyer. 

That's the selection of show cases you may choose from if 
you send for our catalogs. 

Or, if you write us your show case requirements, we'll show 
just how to satisfy your particular needs, and if necessary will 
draw‘ up special plans and make exactly what you want. 

And all this service, coupled with 52 years of experience in 
solving display problems, absolutely free to you. 

All we want you to do now is to tell us your name, address 
and business and we'll show the superiority of This stamp printed in four colors will 


be supplied you in any quantity you de- 





sire free of charge to assist you in selling 
Walden’s Worcester Wrenches. If you 
are already selling these wrenches and 
reaping a profit, you know how much 
this co-operation helps you. 

If you have not yet stocked Walden’s 
Worcester Wrenches, send for full par- 
ticulars as to prices and complete infor- 
mation as to our co-operative selling plan. 





This attractive stamp is only one feature 
which we are offering to hardware deal- 
ers. Write for full information at once. 


and just how they will help your business. WALDEN MFG CO 
6 _ 


Let us hear from you, now. 


80 Commercial St., Worcester Mass. 











I)siellas) le) Aer KiaGel 


468 West Fort St. DETROIT, MICH. 


Makers of ALMETAL store front construction 
































Dario Resta, winner of the Sixth Annual 


ania Automobile Race, uses and A ody o Line— 
Dixon’s Graphite | Big Demand— 
Automobile Lubricants | Big Profiits— 


Be able to tell your trade about these lubricants. Write Designs for all cars, attractive, substantial, economical. 


for booklet and dealers’ proposition No. 40 G. Saves many a nasty bump. Fitted with all types of .bars— 
channel, round, diamond, semi-diamond, spring. 





Made in JERSEY CITY, N. J., by the 


Joseph Dixon Crucible Company i ADGER BUMPERS 


Established 1827. G-159 








sell easily, and best of 
all stay sold. Popular 
with auto owners every- 









Sharp Warning or-— where. Not a _ season- 

‘ able specialty, but a 
f Long, Far Reaching steady, year-round seller. 
\ Unusual profit possi- 
he i all bilities for live dealers. 






Write for catalog today. 


Auto Parts 
Mig. Co. 


538 Broadway 
SA F a Z b MILWAUKEE, WIS. Clover Leaf with 2” Nickel Plated 
Channel Bar—$6.25 


FIRST 


SOUND adiention on city streets or = 








on om city sree or comntry roads THE WINNING LINE! 
S PA RTO N Model “pe $4 rn eg black and chal, or all black. 
THE SPARKS WITHINGTON CO. Jackson, Michigae 
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Winchendon - 


Massachusetts 
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Alaska and North Pole Freezers 


the best freezers in both the wood tub and the all-metal line in the world are 


A New England Product 


A trial order will convince you of the truth of our state- 
ment. Write us today for prices for immediate delivery. 


ASKA FREEZER COMPA 
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NORTH POLE 


MO Repzer. |) 
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Steel 


Has become wide- 
ly recognized for its | 
superior resistance 
to corrosion, its great- 
er toughness and its 
more ready workability. 


INLAND 
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Basic Open Hearth Steel 


Is recognized as embodying to a 
marked degree all the excellences 


of steel made by the open-hearth 


process. 


Before the close of the year our producing ca- 
pacity will be almost doubled. 


INLAND STEEL COMPANY 


First National Bank Bid 
Works- Indiana Harbor, Ind. and 
Granch Offices- ST.LOUIS -ST.PAUL- MILWAUKEE-DENVER-DALLAS- 


» Chica 


Cicago tages 











EMBOSSED LETTERS 
FOR SIGNS 


We make these letters 6” in 
height, as well as the smaller 
sizes from 4” to 14”. All are 
made in aluminum and in six 
finishes of brass. They make 
the most attractive sign that 
can be had, and at a moderate 
cost. 

We make figures to match 
all sizes and finishes of our let- 
ters. Stock is always kept 
complete for prompt filling of 
orders. 


ASK FOR FOLDERS Nos. 12 and 14 


NIAGARA FALLS METAL STAMPING WORK 


IAGARA F 


ARDWA 


RE 
ALL 





SPECIALTIES 


S, N. Y., U.S.A. 
S-11 
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—- 2 EM PRESS GRE EAS ‘SECU PS shown repre- 

sent only a 

Marine De Luxe tavisible Ratchet Pe Comp par t of our 

Plain Leather Packed Short Pat. Marine line. 
BOW ER N MFG. CO. 
AUBURN, N. Y. Write for full 
CATALOGUE ON APPLICATION 
information. 
hi 8 ¥ Q @ Ask for 

“A OC. “FOC. OC. r Mic. “1 OC. “KOC. ‘ __ Wing Top § Catalog ue L. 





























“W & B” Diamond | |. 
Machinists’ Small Tools| | 1 ne Usefulness 


Specified By Exacting 
Tool Users 





Carbon and High Speed Twist 
Drills and Reamers. 


“Hercules” High Speed 
Drills. 

Screw and Drop Forged 
Wrenches. 


_ Chisels and Punches; Spring Cotters and 
Keys. 


No. 86 Machinists’ Supply Catalog on 
request. 


> >" Tre of “Morse” Drills 


a Ggoswew wees ae eg aro 


The Whitman & Barnes|Mfg. Co. is greatly increased by the conve- 


eeTiRLISHED iese nience of the holders. These sets 








General Offices: Akron, Ohio make good displays and quick sales. 

New York Store: 64 Reade Street. 
Baropenn Otnee: "Se. Loadoa, B.C. MORSE TWIST DRILL & MCH. CO. 
FACTORIES: New Bedford Mass. 


Chicago, Ill. Akron, O. St. Catharines, Ont. 




















BLACK DIAMOND HLE WORKS 


ESTABLISHED 1863 os am INCORPORATED 1895 


Twelve Medals of 





Special Grand Prize 


sictmpnatianiatls GOLD MEDAL 
ha Atlanta, 1895 
Expositions 


Copy of Catalogue will be sent free to any interested File User upon application. 


G. & H. BARNETT COMPANY Philadelphia, Pa. 


Owned and Operated by Nicholson File Co. 
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turrets made from solid steel rods with highly tempered steel springs. We give 
our punches a fine finish and guarantee them in every respect. 


THE SMITH & =GGE MFG. CO. 


REVOLVING 
PUNCHES 


Made of forged steel with 
improved, easy working 
joints; the tubes from solid 
stock, each tube being tem- 
pered by hand and the 


- Bridgeport, Conn., U.S. A. 
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The Ideal 
Roofing 


Ideal because it pleases those 
who buy it, use it and sell it. 
Because it has successfully 
withstood all known chemical 
- physical tests. Because it 

s first an iron of exceptional 
nati, an honest iron, an iron 
that resists every known cor- 
rosive agent. We can supply 
all standard styles and sizes of 
Galvanized or Painted Roof- 
ings. Send us your inquiries. 


Whitaker - Glessner Co. 


Portsmouth Works 
Portsmouth, Ohio 























Ask Us About 
The Sure-Shut Line 


_It is composed of fast-selling items of prac- 
tical worth, some seasonable, but for the most 
part year-round sellers. 


Hose menders, milk bottle caps, mouse traps, 
hump key-ring hooks, pressed steel screw 
clamps, saving banks, book straps, etc. 





The Sure-Shut Hose Mender makes an abso- 
lutely tight connection in less than a minute. 
a brass, won't rust. Made for %” and 3%” 

ose. 


Every me- 
chanic can use 
Sure - Shut 
Clamps. 


Three Sizes 
ge 114”, od 





Fort Dearborn Mfg. Co. 


STERLING - - ILLINOIS 














ROSE WIDE HEEL No. 221 — ; with the superior make because 


WRITE FOR CATALOGUE H 


3 to either the most accurate feel awkward to 
Wm. Rose & Bros. Sharon Hill, Pa. 2 killed man. For this reason the 
or 110 Lafayette St. store of the hour is the store with a 

WIEBUSCH & HILGER, Ltd. New York City ROSE. 


Selling Agents 


Who sells your customers 


their ROSE Wide Heels?. 


The handy Rose Wide Heel is 


superseding narrower brick trowels. 


As never before, advantage lies 


greater width makes any forging but 
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STANLEY JOINT FASTENERS 


FOR MAKING STRONG 
AND TIGHT JOINTS 
IN WOOD WORK 


PACKED TO MEET DEMANDS 
100 te box. 500 and 1000 to box. 
And in bulk 










































WORKS. 





CONN, U 
No, 3300, Plain Edge No. 3315, Saw Edge New York Chicago 
Parallel Corrugations + See page 69 Parallel Corrugations 100 Lafayette Street 73 E. Lake Street 




















A Wonderful Combination 


| Ri ° Trade Mark 
“ ex IME Ps io V5 nar 


One rivet per sec- 

ond. 

Uniformity: Reg. U. S. Pat 7 
each rivet headed 

with same degree 
of tightness or 
looseness as de- 


sired ew Auger Bit that 
Finish: will bore in Any 


perfectly formed 


rivet heads, highly - Wood Without Push- 


polished surface, 





eee ing—and that anyone 
GRANT NOISE. can sharpen. 


LESS RIVET 
SPINNING MA- 
CHINES, are the 
only machines 
built that will ac- 
complish the 


THE W. A. IVES MFG. COMPANY 
Wallingford Conn. 
Boston, 136 Pearl St. 





above. Chicago Otfice, Room 404, 108 No, Dearborn St. 
St. Louis Office. 1114 Pine St. 
Catalog London Office, 240-241 Dashwood House, New Broad 
ai tea Ken 





The Grant Mfg. & Machine Co. 


B Station, Bridgepert, Conn. 




















Tubular Rivets and Bifurcated Rivet 
acaencee’ TT TT AY A] 


Box. 12 Boxes to Carton 


TITITIff 


SLOTTED CLINCH AND TUBULAR RIVETS FOR MANUFACTURERS 


AUTOMATIC MACHINES FOR SETTING TUBULAR 
OUTSIDE PRONG AND SLOTTED CLINCH RIVETS 


: J — L. THOMSON MFG. CO., Waltham, Mass. 
Chicago Branch: 316 North Michigan Ave. 








CARTON ASSORTED RIVETS 
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to satisfy customers. 


styles. 


Ask for details. 














Two Acme Specialties 
Worth Investigation 


Both of them bound to attract attention and sure 


Acme Box Strapping is neat, handy and easy to 
apply. It is strong and serviceable—made in many 


Acme Corrugated Fasteners make permanently 
tight joints in Screens, Doors, Sashes, Frames, etc. 
Your nearest jobber can supply either or both. 


Acme Steel Goods Co. 


MANUFACTURERS 


2840 Archer Ave...CHICAGO, ILL. 
151 Lafayette Street..New York City 
10-14 Tift Street 
810 California St.San Francisco, Cal. 
M. E. Canfield & Co....Los Angeles 
Acme Steel Goods Co., Ltd. .Montreal 
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We Can 
Make Every 
Kind and Size of Tap 


You can depend on our facilities and our 
capabilities to furnish any and every kind of 
tap your customers call for. 





For your convenience we list a few staple 
types of taps: 


Bicycle Mud Plug Stove Bolt 
Bit Brace Patch Bolt Tapper 
Brass Tubing Pedal Hand 

Pipe Hob 
Metric Pulley Horse Shoe 
Machine Screw Staybolt Machine 


Write for Catalogue No. 15 


BUTTERFIELD & CO., Inc., 


Derby Line 


Vermont 

BRANCH STORES: 
126 Chambers St.........-.-- 1 sbbeew bene se cons New York City 
BE Cadillac Bq... 1. cece ccc c cece cccccesccceces Detroit, Mich. 
BE Ge, GD Bee ccc cccccccccccccccsescnssces Chicago, Ill. 
B10 Delaware St... 2... 0.2 cc cccecceccwececs Kansas City, Mo. 














it 
Holds 


Door 


Open”’ 





— 











? PATENTED 


GRIFFIN’S 


“Is 


Never 


the 
Way” 


Garage Door Holder 


No. 1914 


ABOVE CUT SHOWS HOLDER IN OPERATION 


THE GRIFFIN MAN’FG CO. 


w : 
wT Senge ERIE, PA. 


17 E. Lake St. 
icago 











Do you want a better position? 


Look over the Help Wanted Advertisements in the Opportunity 
Exchange of HARDWARE AGE. Yeu will find many good openings 
listed there, but if you don’t find what you want, just ask for it, by 
means of a 25-word Situation Wanted Advertisement which we will 


insert for you for soc per time. 


HARDWARE AGE, 239 West 39th Street, N. Y. 
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Q ICE SCALES 


The season is here for 
ice scales. We make 
them in all capacities. 





Ask for particulars. It will pay you 


The Jacobs Bros. Co., Inc. 


78 Warren Street NEW YORK CITY 











Every Razor A Safe One 


The old naked razor is the best 
kind to use—if you want a “real” 
shave. Everybody knows that. And 
it’s why the Shavezy Razor Guard 
sells so readily. It makes every razor 
a safe one—it covers the blade to just 
the right degree. 


Retails at 50 cents—so sales come 
easy. Write at once. 


L. T. WEISS 


291 Taaffe Place Brooklyn, N. Y. 




















TAPLIN 


Double Dasher Beaters. 
Dover Egg Beaters. 


The latest and most im- 
proved types of egg 
beaters. A full variety of 
styles, sizes and prices, to 
meet every requirement. 


THE TAPLIN MFG CO. 
New Britain, Conn. 
New York Office: 

143 Chambers Street 














The World’s 
Greatest Light 


Such was the opin- 
ion of the World’s 
greatest judges at the 
Panama-Pacifi® Expo- 
sition, of the Coleman- 
Aif-O-Lantern. 

The Coleman means 
a sure profit for the 






dealers. You need fill A PENNY 

it but once a week and 

clean it but once a A NIGHT AND 
year. It can be car- FOR THE BURN 
ried anywhere and THEIR 
any way but it will FINEST OWN 


never spill. It is LIGHT 


smokeless, wickless 
odorless, harmless, 
sootless, white and 
bright = cuts the 
cost of ligh to one- 


ting 

thirtieth 2 electricity. 

Write at once for 

particulars on this 
great proposition. 

THE COLEMAN LAMP COMPANY 

Kansas; St. Paul, Minnesota; Toledo, 

Texas; Chicago, I). 





Ohio; Dallas, 


Wichita, 








——— 


The “Original”? Gutter Hangers 
ame by Berger Bros. Company 


are the strongest, neatest and 
handiest made; 2c different styles 
to suit any requirement. 


Look for the “BB” on 
every piece. 






: Send for free samples 
No. 10 and No. 8 Catalog. 


BERGER BROS. COMPANY 


Office: 220-31 Arch St. Store: 237 Arch St. 
Warerooms and Factory: 110-114 Bread Street 


PHILADELPHIA 





~ PREPAREDNESS 








Are you ready! to 
answer the call¥for 





HORSE SHOE BRAND 










Every wringer We stand back 
manufactured by of every one 
us is furnished of them. 


with a warranty 
tag which bears 
our name and 
the time of 

warranty. j 


A trial order 
will convince 


THE AMERICAN WRINGER CO. yew Pont cry 














Guaranteed 
Not to Mar 
the Floor 


Acme Removal Felt Tips are made 
of long haired wool, compressed 
under hydraulic pressure. 


Consequently they wear indefinitely. 


Positive insulators against noise and the only tip guar- 
anteed not to mar the finest floor. 


Demonstrate with samples at our expense. 
For furniture of all kinds. 


THE SCHATZ MFG. CO., Poughkeepsie, N. Y. 


Agents: J. C. McCARTY & CO., 29 Murray Street, New Yor« 














The “‘Hustler’’ 
Ash Sifter 


In go the ashes. 
Down goes the 
dust. Out comes 
the good coal to 
use again. No dirt. 
No back breaking. 
Everything quick, 
sanitary and eco- 
nomical. That’s 
what the “Hust- 
ler” does for your 
customer. Think 
what it will do for 
vou! 


Hill Dryer Company 
316 Park Avenue 
Worcester, Mass. 
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a For Over 30 Years 
“Greens Hardware 


SHELF BOXES 


Have been giving satisfaction in thousands 
of Retail Stores throughout the U. S. 


Write for price list 


The A. H. GREEN CO. 
101 Warren St. New York 














LOCKTITE 


50,000 Sold in Iowa 
in 1915 


Locktite Patch Co. 


DETROIT, MICHIGAN 

















MILBRADT LADDERS 


will pay for themselves in 
a short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 

Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 


2410 N. 10th St. 
St. Louis, Mo. 














Double Seamed 


A can that will last 
must be double seamed. 
Delphos C. C. Cans are 
double seamed top, bot- 
tom and body seam and 
then soldered with the 
best of half and half 
solder. Write for cata- 
log. 


I Dress kaa 
eu a Delphos Mfg » Ue. 
US Delphos, - Ohio 














THE 
hi Ladd 
Chicago er 
is specially adapted for use 
in Hardware Stores. This 


Ladder cannot tip—will turn 
corners if desired. 


NOISELESS TRACK 


See this space for other 
kinds next week or send 
for booklet telling all about 
Rolling Ladders. 


The Bicycle Step Ladder Co. 
62 Randolph St., Chicago 

















—— IVES PATENT 
WINDOW STOP ADJUSTER 


Prevents Drafts, Dust and Windew Rattling 


< / 


The enly stop adjuster made from one piece of metal with 
selid ribs and heavy bed that will net cup or turn in tigh tea- 
ing the screw. 

Descriptive circular mailed en applicatien 


THE H. B. IVES CO. 


Manufacturers of Builders’ Hardware 
NEW HAVEN, os - - - «- « CONN., U. & A. 

















SHARE THE PROFITS WITH US 





HE growing use of Burnley Soldering Paste is increas- 
ingly profitable for us. Merchants all over the coun- 
try are taking their share of the profits—will you? 
Stock this popu- 
lar soldering flux. 


On. the job it is 
handy and is used 
=" BURNLEY 
Burnley is a 
steady “repeater.” 

SOLDERING 
PASTE 


Burnley Battery & Mfg. Co. 
North East, Pa. 


Western Electric 


DISTRIBUTORS 








and Jobbers 
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We Want Good Live 
Representatives 


in many territories not yet closed. 
Quick sales and substantial 
profits are available to those who help us distribute 


Baling 
FIREPROOF Press 


(USED IN U.S. POST OFFICES.} 

For Beling Waste Paper, Tin Scrap or Scrap of any kind 
Simplest, strongest, best baling press on the market. 

Prevents fire risk-pays fur itself and earns money for owner. 

Four sizes. Sold on 10 days free trial and money-back guar- 

antee. Write at once for free booklet ‘Money in Waste Paper.’ 


ALESMEN and JOBBERS WANTED 


DAVENPORT MANUFACTURING CO. 
DEPT. H., DAVENPORT, IOWA 
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THE 
Baby Superior 
Fly Trap 


Best made and most efficient 
fly trap ever made to sell 
under twenty-five cents. 


A Sensational seller with 
satisfactory profit to the 
Dealer. 

Sold through Hardware Jobbers. 


STUBER & KUCK CO., Peoria, III. 


New York Office—154 Chambers St., J. M. Sherwood, Mgr. 
San Francisco Office—Rialto Building, William P. Horn, Mgr. 








Cate 
aUsha Kode Cay 
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You Get the Biggest Return 


in all the _ Goes elements of Hose 
Service wh von ey ‘“*‘YERDON’S” 
CAST BRASS THOSE BANDS. 

Made of a Special Pus? PROOF, 
composition metal, exceptionally 
strong and durable, "they hold the 
hose firmly with a double, all-round 
*‘grip’’ assuri a ong ges | tight 
connection. re- 

ted and will iy right on the 
MD doing Efficient work long after 
others are scrapped and forgotten. 

ALL sizes for hose 0. D. up 
to the largest Section Hose. Most 
satisfactory on automobile hose con- 
nections. Made in Fort Plain, U. 8. 

Used everywhere. Unequalled by 


We solicit your stock orders. If 
you don’t know them write for sam- 
ples. Both Home and Foreign trade 
supplied. 


WILLIAM YERDON 
FORT PLAIN, N. Y. 
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Genuine NEY Haying Tools 


STANDARD FOR FORTY YEARS 
THB COMPLETE LIND WRITD FOR CATALOGUE 


THE NEY MFG. CO. Canton, Ohio 





a 








Townsend Gave to the World 
The Ball-Bearing Lawn Mower 


Golf 
Mowers 


Horse 
Mowers 


Trimmers 





All other manufacturers now make Ball-Bear- 
ing Mowers for their best grade, but Town- 
send still leads in design, quality and finish. 


S. P. TOWNSEND & CO., Orange, N. J. 











The Worcester Lawn Mower Co. 
Worcester, Mass. 
Have their NEW CATALOG 


in COLORS ready for mailing. 
Ask for it. 






SELLING AGENTS: 
J.C. McCarty & Company, 21 Murray St., New York 











1e Cheapest Rec AUSE tf Best 


PEARL “3% 


CLOTH 


is non-rusting, does not require re- 


painting, and is practically imdes- 


tructible. Copper colored wires in 
the selvages identify it--our  re- 
elbleclatelemeabl-le-lel date mele 

The Gilbert & Bennett Manufacturing Co. 


. oman a ® oy 
ey @ 4 ; Cf at 
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The “ Air Distributing ” Funnel 


Does not bubble or slobber the 
liquid like the old style funnel be- 
cause it has an air releasing collar 
and spout to conduct the air from 
the container. 


Practically Constructed 
—Strong and Durable 


Heavy Galvanized Funnels. 
Made in all sizes. 


























12 inch diameter, 3 inch straight top.......... $1.00 each prepaid 
10 inch diameter, 2 inch eae re a -85 each prepaid 
8 inch diameter, 1 inch straight top.......... -50 each prepaid 
6% inch diam., without straieht SEP. cc vdnicce .80 each prepaid 
We also make heavy measuring cans and carry- 


ing buckets for oil wagon use. Write for prices. 


THE WM. H. SIGLEY MFG. WORKS _ sylvan Grove, Kansas 











YOU know that ADVERTISING 
direct to the consumer 
brings the inevitable demand— 
ANYWAY. We have noticed 
that a large number of Re- 
tail Dealers have ob- 
served our effort, man 
of whom have sai 
something clos- 
ing with 
















Ss 
WAY.” And just 
think of oe . 
never said ord . 
about having five gifrerent 
kinds in stock. Yours for 
Profit, Quality and Service. 


CALDWELL AUGER BIT CO. 


LE BANON, NEW HAMPSHIRE, U.S.A. 














PROFIT PRODUCER FOR DEALERS 


Here is a 1% 
H.P, Engine 
with heavy 
overload capa- 
city guar an- 
teed; an engine 
that will pro- 
duce _ satisfied 
users and make 
more custom- 
ers. Write for 
our proposition 
to dealers. 
Large territory 
given. 


Lhd INDEPENDENT HARVESTER CO. 


PLANO, ILLINOIS 




















‘Trade Mark 


BILLINGS and SPENCER COMPANY 


HARTFORD, CONN. 


Manufacturers of Machinists 
Wrenches and Drop Forgings 

















AWARDED 
a Tt ¥ . 


American and 


Griswold 


Bale Ties 


— OLD AND TRIED ties have passed 
through years Of refinement in manufacture 
and trial in actual use until they are now standard 
of the world. 

Complete descriptive catalogue sent free for the asking 
Made by 


American Steel & Wire Company 


Chicago New York Cleveland Pittsburgh Worcester Denver 
Export Representative: U.S. Steel Products Co., New York 
Pacific Coast Representative: U.S. Steel Products Co. 

San Francisco Los Angeles Portland Seattle 














Ask Your Jobber 


For Harness Snaps, Rope 
Snaps, Breast Chains, 
Horse and Cattle Ties, 
Halters, Wagon Jacks, 
Gate Hooks, etc. 


MADE BY 


Covert’s Saddlery Works 


INTERLAKEN, N. Y., U.S. A. 














How’s your file stock? If low, sort up 
on a few REX Files. 


You'll find REX Files mighty fast sellers, 
simply because they are mighty fast cutters. 
Good profit. Send for details. 


The Rex File & Saw Co. Newcomerstown, Ohio 
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[IF the people who made 
the Liberty Bell had used 
RADIOCLARITE there would 
not be any crack in it now. 


Try the MILLER FLUXES, 
Keystone Fliux for Iron, Steel, 
Semi-Steel and all ferrous met- 
als. Radioclarite for Brass, 
Bronze and all non-ferrous met- 
als. These Fluxes are econo- 
mizers and quality raisers. Try 
them once and you will become 
a regular customer. 





Cc. M. MILLER 


Send for a trial order. We ask no pay unless the 
Flux proves satisfactory after trial. 


THE BASIC MINERAL CO. 
Box 276, N.S. Pittsburgh, Pa. 











Quick-Set Steel 


Drive Posts 





These are some of the 
reasons why the demand 
for these sts is grow- 
ing: Cost less than wood 
or concrete, guaranteed 
for 35 years, a few blows 
set them, adapted to any 
kind of wire fencing, 
wire strung easily and 
quickly. 


It will pay you 
handle these posts. They 
appeal to farmers and ait 

roperty owners. Send 
for our catalog. It is free. 


Buffalo Steel Co., Tonawanda, N. Y. 




















Imperial Lawn Edge Trimmer 


Sells on sight. See how ome it ware. 
Note the clean, even edge. No movi oe oo 
Very durable. Price is right. aeofit. 
Most jobbers will supply you. 


IMPERIAL BIT AND SNAP CO. Racine, Wis. 














A STAPLE ARTICLE 


with a BIG PROFIT 


trade SIMPLEX mart 


Reg. U.S. Pat. Office 
ROOFING NAILS 


The Only Satisfactory Nail 


The big demand for this Nail has made 
it a staple seller and yet it carries the 
big profit of a high class specialty. 
Have four times the head area of ordinary roofing nails— 
and head area is the all important point in laying prepared 
roofing or sheathing. 

Don’t buy prepared roofing unless Simplex Nails are 
packed in the rolls. 
FREE Samples and Circular on request. 


H. B. SHERMAN MFG. CO., Battle Creek, Mich. 


















44-Caliber Men 


not 22’s—are the sort who give and 
get positions through our Want Sec- 
tion. Do you wish to establish con- 
nections with these top notch firms 
and individuals? They are worth 
knowing—and having. Of mutual 
benefit is 


The Want Section 


HARDW ARE AGE 
239 W. 39th St. New York 











PEN-DAR LEAF RACKS 


oe on wheelbarrows with removable sides, for 

ering leaves, cut grass and rubbish; capacity 10 

Frshels made of galvanized wire, bolted to a wooden 
Price, not a wheelbarrow, $4.00. 





MANUFACTURED BY 
EDWARD DARBY & SONS CO., Inc. 
247 ARCH STREET PHILADELPHIA. PA. 














De Kalb Business Jeet 


We build business wagons for eve class of crase,, and 
guarantee each one to be exactly as represent 
Ask for free catalog with full details. 


De Kalb Wagon Co., 103 Garden St., De Kalb, Il 
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Made by |g UNION HORSE NAIL CO. 
1506-1522 W. 2 CHICAGO, ILL. 

















100 HARDWARE AGE 


June 15, 1916 





pec Ee 


GENUINE ARMSTRONG STOCKS AND DIES 
Threads PIPE, BOLTS, BRASS PIPE 


MALLEABLE IRON HINGED PIPE VISES 


PIPE CUTTERS 
HAND AND POWER PIPE MACHINES 


Manufactured by 


The Armstrong Mfg. Co. 


290 Knowlton St. Bridgeport, Conn. 
We make prompt delivery 


















For Strength a1 and Permanency 
SEBCO TOGGLE BOLTS 






+ 
E5852 
ge xS 
msm For making fastenings to 
5 e2 = hollow walls and ceilings 
m ee note the stay washer 
Peaks which holds the toggle in 


position while attaching 
material, a feature found 
only in Sebco Toggle 
Bolts. 





Write for Descriptive Circular Samples and Prices. 


STAR EXPANSION BOLT COMPANY 
147-149 Cedar St., New York 120 W. Lake St., Chicago 








If i’s DROP FORGED 
WRENCHES jyou’re 
after, remember 
that P-S Quality 
is Guaran- 
teed. 


Booklet A 












Page-Storms Drop Forge Co. 
CHICOPEE, MASS. 














C. E. JENNINGS STEERS PATENT 
nen BIT 


Pat. April p 1884 
Pat. Dec. 19038 
and A. B. “Jeanings 
Pat. March 1, 1910 


Cutter Cannot 
Slip 


See That Bevel on 
Cap and Cutter 








Note Micrometer Screw, by means of which Cutter can 
be Instantly adjusted te a Thousandth part of an inch 


C. E. JENNINGS & CO., Sole Manufacturers 71-73 Murray St., N. Y. 





Copper Rod 


Brass Rod 
Hard Rolled Copper 
Rectangular Copper 


material at very close prices and 
make good delivery. 


Write us when you are in the 
market. 


The Eureka Company 


NORTH EAST _ :: 














MORTON’S CABLE 
SASH CHAINS 


Have in many instances withstood 25 years’ 
continuous service. They are the one best 
substitute for sash cord, as they can’t fray, 
stretch or rot, and are easiest to apply. 


Be sure your windows are equipped with 
MORTON’S CHAINS, as they mean a big 
reduction in this end of your maintenance 


expense. 
THOMAS MORTON 
245 Centre Street New York, N. Y. 








WILLIAMS’ 
“Vulcan” 


Chain Pipe 


Vises 
ON HAND 


Insure Quick 
Sales 


We have special ways of co-operating 
with our dealers. 
May we explain them? 












3 sizes 
1/8 to 8° pipe OF mmarneae 




















Prompt renner on Receipt | 


of Your Order 


Ferrules, Copper; Bars, Copper; Bottoms, Copper; Burrs, Cop- 


: a: Conductor Pipe, Copper ; ‘Crimped Sheet, Copper ; 5 mare 


r; Elbows pper; Gaskets, Corruga no wk 
pper ; Mitres, Copper; Nails, ‘Co at ievein 
Copper ; Shoes, Copper ; Sheets, pper ; Soldering 
Spikes, | Gop Re "Washers, Copper. 
our selling n s are listed above, write us at once. 
Pittsburg Copper and Brass Rolling - ag 


C. G. HUSSEY CO. paeeres. 
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THE HAMMER 
HOLDS 
THE TACK 








Robertson Horse Shoe Magnet Hammers 


a high grade line with a good profit to dealers and job- 
bers. Catalogues and discounts on request. 


Stlver Medai (Highest Offered) Panama-Pacific Eaposition 
ARTHUR R. ROBERTSON, 144 Oliver St., Boston 











THE NEW 
POPULAR PRICED 


OFAIN 


“BANNER” STEEL TAPE 


is rapidly taking its place with 
the other familiarly known 
LUFKIN Brands. It is an accu- 
rate, first quality, Steel Tape 
with Instantaneous Readings, Metal Lined Case, Push 
Button, etc. Sells at a price within reach of many 
users of Woven Tapes. 

SAGINAW 


THE [UFKIN fpULE GO. MH 


On Sale Everywhere 






























BLISS 
HAND 
SCREWS 


84 YEARS THE LEADER 





Also Manufacturers of 


Cabinet-Makers’ Clamps. Foundry Flask 
Clamps. Bench Vises. Carvers’ Tool 
Handies. Auger Handles. Chalk t Line Reels. 
Special Wood Turnings. Mallets. 


J. H. O’NEIL, Jr., Successor to 

















Builds Your 
Auto Trade 


Because it’s a tool the motorist can hardly be with- 
out. It’s so handy and reliable. The frame is tough 
malleable iron and the movable jaws are offset 22 
degrees. Sells when shown. Write for prices. 


Bemis & Call Hdw. &Tool Co. 

















All stock of our make bears our 
name and Trade Mark ‘“‘RED-HOT,”’ 
and is GUARANTEED to be first 
class in every respect, TO SELL, 
STAY SOLD AND TO GIVE SATIS- 
FACTION, if operated in accordance 
with instructions. It will pay you to 
see that our Name and Trade Mark 
is on every Fire Pot and Torch you 
purchase, and you will obtain the best 
that money can buy. Our stock is 
made under patents which we own 
and control, and our many improve- 
ments enable the operator to do his 
work quickly and better with less 
fuel expense. Jobbers everywhere 
will supply. Send for free Catalog. 


ASHTON MFG. CO. 
NEWARK, N. J., U.S. A. 





No. 61 Red-Hot Fire Pot, 











R. BLISS M’F’°G CO. Paytucket, Springfield, Mass., U. S. A. 
Trade e - 
Sell Satisfaction 
RED -HOT F. Dieckmann Elbows sell solely on merit. Made 
Mark all angles, all designs, square, round, plain, corru- 


gated. 





The Ferdinand 
Dieckmann Co. 


Cincinnati, Ohio 



























66 99 oF 
| RED DEVIL. TOOLS’ 
: A Complete and Profitable Line of 
Pliers, Nippers, Side Cutters, Chisels, Bits, 
Screwdrivers, Glass Cutters, Hack Saw 
Frames and Blades, Chain Drills, Snips, 


Climbers, Connectors, Buffalo Grips, Nail 
Pullers, ete. 


Send for illustrated Net Price List showing 
entire line of ‘‘Red Devil’ Toois and Spe- 
cialties. 


SMITH & HEMENWAY CO., Inc. 
98 Chambers Street New York City 














so. «9 ete hs 
rata £39 i ee 









J. Ss. DEUSE 
Manufacturer of 
Auger, meng Countersink, Screw Driver Bits, 
Gimlets, Countersinks, Reamers, Nail Sets, 
Punches, Ice Picks and Chisels. 





Write for Catalogue 
CHESTER, CONNECTICUT 















4 LATHYARN, HAY and HIDE 
ROPE, and SPECIALTIES 








ROP E 


MANILA and SISAL 






Manufactured by = = 7 
E, T. RUGG & CO. ieee 
NEWARK, OHIO : 
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NOTICE TO JOBBERS 


Every G-W ICE TOOL is warranted against imperfections 
in materials and workmanship and sold under Our 


oe €6GIFFORD-WOOD. CO. 


Catalogs and Display Cards on Request Works: HUDSON, N. Y. 
WRITE FOR PRICES NEW YORE BOSTON CHICAGO 























Our New Universal Telescoping Case- 
ment Adjuster for use on window opening 
either in or out. Our new grip makes it 
impossible to slip. Made of solid brass and 
in all finishes. Immediate shipment. Sold 


° e direct to retailers from originators and 
Telescoping Casement Adjuster manufacturers. Write for price. 


PACIFIC HARDWARE MANUFACTURING COMPANY, Los Angeles, California 


Originators of Bungalow and Art Hardware 


MICHIGAN WIRE CLOTH CO. 


ESTABLISHED 1864 


EVERYTHING IN WIRE CLOTH 


Pioneers in the manufacture of DOUBLE CRIMP WIRE CLOTH and WIRE SCREENING of 
every kind possible to weave, made of Steel, Iron. Brass » Copper Srense, Aa German 
Silver, Pure Nickel, Galvanized, Tinned and Monel Metal Wire; also WIRE LATH, Bte. 
Also Drawers of Brass, Copper, Bronze, German Silver, Pure Nickel, Aluminum, 
Monel Metal Wire, Etc. 


517 HOWARD STREET, DETROIT, MICH. Write for Catalogue No. 2. 


























Snell’s Star Bits bore quickly, leave a clean cut hole 


and satisfy every user. : SNELL MFG. CO., Fiskdale, Mass. 


They sell best, because best known—over 120 years on 
the market. Guaranteed right in every way. Selling Agents, JOHN H. GRAHAM @ CO, 


The profit is big.. Get our terms and catalogue. 113 Chambers St. New York City 


KEYSTONE vinta ome 2 


Made from KEYSTONE COPPER STEEL—Unequaled for 











CULVERTS, TANKS, ROOFING Sra 


and all forms of ex sheet metal work. These sheets - highest in quality and resistance 
to rust. Loo eystone added below 4 ny trade-mark. We also manufacture Apollo 
Roofing Products, B Sheets, Special Sheets, Terne Plates, Etc. 








ESTABLISHED 1826 


Round and Oval Punches 


OF SUPERIOR QUALITY 


C.S. Osborne & Ce, 
Newark, N. J. 








PLIERS 
NIPPERS 


PUNCHES 


Send for Catalog 








AMERICAN 


Sickle Edge Hay Knife. The 
original sectional edge hay 
knife. Write for 
prices. They are 
interesting. 


THE NEY MFG. CO., Canton, Ohio 








ROCK ISLAND AUTOVISES 


Number 241 vise is swivel, weighin "2 Ib., and is adapted for 
automobile and heavy repair work. 231 vise is same in design, 
but is stationary, weighing 32 lb., and ‘ suitable for the individual 
automobile owner. These vises are a combination of vise jaws, 
pipe jaws and anvil 


ROCK ISLAND MFG. CO. we Rock Island, III. 


SEND FOR NEW CATALOG OF LARGEST AND MOST 
26h—-Amtevinc COMPLETE LINE OF VISES MANUFACTURED 231—Autovise 
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SAMSON rc WORKS 


“MANUFACTURERS OF’ SASH CORD, CLOTHES. 
BRAIDED CORDAGE ¢ Se LINES, SMALL LINES 
AND COTTON TWINES fe rae ETC. SAW AVALOS 


BOSTON 
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~g-7 =" & Iron Fence and Gates 
; : Lawn Vases 





SERRRRRRREES AGENTS WANTED 
"UA Send for Catalog 
THE STEWART IRON WORKS CO. _:: __Cincinnati, Ohio 








The Zimmerman Porch Base 


Prevents Decay and Saves Ex 

All Sizes for Round and Square Posts 

Pamphlet and Prices on Application 

S. CHENEY & SON 
MANLIUS, N. Y. 



















Avoid New 
Spring Era 
Breakage SPRINGS Better 
Buy TYPE A Sprin gs 


Ask'for 1916 Catalog of Accessories for Fords and all cars. 


NEW ERA SPRING & SPECIALTY CO. 
56 Woodward Avenue Detroit, Mich. 














Saw Sets, Hand Punches, 
Nail Pullers, Box Openers, 
Seal Presses, Bench Stops, 
Liquid Soap Dispensers. 


Chas. Morrill, Manufacturer 
102 Lafayette Street New Yor, 





x 


REG. U. S, PAT. OFF. 











140 Years’ Continuous Business 





LARGEST ee STOCK IN THE WORLD 
Highest Grade Only 


JOB T. PUGH) :: Phila., U. S. A. 














THE VERY LATEST 


bargains in the way of hardware stores are 
offered for sale in the “Opportunity Ex- 
change” of this issue. They hold valuable 
investments for you. Why not look them 
up—now? 





“ANSONIA” NAIL CLIP 10c. 


Made by the makers of the “‘Gem”’ nail Clipper. Twelve 
in a box or 12 on a display card. Fast ten-cent sales. 


? ee YEA i 


Big Profit 
Write 


7H. C. Cook Co, 
Ansonia, Conn. 























| 2 ERE Sreo 16850 
:ee eee Ss 


~ @OHN HASSALL unc. 
Rivets. 
ESCUTCHEON PINS. 
SPEGIAL WirRE NAILS 


Cray ano Oaxcanod Sreeets 
BROOKLYN,NY 


SS = SS) 


In Acc Meracs 
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Porter’s “New Easy’ Bolt Clippers 


All sizes. All parts interchangeable. Jaws Special Steel. 
Big Sellers. Good profit. Write for prices. 


H. K. PORTER Everett, Mass. 

















a —— 


No Shortage of Metals 


We carry a stock of over 100 tons of ar Copper, Aluminum, 
German Silver, Phosphor Bronze, in rod, sheet, wire and tubing. 

Tons of Tool Steel in Carbon and High $ Speed, keysteel and 
shafting. Full line of Morse Drills “ny & Sharpe and Star- 
rett Tools, Universal Hack Saw Blades, et 


Elifeldt Hardware & Machinists’ Supply Company 
KANSAS CITY, MO. 


“VICTOR’’ BOLT CLIPPER 
Send for Catalog 





ROBERTS MFG. CO., Somerville Station, BOSTON, MASS 














4 
4 


| ELEVATORS AND DUMBWAITERS 


Made to be sold by the Hardware Trade. 
Can be placed in position by any carpen- 


ter. 
Send for Catalog No. 24. 


ENERGY ELEVATOR CO. 
214-216-218 New St. Philadelphia, Pa. 














PRIES'T’S 
Clippers 


The world’ s standard ‘“‘back- 
o’-the-neck’’ shaver deserves 
your serious investigation as 
3 — item of stock. 


dain Shearer Mfg. 
mpany 
Nashua, N. H., U.S. A. 














! 









ICETS 
Zee BEST BLOCK TIN K ee 
: MAPLE WOOD BODY Hf "HIGHLY POLISHED 


ERT 
Ou.y THE GENUINE ARE STAMPED In TR 16 TRE WOOD with 
MARK MALTESE CROSS Per cur) 


BEWARE OF IMMITATIONS 









j “mane OF LEAD,IROW,OR OTHER INFERIOR METALS, TINNED OR HICKELED. 





JOHR SOMMER FAUCET CO. se5Cenraa: Ave. Newarx iL, 





line of Wagn 
Wagons, Sleds and Sasdwase Specialties. 


WAGNER MFG. CO. 
Dept. D Cedar Falls, lowa 
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help. 





Experienced Help 


in specialized linee of business is always hard to secure. 
to get it is to advertise in publications that these men read. 
ware trade, it is HARDWARE AGE. Try it for any kind of hardware 
Distance is no disadvantage to these classified columns. 
the East meets the West and the North the South, and Uncle Sam is a 
speedy and willing servant. 
here is a good place waiting for a good man, and our assistance in 
bringing the two together i is part of the service for which you pay. 
Note: In answering ads do not send original letters of reference— 
send a copy, it does just as well. 


The best way 
In the hard- 


Here 


Help Wanted and 


Business Opportunity 


Advertisements 2c. per 
word—$1.00 minimum 
rate. 


Situations Wanted 


2c. per word—50c. min- 
imum. 


Display rates on request 








Help Wanted 


Situations Wanted 


Situations Wanted 


Business Opportunities 





ee 


Original letters of reference should 
not be enclosed with replies to 
advertisements appearing wm _ these 
columns, as they are frequently mis- 
laid and lost. “A copy of the refer- 
ence will serve the purpose. 


YOU HAVE OF COURSE THE 
NEWSPAPERS IN YOUR CITY 


THAT YOU CAN USE TO}. 


OBTAIN A POSITION; BUT 
IF YOU WANT TO GO AFTER 
iT IN A NATIONAL WAY 
USE THIS SECTION—IT MAY 
COST YOU A “LOWER” IN A 
“PULLMAN,” BUT IT WILL 
PROBABLY GIVE YOU A 
WORTH-WHILE “BERTH.” 





MANUFACTURER OF HARD.- 
WARE SPECIALTY desires to get 
in touch with salesmen calling on 
the hardware trade to handle goods 
on commission basis. Advise us 
what territory you cover and refer- 
ences. Address “R. S.,” care Harp- 
warRE Ace, New York. 





WANTED — Experienced — Stove 
and Hardware Specialties salesman 
to represent leading Manufacturers’ 
Agency in palifornte, Oregon, Wash- 
ington, Idaho and Alaska. Excellent 
o ommany for right man. Address 
“it. K .”’ care HARDWARE Ace,” New 

ork 





iF YOU WANT A POSITION 
WHY DON’T YOU SAY SO TO 
THE THOUSANDS OF EXEC- 
UTIVES THROUGHOUT THE 


HARDWARE TRADE WHO 


READ THIS PAGE? 





OLD established house wants ex- 
perienced salesmen who visit re- 
tail hardware and department stores 
in cities where gas is used to sell 
a high class gas iron and gas stove 
on commission. Only good men 
with references considered. State 
territory wanted, Can be worked 
as a side line. Address “W. G.,” 
care HArpware Ace, New York. 





WANTED—A real salesman call- 
ing on the hardware trade to carry 
as a side line a wood working tool 
of exceptional merit. Address “W. 
H.,”” care HArpware Ace, New York. 





WANTED—A first class plumber 
and furnace man who is also ac- 
quainted--with the retail hardware 
business. Married man preferred, 
Must be able to furnish references. 
Address ““W. K.,”" care HARDWARE 
AGE, New York. 





WANTED — Salesman in Pitts. 
burgh to sell axe, pick, sledge, ham- 
mer, hatchet, and coal pick handles 
on commission as a side line. Ad- 
dress ““W. O.,” care Harpware Ace, 
New York. 





WANTED—Salesman in the an- 
thracite coal regions to sell coal pick, 
sledge, clay or pick, axe and 
hammer handles, on commission. Ad- 
dress N..” care HarpWarREe 
AcE. New York. 


BOOKKEEPER—Young man Ro 
desires connection with growing 
ware or implement concern, ~ tee 
years’ experience as bookkeeper and 
office manager with large wholesale- 
retail hardware concern, would con- 
sider position as sales manager also. 
Ambitious, honest, Al reference as 
to character and ability. Address 
“R. X.,”? care HARDWARE AcE, New 
York. 


THOROUGHLY EXPERIENCED 
HARDWARE MAN, age 33, mar- 
ried, honest and strictly sober. Good 
buyer and salesman. Capable of 
managing store. Permanent posi- 
tion with good general hardware 
firm; 12 years’ experience; always 
make good ; not afraid of work. Ad- 
ress ‘‘S. X.,”’ care HARDWARE AGE, 
New York. 








HARDWARE™ SALESMAN 
30, single, three years’ inside experi- 
ence, and three years outside rep- 
resenting manufacturer in South and 
West. Best references. Address 

“T. B.,” care Harpware Ace, New 
York. 








HERE If THE PLACE FOR 
YOUR MESSAGE, FOR IT 
WILL BE SEEN AND READ 


BY eanae ‘nil ata MEN 
TO HOM YOU MUST SELL 
YOUR SERVICES. 


. 








HARDWARE MAN of long ex- 
perience in buying and selling gen- 
eral shelf and heavy hardware, house 
furnishings, plumbing, metals, farm 
implements and supplies; employed, 
desires change; some experience in 
mail order business; good manager 
and correspondent, also office and ad- 
vertising experience. Address “*W. 





B.,”’ care HArpWarE Ace, New York. 
SITUATION WANTED—Would 


like to hear from firm requiring the 
services of first class traveling sales- 
man with 14 years’ experience sell- 
ing sheet metal and all 
sheet metal products in Tennessee, 

Alabama and Kentucky. Eleven 
years with present firm. But desire 
to change territory. Address “T. 
R.,”’ care HARDWARE Ace, New York. 





THOROUGHLY EXPERIENCED 
HARDWARE MAN, 20 years in 





retail stores of $10,000 to $25,000 
stock, as manager, buyer and sales- 
man. Age 34, married, honest, 
strictly sober and ambitious. Rea- 
sonable salary. Middle pre- 
ferred. Address “W. E., care 
Harpware Ace, New York. 
EXPERIENCED salesman, well 


acquainted with Chicago retail hard- 
ware trade, desires line for Chicago 
and vicinity, to act as sales repre- 
sentative, Address Box 304, A, Harp- 
WARE AcE, Otis RBlidg., Chicago. 





YOUNG man, 27, married, card 
writer, window dresser, Al sales- 
man; all round hardware man: 10 
years with one firm, 2 with another, 
now employed. Satisfactory refer- 
ences. New York City preferred. 
Address “W. P.,”’ care HaArpWARE 
Ace, New York. 





FIVE years’ experience as clerk 
in hardware and implement store. 
Can do roofing and repair work in 
tin shop. Age 29, single. Want po- 
sition as clerk in hardware store. Ad- 
dress Lock Box M, Sheridan, Mo. 


~ 


kinds ofj|~ 





ADVERTISING MAN—A high 
class advertising and catalogue com- 
piler, with 14 years’ experience, open 
for position with first class company 
that is willing to pay good salary to 
the man who can produce results. 
Best of references. Nothin 
$1,800 per year considered, . 
dress ‘ “Ww. L.,”’ care Harpware AGE, 
New York. 





EXPERIENCED TRAVELING 
SALESMAN calling on the _ hard- 
ware trade desires additional account 


for all or part of New England. Ad-|, 


dress ‘“‘W. R.,”’ care HARDWARE AGE, 
New York. 





SALESMAN—Eleven years’ ex- 
perience calling on wholesale hard- 
ware trade. South and West. In- 
timately acquainted with hardware 
men and conditions. Has represented 
a large hardware manufacturer. Can 
furnish convincing references. Age 
38—a proved and seasoned salesman 
—his best years still to come. Ad- 
dress “R. T.,”’ care HARDWARE AGéeE, 
New York. 





Business Opportunities 


IF YOU ARE DESIROUS of 
buying, selling or exchanging a stock 
of hardware we can be of great 
service to you on account of our 
intimate knowledge of these matters 
in every section of the United 
States. Address “R. W. S.,” care 
Harpware Ace, New York. 








EASTERN JOBBING AND DIS- 
TRIBUTING HOUSE, with live 
sales organization, desires to repre- 
England a few more 


sent in Yew 
manufacturers of hardware and 
specialties. Address “C. R.,” care 


Harpware AcE, New York. 





THE HIGH GRADE MAN 
LOOKING FOR A POSITION 
OR FINDING IT IMPOSSIBLE 
TO GO HIGHER UP WHERE 
HE iS, WISHING TO MAKE A 
CHANGE, WILL FIND THIS 
SECTION THE PLACE TO 
TELL HIS STORY. 





FOR SALE—Two stocks of hard- 
ware, implements, furniture, in two 
thriving Western Kansas towns; will 
invoice six and nine thousand; own 
real estate in one town; prefer to 
sell. Big immigration and located 
in wheat belt; will do $50,000 busi- 
Reason for selling, other busi- 


ness. 
ness demands my attention. Good 
chance and will sell quickly. Address 


W.,”” care Harpware Ace, New 
York. 





FOR SALE—Complete stock of 
hardware, will invoice about $12,000. 
Located im the best agricultural dis- 
trict of Central Illinois. City has 
paved streets, electric lights, water 
works, good schools, four churches, 
and other city inducements. Best 
of reasens for selling. Cash or good 
security will get you this excep- 
tional chance to get into a business 
that will bear a thorough investiga- 
tion. Address “T. O.,” care Harp- 
WARE AcE, New York. 


WANTED—Line builders’ hard- 
ware for the South by agent with 
established trade. Commission only. 
Address “T. G.,’’ care HARDWARE 
Acre, New York. 


under| 


EXPERIENCED MAN (British), 
age 36, thorough knowledge of, Span- 
ish, 10 years’ experience agricultural 

machinery and hardware in the Ar- 
gentine, wishes to represent manu- 
facturer or exporter as_ traveling 
salesman on salary basis in the Ar- 
gentine and, if mecessary, neighbor- 
ing republics. First class references. 
Apply “Argentina,” care HARDWARE 
AcE, New York. 


FOR SALE—Good paying hard- 
ware and implement store in Flat- 
head Valley, Montana. Excellent 
reasons for selling. Address “W. 
F.,”’ care HARDWARE AcE, New York. 





ee 


THERE SEEMS TO BE AN 


OF 
OPPORTUNITY ARE YOU 


AFTER? WE RECOMMEND 
THIS SECTION FROM “PAST 
PERFORMANCES.” 





MANUFACTURER’S agent or 
salesman, age 34, 15 years’ hardware 
experience, expert buyer, forceful 
seller, desires good connection repre- 
senting live line in Chicago and 
vicinity. If you desire to increase 
your business give me the job. Cen- 
trally located, full office equipment, 
Address “W. M.,” care Harpware 
Ace, New York, 








DOUBLE YOUR INCOME from 
your plumbing, heating or sheet met- 
al departments. At a cost of less 
than 4 cents a week, we will give 
you up-to-date information concern- 
ing the problems of shop manage- 
ment, cost systems, keeping account 
of labor and materials on individual 
contracts—reducing the expense of 
the business so as to show you a bet- 
ter profit at the end of the year. 
Nearly every live-wire plumber, 
steam fitter, furnaceman and sheet 
metal contractor is already taking 
profitable advantage of this valuable 
information, and we now invite every 
hardware merchant to send for a 
free sample copy of Metal Worker, 
Plumber & Steam Fitter, published 
at 239 West 39th St., New York. 


FOR SALE—A rare opportunity 
to a live man—a hardware business 
established for 40 years, in Leesburg, 
Loudoun Co., Va., the richest farm- 
ing county in the State. Annual 
sales $25,000. Owner wishes to re- 
tire on account of age and bad 
health. Address all inquiries to Box 
204, Leesburg, Va. 





“WE GOT THE MAN WE 
WANTED.” IT’S THE SAME 
OLD BUT NEVERTHELESS 
GRATIFYING STORY THAT iS 


CHEAPEST A gg TO GET 
COMPETENT MEN 





WANTED to hear from owner of 
good Hardware Store for sale. State 
price and particulars. D. F. Bush, 
Minneapolis, Minn. 
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W hat 
Can You 
Offer to 
Our 
18,000 
Weekly 
Readers ? 





They are all alert 
hardware men trying 
to better themselves. 
They want more im- 
portant positions; bet- 
ter business chances 
and bigger opportuni- 
ties to make money. 


An advertisement in 


“The 
Opportunity 
Exchange” 


of HARDWARE AGE 
will bring your offer to 
their attention imme- 
diately in a forceful way. 

The cost of your adver- 
tisement may be as low 
as 50 cents. Why not 
take advantage of this re- 
markably low rate by 
sending in your adver- 
tisement now for the next 
issue — HARDWARE 
AGE, 239 West 30th St., 
New York City. 





















THE GHAPIN-STEPHENS (0. 


UNION FACTORY 
PINE MEADOW, CONN., U. S. A. 














THE PEERLESS HAN DCUFF 


positively cannot become 
locked in the pocket yet is 
self locking on the culprit’s 
wrists. 





PEERLESS HANDCUFF CO., Springfield, Mass. 








Perfection Grinders 


Increase your sales with Star 
Vises, Perfection Grinders and 
Ford Accessories. Write for par- 
ticulars. 


Star Specialty Mfg. Co. 
227 West Erie Street, 
New York Office: 





37 iia po 











TACKS ‘ccc’ NAILS sees BOLTS 


Cobblers’ Nails, Bed Screws, Glazier Points 
Send for new illustrated catalogue, most convenient and 
comprehensive. 


SHELTON CO. (Estab. 1836) 


SHELTON, CONN. New York, 96 Warren St. 











Parker Wire Goods Company 


Manufacturers of 


General and Special Wire Hardware, 
Wire Goods and Stampings 


WORCESTER MASSACHUSETTS 

















BROOKS 


WIRE GOODS 


Bright Iron and Brass. : 
Wire Goods Made to der. 


M. S. BROOKS & SONS 
CHESTER, CONN. 











High Grade 


Hand Cut Steel Stamps 


=== Alphabets and 


Figures 
THE SCHWERDTLE STAMP CO. 
Bridgeport, Conn. 




















STEVENS LINE LEVEL 


for mechanics, farm- 
ers, masons, etc. 
Made of aluminum, 
weighs % oz., accur- 
ate and reliable. 
Write for further de- 
tails. 


Frank B. Hall g YUM Me L t=-;y UV YUE: 


Wyn YyisG Lith ype i ins 
Newton Falls, Ohio 
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Bankable 
Assets 


The generous 
margin of profit 
is only one-half 
of the Delta 
story; the pres- 
tige that goes 
with these Files 
of Quality is an 
asset every whit 
as ‘“‘bankable.”’ 


Your prestige 
plus our prestige 
is the combina- 
tion that will 
make money for 
both of us. 


Your reputa- 
tion as the local 
hardwareman is 
bound to bring 
you in touch 
with Delta pros- 
pects. 


Our reputation 
as Expert File 
Makers will go 
a long ways to- 
ward closing the 
sale and after 
that—after the 
filles have been 
‘“‘bought and paid 
for’’—the worry 
is ours, not 
yours. 


T he Delta 
guarantee is ab- 
solute. It has 
no time limit, no 
strings of any 
sort. It simply 
says, “the cus- 
tomer is always 
right.”’ 


Do you see 
where we figure 
our bankable as- 
set? In your sat- 
isfaction of 
course! 


THE 


DELTA 


FILE WORKS 
Philadelphia, U.S. A. 
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Business and Patriotism 





4 Non-partisan Appeal to the Nation - 


THE WHITE HOUSE 


Washington 
April 21, 1916. 
To the Business Men of America: 


I bespeak your cordial cooperation in the patriotic service under- 
taken by the engineers and chemists of this country under the direction 
of the Industrial Preparedness Committee of the Naval Consulting 
Board of the United States. 


The confidential industrial inventory you are asked to supply is- 
intended for the exclusive benefit of the War and Navy Departments, 
and will be used in organizing the industrial resources for the public 
service in national defense. 


At my request, the American Society of Civil Engineers, the Amer- 
ican Institute of Mining Engineers, the American Society of Mechanical 
Engineers, the American Institute of Electrical Engineers and the 
American Chemical Society are gratuitously assisting the Naval Con- 
sulting Board in the work of collecting this data, and I confidently ask 
your earnest support in the interest of the people and government of 


the United States. 
ihe, Gomer yy gp. 


COMMITTEE ON INDUSTRIAL PREPAREDNESS 
OF 


NAVAL CONSULTING BOARD OF THE UNITED STATES 
IN CO-OPERATION WITH 


The American Society of Civil Engineers The American Society of Mechanical Engineers 
The American Institute of Mining Engineers The American Institute of Electrical Engineers 
The American Chemical Society 
ENGINEERING SOCIETIES BUILDING ~— Advertisements designed by the ASSOCIATED 


ADVERTISING CLUBS OF THE WORLD 
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—gets it home FASTER 


Speed in getting that package home means 
TWO things: BETTER service and lower 
cost per delivery! That is exactly what 
this Studebaker Delivery Car offers—im- 
proved service and reduced costs. 


Running easily twice as fast as your horses #% 
trot, it makes deliveries faster—-covers an 
80-mile route while they cover perhaps 25 
miles. It handles MORE packages—-delivers 
them ON TIME-—and yet costs less than 
horses. 

For it is not a touring car design adapted for delivery 
use—but a DELIVERY car built solely for delivery 
purposes. And built with the COMPLETE know- 
ledge of the Hardware dealers’ delivery needs that 
Studebaker has gained in its half acentury and more 
of manufacturing millions of delivery vehicles. 





It has the power of most ton or two-ton trucks but 
is remarkable for its ECONOMY and LOW cost of 
maintenance. And it is the ONLY delivery car on 
the market within hundreds of dollars of its price 
that has fore-doors, electric lights, electric starter, 
dome light, speedometer, oil, gas and speed indica- 
tors, heavily braced fenders, ccmplete Timken bear- 
ing equipment and upholstery of the finest leather. 


Hardware retailers everywhere are cutting costs and 
improving service with Studebaker Delivery Cars. 
And when YOU are so ready to give SERVICE in 
every other way, can you let your competitors take 
the lead in delivery service? See the Studebaker 
dealer or write and let us tell you HOW MUCH this 
car can save YOUR delivery system. 


STUDEBAKER Delivery Car 
South Bend, Ind. Detroit, Mich. Walkerville, Ont. 
Address all Correspondence to Detroit | $ 87 5 
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“TOLEDO MADE FOR THE WHOLE WORLD'S TRADE 


Dependable Spark Plugs 


The Quality Plug 
for High Powered Cars 


IFT the hood of almost any de 
luxe car and see what plug 
supplies its spark of life. 


The engineers who specify and recom- 
mend the vital equipment which best | 
serves these masterpieces among motor 
cars— 


Have nothing to gain in specifying 
Champions except to supply unfailing 
dependability in the spark plug link of 
their ignition systems. 





For most high powered cars the Cham- 
pion Heavy Stone Plug has demonstrated 
its greater efficiency in the most gruelling 
tests. 


There is a big demand for Champions 
for all sizes and makes of gasoline engines. 


Successful dealers are making their 
spark plug stock exclusively Champion. 


Every plug is backed by the strongest 
possible guarantee. : 


Champion - The Champion Guarantee 


Heavy Stone Complete satisfaction to the user, free repair, 
73-18. Price $1 2D replacement or your money back. 


Champion Spark Plug Company 


1511 Upton Avenue TOLEDO, OHIO 





